





PROFIT by the Popularity of The 


EVEN THE FAT 
WAS A SWEET 
DELICIOUS 


FLAVOR/ 
NOTA BIT 


OF OF F-FLAVOR 
AROUND THE 
BONE 


7 ROUGH AND 
THROUGH 


fldd Appeal to your 


Home Butchering Supplies Department 


Almost a million farm families cure meat the MORTON WAY — they use 
MORTON'S TENDER-QUICK, SUGAR-CURE and SAUSAGE SEASON 
ING. Other farmers by the thousands are fast turning to this modern, 
" BETTER way. Sell these popular Morton meat curing products along with 
= ‘ , == — ~ knives, sausage choppers and other home butchering supplies. They make 
gore Sol eS — your line complete . . . add color and appeal . . . attract new trade. 





_— aes - ; ; ‘ j 
sorore rence Write or wire for dealer's prices. 


MORTON SALT CO. « 310 S. Michigan Ave. « Chicago, Ill. 
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MATa Lie THE Boss “siy.y 
OT” 


THE HOTTEST ADJUSTABLE 
FASTEST WICKLESS BURNER 
Fastest Wickless Burner Built. 


MOST EFFICIENT pe eee Greatest yo! 

ely hot, ume of 
BURNERS BUILT a reaching “1ynoem Plue 
ve cooking top if to 16” 


needed. 





THE COMPLETE NEW BOSS LINE 


iture Mart—Chicage 


Room 546-A—The American Furni 
ws trade to the dealer's 


3—Promotion help which dra 
store. 

4—National advertising which creat 
for BOSS Products. 


1—A complete line which includes all types. sizes 


and prices. 
2—New convenience features which apped 


women buyers. 


1 to es acceptance 
WRITE NOW—for advance details of the "NEW BOSS PROFIT PROPOSITION FOR 1941" 
































There are dozens of places within a few minutes’ walk 
of your front door — which should have Yale Door 
Closers. Other stores, office buildings, restaurants, banks, 
doctors’ and dentists’ offices, apartment buildings — 
almost any place of business and large residence needs 
automatic protection against drafts that result in dis- 
comfort, colds, and heat losses. 


Just a few hours a week visiting around your neigh- 
borhood and pointing out the need for door closers will 
result in some nice business you might otherwise never 
get. Send a clerk out during the normally “slow” periods 
of the day—or hire a college boy part-time. Remember 
—the 30-day free trial (plus a moderate installation 


charge) has proved an effective means of landing this 
business. Plus the additional business you’!] get by find- 
ing a new customer for your other products. 


“YALE ee 


THAT 
SELLING POINTS /~ oon cise" Tre, 


Universal action—self-reversing. avertised for 
‘ tly 2 
Consisten 





Equal efficiency, right or left hand. ses eager | 
Saturday Evening Pos 
appeared in November. 


Two-speed closing, silent or “release” 
action at the latch point. 


No teeth or gears to wear out. 
Mineral oil liquid minimizes friction. 


Seep-proof shell-—no drip or 
“whiskers.” 


“‘Mirror-finish” bearings. 
Malleable iron arms for extra strength, 


Noiseless, wear-resisting jamb as- 
sembly. 


Alse: SPECIAL-PURPOSE 
“HOLDER” CLOSERS 


THE VALE & TOWNE mauracrurine co 
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SOMETHING WORTH THINKING ABOUT 
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THE “CERTIGRADE CALIFORNIAN” HOUSE, SPON- 
SORED BY THE RED CEDAR SHINGLE BUREAU AND 
35 NATIONAL AND STATE BUILDING MATERIAL 
ASSOCIATIONS AS “THE MOST HOUSE PER 
DOLLAR,” IS PAINTED WITH PURE WHITE LEAD. 
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MANY HOTELS, HOSPITALS, SCHOOLS AND 
OTHER PUBLIC BUILDINGS SPECIFY PURE WHITE 
LEAD PAINT FOR INTERIOR WORK BECAUSE OF 
ITS ABILITY TO STAND FREQUENT CLEANING TO Fill THE GROWING DEMAND FOR PURE 
WITHOUT FADING OR SHOWING WEAR. WHITE LEAD PAINT, MANUFACTURERS IN 





MANY AREAS ARE NOW OFFERING IT IN 
PREPARED READY-TO-USE FORM IN WHITE 
THOUSANDS OF INTER- AND COLORS. 

ESTED HOMEOWNERS 
HAVE SENT FOR FREE 
BOOKLET “WHAT TO 
EXPECT FROM WHITE 
LEAD PAINT” AFTER 
READING OUR NA- 
TIONAL ADVERTIS- 
ING. HOT PROSPECTS 
FOR You! 











_ PAINTING INSTRUCTIONS FUR- 

(Myf NISHED BY LUMBER MANUFAC- 
TURERS ALWAYS INCLUDE RECOM- 
MENDATIONS FOR USE OF PURE 
WHITE LEAD PAINT BECAUSE OF ITS 
SUPERIOR WEAR AND PROTECTION. 








P. S ~=/N RECOMMENDING PAINT TO YOUR 
CUSTOMERS IT’S A SAFE RULE TO SAY: THE 
HIGHER THE WHITE LEAD CONTENT, THE BETTER 
THE PAINT! 





LEAD INDUSTRIES ASSOCIATION 
420 Lexington Avenue, New York, N. Y. 
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NICHOLSON or BLACK DIAMOND 
"HANDY FILE''— Popular-price novelty 
file: Two files in one—single cut on one 
side, double cut on other. Forged. 
rounded, hang-up handle. Delivered to 
retailer in attractive display cartons of 
1 dozen Cellophane-wrapped files each. 


1940 


I 
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NICHOLSON X. F. (Extra Fine) SWISS 
PATTERN FILES—Pride of the model 
builder, ‘‘gadget’’ maker, or the me- 
chanic who loves fine tools. One dozen 
in assorted shapes of Knurled-handle 
Needle, Die-sinker or Bench-filing 
Machine types — 314,” to 614” and cuts 
00 to 6. Packaged in beautifully 
designed and colored plastic case. 


NICHOLSON or BLACK 
DIAMOND DISPLAY 
UNIT—Compact, attrac- 
tive, refillable. Comes 
with practical assort- 
ment of popular files 
(each file individually 
Cellophane - wrapped). 
Excellent for making up 
Christmas combina- 
tions of customers’ own 
choosing. 
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@ Actually, no other snip made can measure up to 
Crescent’s rigid specifications, because Crescent Snips 
are manufactured by methods and equipment that are 


exclusively Crescent’s! 


First of all, Crescent blades are not inlaid. They are a 
solid forging of special-analysis steel. They are hard- 
ened all the way through, providing a tough, keen 
edge that no amount of grinding can ever remove. 
And Crescent blades are not merely sprung to provide 

Above: Crescent Snips are ground on automatic 


cutting tension at the tip—they are ground to per- machines thus assuring absolute uniformity. 


manent shape. 


Below: The Shearing angle of Crescent blades 
remains the same throughout the entire cutting 
stroke. 


But the secret of Crescent’s most conspicuous advant- 
age—effortless cutting throughout the entire stroke— 
lies in Crescent scientific blade contour. The shearing 
angle is the same at the finish as at the start of the 
cutting stroke. That’s why Crescent Snips cut with 
surprising ease right out at the blade tips. 

There is a Crescent Snip for every type of service— 
4 patterns, 9 sizes. Make these fully-guaranteed snips 
your choice. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


CRESCENT tet’ TO 
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What store in your neighborhood 
draws the biggest crowds? 
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CONTRAST the welcoming appearance of this hardware store in Scranton, Pa., 
with the exterior of the same store before modernizing with a Pittco Store 
Front. Give your store a profit-making beauty treatment and watch your 
business grow! 


* 
C USTOMERS go out of their 
way to shop where a shining Pittco 
Front proclaims a modern, up-to-date 
business. Once a person sees a new 
Pittco Store Front, he remembers it! 
If he is in too much of a hurry to stop 
tect to assure an-economical, well- 


in the first time he passes—chances 
are he will return and investigate. 
Remodel with a Pittco Front and see 
your hardware store become a busy 
shopping center! 

Merchants everywhere have found 
that a handsome Pittco Front encour- 
ages patronage, helps develop wider 


trading areas. Find out how a new 
Pittco Front can help your hardware 
store do a thriving, profitable busi- 
ness. Send the coupon for our free 
store front book — filled with facts, 
figures and photographs of Pittco 
installations. 

When you remodel, see your archi- 


planned job. Our staff of experts will 
gladly cooperate with him in plan- 
ning a Pittco Front to suit your needs, 
Remember, you can use the Pitts- 
burgh Time Payment Plan—just 20% 
down, and the balance in monthly 
payments. 


Pittsburgh Plate Glass Company 
2260 Grant Bldg., Pittsburgh, Pa. 


Please send me, without obligation, your new book entitled 
**How to Get More Business.”’ 


ITTCO STORE FRONTS 


| 
| 
| 
PITTSBURGH PLATE GLASS COMPANY : 
| 
| 


Name 


"PITTSBURGH stand fot Luality Glass and tint 
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to Help You Serve 
Big Market in 1 


es for cooking 
Here’s 4 line 


and beaters 


Among the essential needs are rang 
i -up that has 


for warmth. Go Florence 1941! 
everything! 
a wide range 


GAS RANGES: Exciting values in 
headed up with handsome CP ranges and including proficable 
numbers for each home market; for manufactured, natural, 


and “bottled” gas- 
OlL RANGES: From u 


small oil stoves, this complete 

pocketbook. 
ELECTRIC RANGES: A re 
ues in fully automatic and sta 
COMBINATION RANGES: 
oven combination oil-and-gas ranges h 

standard in beauty- A full line with every 
a’s most complete line 


OIL-BURNING HEATERS: Americ 
1 wickless burners. 


with pot, sleeve, anc 


of models 


ec top ranges to 


p-to-the-minute tabl 
eed and 


line meets every 1 


ally practical line with top val- 


ndard models. 
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These famous Florenc 
ave set a new hig 
modern feature. 


of space heaters, 


RANGE Olt BUR 


dependable line for ins 


OIL WATER HEATERS: Ve 


needs of the usual home. 


NERS: Recognized as the thoroughly 


tallation in existing coal ranges- 


pendable models to meet the 


1 with Florence. 
tional ad- 
Advertis- 


ness in 194 
€ Florence na 


Look ahead to 4 year-round busi 
s Cooperative 


the complete line. Take advantage 0 
vertising, sales helps, and the generou 
ing Plan. Go 


Florence in 1941! 
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FE0RROSION ond RUST 


Nin 0 IN THIS COUNTRY REPRESENT 
Fresh: A Loss OF 


FWO BEGETON 
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ANNUALLY. 
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MADE BY THE FAMOUS 
* Galvannealing” PROCESS, HAS 
FAR GREATER RESISTANCE 70 

RUST ANO CORROSION THAN 7S 
ORDINARY CALVAN/ZED FENCE <I A 


EVERYWHERE tO 

KNOW THAT FENCE DOES 
NoT WEAR OUT /7RUSTS OUT 
THEREFORE, 1715 GOOD BUS— <T 
INESS Jo PICK 4 FENCE a: 
WITH THE GREATEST ~— 
RESISTANCE 70 RUST-— 
THAT 1S WHY THOUSANDS 
OF THRIFTY FARMERS, 
WHO OEMANO THE 
UTMOST /N VALUE, CHOOSE 


RED BRAND FENCE, 


THE FENCE THAT 
FIGHTS RUST. 


“7 OOK FOR THE TOP 
W/RE PAINTED RED - 


KEYSTONE STEEL & WIRE COMPANY 





PEORIA, ILLINOIS 
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Famous Fleets that COUNT ON COLUMBIAN 


EDMOND J. MORAN 


Salute to the 
EDMOND J. MORAN 


Built for deep-sea service, the new all-welded Edmond J. 
Moran embodies strength and stamina — powerful engines 
and capacity for long tows in heavy waters... And of course 
no name in towing is more closely identified with the best 
traditions of its field than Moran. 


Columbian Rope Company is proud to count this large 
and progressive organization among its many consistent 
users of Columbian Pure Manila Rope. Columbian, 
too, is built for strength and continuous service, with 
a reputation for seeing jobs through under any 
conditions. 


COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City,” N. Y. 





QUALITY 


So ahaa 


every step of the Way 





COLUMBIAN vicinus ROPE 
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0 you, merely a bolt. .a 

common product used in thousands of places. 

To the trade . . perhaps a %x8-inch bolt of 

a type sold by the hundreds of thousands for 
industrial fastening. 

To us, however, it’s more than that . . it 


represents 95 years of bolt and nut manufac- — 


ture, pioneering in methods and machines, 
development of tools and finish . . oli ipasron 
of pride, no matter how small. ~ 


Have a look for yourself ‘this. R & W : 


product. Check its accuracy 
how easily a nut starts and spit 
its tensile - ae ‘and 


a 
Raf 


PORT CHESTER, N.Y. 


ROCK FALLS, ILL. 


smooth finish and its outstanding appearance. 
You will find that this cold-headed bolt pos : 

sesses properties thatare unique for a bo : 
of this size. 


‘ grown at important 


built. fo 


RUSSELL, BURDSALL & WARD 


BOLT AND NUT COMPANY 


CORAOPOLIS, PA. 



































It takes re such as this 
to insure dependable 
and efficient service! | 


HE finishing professional touch of practically 
every building construction job is accomplished 
through the installation of the hardware. 





No. 24 
a Doors equipped with National smooth-working, 
friction-free latches give top efficiency in perform- 
ance, thereby enhancing both in service and appear- 
ance every job on which they are used. 


National 


No. 27 Note also the many other accessories, such as door 
Swinging Door Latch . e 
bumpers, bar holders and stay rollers, all of which 
are designed to serve doors. 





All of these hardware products possess the National 
standard of quality in materials and in modernness 
of design. Builders everywhere recognize National 
as the preferred brand of builders’ hardware. 





No. 29 Our catalog carries full _——— about the 
All-Steel Latch os os ° ! 
complete National line. Write for your copy! 


NATIONAL 
MANUFACTURING CO. ' 


STERLING ILLINOIS Heavy Duty Stay Roller 








No. 28 
“Washburne” Slicing Door Latch No. 17 Barn Door Bumper 
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. . . THAT IS PREFERRED BY 
SELLERS AND BUYERS ALIKE 








Briggs & Stratton ... THE 


MARK OF MORE MOTOR VALUE 


Dependable power that satisfies every per- 
formance demand — economical operation 


with a minimum of “servicing” during long 
years of performance — plus many other 
features have made Briggs & Stratton 
“Preferred Power” for hundreds of machines, 
tools and appliances. 


BRIGGS & STRATTON CORP. mitwaAukEE, wiS., U.S.A. 


GASOLINE 
MOTORS 
i 
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tion to your problem. 


Score a “ten-strike” 
practical and useful Builders’ Hardware Text 
Book, “TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE.” Your friends 
will find it profitable reading—an invaluable 
reference work—and a lasting reminder of 
your thoughtfulness and interest in their 
future and success. 


Hundreds of sales to experienced builders’ hard- 
ware men as well as to beginners, stand as a testi- 
monial to the book’s value as a builders’ hardware 
reference work. 


Authored by Adon H. Brownell, a recognized 
authority on this subject and endorsed by the 
American Society of Architectural Hardware Con- 
sultants, it is the only book of its kind ever written 
for the hardware man. 


Special quantity discount prices are available. 
Take advantage of them today. Send us a list of 
the names and addresses attached to the coupon 
below and each book, wrapped as a gift, will be 
mailed to arrive a few days before Christmas. A 
suitable Christmas card, bearing your name as the 
donor, will accompany it. 


MAIL COUPON TODAY 


HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 


Please send 
names at special quantity discount prices. 


() Attached is my check 
C] Send me invoice 


a 


F you are planning to remember your up-and- 
coming young salesmen or your friends in the hard- 
ware trade with a Christmas gift and are wondering 
what useful remembrance to give—we have the solu- 


this Christmas by giving the 











(eg Danuta - Says: 


“You Couldn't Give a More 
Practical Gift to 
a Hardware Man 
Than—°’ 
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SOME OF THE FEATURES WHICH 


* MAKE THIS BOOK A USEFUL GIFT * 


How to bring prospects into your store. 


How to cash in on replacement and follow-up items. 
Specific information on equipping public buildings. 
Nine comparative charts which show how to match different 


items of leading manufacturers. 
A working blue print, size 25 x I1'/ 


inches, with which to 


work throughout the course, and a glossary of 300 technical 


builders’ hardware terms. 


Over 600 illustrations, charts and diagrams. 
220 pages—size 8!/2 x 1 1'/2—cloth bound to withstand hard 


usage. 


* 


SPECIAL QUANTITY DISCOUNT PRICES 


Single Copies — $3 
10 —- 24 Copies — $2.70 each 
25 — 49 Copies — $2.55 each 
50 — 99 Copies — $2.25 each 
100 or more Copies — $2.00 each 
Canadian and Foreign Countries — $3.50 


12-12 


copies of “TAKING THE MYSTERY OUT OF BUILDERS' HARDWARE" to the attached list of 
Also send Christmas card bearing my name as donor. 


ee 
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FIRST—ho customers StormSeal’s patented 

overlap construction. In a glance they can 
see why this cleverly-designed seam keeps out wind 
and rain—how the double drain carries off any water 
that might get into the lap. 


SECOND —point to the three strong cross- 


crimps that keep seepage from get- 
ting through the end laps. These crimps overcome 


one of the most common causes of roof leaks. 


Your Answer to the 
customer who thinks all 


roofing sheets are alike 


HEN customers think that all steel roofing 
sheets are the same, you stand a great risk 
of losing their business to competition. That’s 
where StormSeal Roofing dealers are ahead—for 
U-S-S StormSeal Roofing has many advantages 


that customers want 





you close the sale. 









advantages that help 
























THIRD’ customers the pres- 


sure lip in the end of each 
U-S-S StormSeal Sheet. It keeps the 
end laps firmly together. And remind 
them that the tension curve in each 
sheet holds it flat against the decking. 





FOURTH —- remind customers that 


StormSeal is a U-S-S Gal- 
vanized Steel Roofing Sheet—the brand 
that has established a reputation for long 








life through its service on thousands of 
buildings all over the country. 


BUSINESS IN YOUR STORE! 





STORMSEAL ROOFING 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY, 


COLUMBIA STEEL COMPANY, San Francisco 


United States Steel Export Company, New York 


Cleveland, Chicago and New York 
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STATES 
STEEL 





” Wt ile MDITION 
plery = + phn b ape 
PRICELESS | EYESIGHT... 


EXTRA SALESWOMAN WITHOUT SALARY 


Another inviting display for your counters. 
This charming cut-out is the central piece, 19 

x 241%". An extra 7" x 9" pad of 100 Right Size 
Lamp’ Recipe Sheets is supplied. Two accom- 
panying window cards go with it. (Package 
“B”). All for $1.45 a set. 

Be the first in your neighborhood to put in these 
windows now. See your G-E MAZDA Lamp dis- 
tributor or write to General Electric Company, 
Dept. 166-HA-L, Nela Park, Cleveland, Ohio. 





WINDOWS THAT SAY 


“COME ON IN" 


New G-E Display Set 
does real selling job 


UST what dealers have wanted for a long time—a complete 

set of Light Conditioning display material. Designed to help 
you sell adaptor equipment and more G-E MAZDA Lamps. Your 
customers have been hearing about Light Conditioning. Now, 
with this window display, you can show them how to do it easily 
and inexpensively. 
Lithographed in rich maroon, sparkling yellow, with black and 
gray, varnished for long durability, this unusual set has seven 
heavy cardboard pieces, with easel backs. Big center piece is 
24” x 43”, others 12%" x 21%”. All for only $1.95 (Package 
“A’’)...a display set that will bring many extra profit dollars to 


your store. 


G-E MAZDA LAMPS 
GENERAL @ ELECTRIC 


Made to stay brighter longer 
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Washington:— 


Washington, D. C., is certainly 
a busy place. Not since the hectic 
days of the NRA have I seen so 
much activity, or at least the signs 
of so much activity. The National 
Defense Program is definitely un- 
der way. In the nation’s capitol 
you see it, feel it and know it 
wherever you go for information. 
Last week I spent some very full 
days there, in company with a 
group of business paper’ editors, 
visiting heads of government de- 
partments and others who are ac- 
tive and important in the official 
life of the nation. Everything they 
do and say is colored by their 
realization of the need of an ac- 
celerating and unimpeded defense 
program—and rightly so. Na- 
tional defense is of prime impor- 
tance to all of us and must be 
considered as a thoroughly na- 
tional and non-partisan project. 
Much that was told our little 
group is necessarily “off the rec- 
ord” comment. I can freely state, 
however, that so far as the promo- 
tion of national defense is con- 
cerned I am encouraged by what 
| saw and heard, plus what | 
sense to be the official attitude 
toward accomplishing this great 
goal with the least dislocation of 
business. 


Priorities:— 


Practically all wholesalers and 
a large portion of retail hardware 
dealers located in industrial sec- 
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by CHARLES J. HEALE 
EDITOR, HARDWARE AGE: 


tions enjoy, normally, a healthy 
volume of industrial hardware 
sales. The term “industrial hard- 
ware” is necessarily generic and 
is used in the very broad sense. 
The threat of adverse priority 
rulings has bothered a great many 
wholesalers and retailers during 
recent months. Our mail has clear- 
ly indicated this fact. Many of 
our readers have feared unwar- 
ranted interference with their nor- 
mal industrial supply business 
under the cloak of clumsily de- 
cided priority decisions. Until 
very recently I shared this fear, 
but I am now convinced, at least 
for the present, that the authority 
vested in the Priority Commission 
menaces no legitimate distribution 
of “industrial hardware.” There 
is a marked disposition in official 
Washington to use the expedient 
of “priority authority” only when 
sorely needed. The present ex- 
pressed view is to consider the 
“priority” idea not as a weapon 
against business but only as an 
emergency “ace in the hole” if, as 
and when needed. As one com- 
petent authority aptly expressed it 





“We are still operating our de- 
fense program on a_ peace-time 
basis and on the assumption that 
we can remain on that basis.” The 
same man did, however, comment 
further, “Of course if, and I hope 
we won't, get into a ‘shooting war’ 
there may come many stringent 
regulations and hardships not now 
contemplated.” And in those two 
statements you have a fairly accu- 
rate picture of the present status 
so far as “priority” is concerned. 


The Draft:— 


Folks in official Washington 
dislike the term “draft” and pre- 
fer to call it the “Selective Service 
Plan.” And here again some er- 
roneous opinions are held by 
many business men who have ex- 
pressed themselves on this subject. 
The question of deferment or ex- 
emption because of “essential em- 
ployment” is not premised on the 
nature of the business in which 
an individual is engaged but defi- 
nitely on the importance of that 
person to the continued successful 
conduct of the business which 
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employs him. To give a far- 
fetched but easily understood ex- 
ample of this situation let us con- 
sider the mythical cases of Regis- 
trants Brown and Jones. Brown 
is employed in a factory making 
shells or airplanes for the use of 
the armed forces. He operates a 
lathe or is a draftsman but can be 
readily replaced if drafted. He 
will receive no deferment or ex- 
emption from service. Jones is 
a chocolate dipper in a candy 
factory and is familiar with the 
formulae, etc. His continued em- 
ployment in the candy factory is 
important to the successful opera- 
tions of that plant. If drafted he 
could not be readily replaced and 
the plant might have to curtail 
operations or shut down complete- 
ly, thus causing unemployment 
and a tax-paying business concern 
would perhaps be eliminated. Un- 
der such circumstances Jones could 
obtain, at his employer’s proven 
request, a deferment for six 
months, perhaps a renewal for 
another six months, etc., until such 
reasonable time as a successor 
could be employed or trained to 
take his place. The Government, 
through the local draft board, 
would, of course, expect the em- 
ployer of Jones to make every 
effort to find or train a successor 
and would investigate the matter 
before giving deferment. But very 
definitely the samples I have given 
here are typical of the current 
spirit of handling the selective 
service program—designed to oc- 
casion the least possible dislocation 
of legitimate business. Under such 
conditions the operator of a small 
retail or wholesale hardware es- 
tablishment may expect every 
consideration within reason should 
he have essential or key men of 
draft age who may be called at an 
early date. This program seems 
as fair as can be expected under 
the circumstances. 


Labor Situation:— 


Currently, official Washington 
is inclined to be perfectly frank 
in discussions on defense work; 
disposed to take the press into 
confidence with a minimum of re- 
strictions and ostensibly anxious 
to woo back the affections of 





American business — unless you 
ask the perfectly obvious and im- 
portant question about the Gov- 
ernment’s attitude toward labor. 
Right there you seem to strike a 
snag no matter with whom you 
talk on the subject. The prover- 
bial “buck” is always passed to 
“the labor board.” The quickest 
way to terminate a helpful dis- 
cussion with many government 
officials is to raise this question— 
and yet the bottleneck of the 
complete defense program may 
easily prove to be the labor situa- 
tion—particularly the organized 
or union labor problem. Under 
existing legislation, man power is 
being drafted for army service to 
build up a competent and much- 
needed national defense. Under 
the same law, “non-cooperating” 
industry could also be drafted if 
the government deems it neces- 
sary in the interest of the common 
welfare—but I fail to see where, 
and I was unable to learn how, the 
same legislation can be directed 
against a union which calls a 
strike which could disrupt a ma- 
jor part of the defense program. 
There is also some talk of the 
government pegging prices. Defi- 
nitely there is now in force some 
official control of the purchase 
price of needed goods and equip- 
ment. Yet again there is no legal 
machinery that I know or heard 
of which assures those who pro- 
duce defense equipment that their 
labor costs will not rise under 
the threat of a strike, or in the 
settlement of one, t6 a point which 
may preclude not only any profit 
but also actual continued opera- 
tions for needed defense produc- 
tion. And this would appear to 
be a very definite weakness in the 
official attitude toward completion 
of our National Defense Program. 
That this is a touchy subject is 
quickly realized when you attempt 
to discuss it. The same situation 
existed during the NRA days of 
1932-3 and was the hobgoblin of 
many code hearings. It would 
seem clear that until Government 
decides to consider the labor ques- 
tion in the same light it now con- 
siders drafting man power for a 
large peace-time army and draft- 
ing, if necessary, production fa- 
cilities to make defense equip- 














ment, our complete National De- 
fense Program may be in serious 
jeopardy. Surely the threat of 
punitive labor votes cannot be a 
factor because national elections 
are now over and the defense 
project is on top of us. The need 
of its speedy and efficient com- 
pletion transcends every other 
consideration. 


The President:— 
While in Washington, I had the 


interesting experience of attending 
my first White House press con- 
ference. At various times I have 
seen, at fairly close range, all of 
our presidents since Theodore 
Roosevelt, but this was my first 
opportunity to enjoy the disarm- 
ing informality of a Presidential 
Press Conference and to see the 
President, at his official working 
desk, in his own office, answering 
casually a wide variety of ques- 
tions literally spouting from the 
70 news reporters present. As I 
stood, about four feet away from 
the Chief Executive’s prominent 
chin, with my knee nervously 
rubbing against his desk I tem- 
porarily forgot my opposition to 
many of his social-economic phi- 
losophies. I was consumed with 
this one thought—that here in the 
United States, alone among all of 
today’s great powers, the repre- 
sentatives of a free press and any 
other citizens with legitimate busi- 
ness have ready access to the 
“head of the state.” They are not 
searched nor escorted under armed 
guard and can ask questions re- 
garding national policies which 
cannot even be privately discussed 
in most other countries. The same 
was true of his predecessors and 
it will continue to be true, I hope, 
for ever as just one more symbol 
of our precious type of democracy, 
the American Way which we must 
all strive to maintain. 


Merry Christmas! :— 


To all hardware folks and their 
families, the entire staff of Harp- 
WARE AGE extends best wishes for 
the merriest of Christmas holidays 
and the hope that the New Year 
will be a happy one, with good 
health and prosperity for all. 
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LOOKING 

FOR PROFITS?.. 
Just Listen to these 
Lockwood Dealers! 
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Read the comments of these Lockwood dealers— 
taken directly from their letters to the company— 
and you'll see at once why dealers all over the 
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country are turning to the Lockwood line for 
bigger, better profits! 

These dealers are practical business men. 
They’ve chosen the Lockwood line for practical 
reasons . . . because it’s a quality line that gives 
a lot to their customers, because it’s a complete 
line, because it’s a line that helps them make more 
' money! 

4 In recent years, Lockwood has given the build- 
ers’ hardware field some of its most important 
developments, such as Patrician, Plastelle, Uni- 
: fast, and a great many others. Lockwood works 

constantly to give you better, newer, faster selling 
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products. 

The Lockwood line will give a lift to your profit 
curve, as it has done for other Lockwood dealers. 
Ask us to tell you about it—write today for full 
information and the Lockwood catalogs. 


Reading from top to bottom the dealers whose photographs 
appear in the panei at the right are: 


IEE 2; 


Mr. Eugene Mariani Mr. Paul Easby-Smith 


3 S. Mariani & Sons Builders Hardware Corp. 

4 San Francisco, Cal. Washington, D. C. 

4 Mr. L. P. Newton Mr. George Leikert 

| Golden Rule Hardware Wolverine Hardware Co. 
{ Waterloo, Iowa Detroit, Mich. 

ea Mr. W. S. Sweetnam Mrs. S. A. Romain 

By Sweetnam’s Roussel & Romain 

¢ Peoria, III. Pittsburgh, Pa. 


Lockwood Hardware Mts. Co. Mie. 





Division of Independent Lock Co. Fite 
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HE pinch of in- 


creased costs arising from such 
developments as social security 
legislation, shorter hours with 
higher pay and other factors over 
which the business man has little 
or no control is being felt by 
nearly every line of business, and 
the hardware wholesaler is no ex- 
ception. 

Many hardware wholesalers are 
searching for ways and means to 
relieve the pinch. This fact af- 
fords an opportunity to suggest 
not only some specific ideas for 
improving the earnings record, 
but also a new approach to plan- 
ning for profit. 

Profit is the prime motive of all 
business undertakings, but seldom 
is it set up as a positive require- 
ment when plans are made. In- 
stead, it is left dangling until pro- 
vision has been made for every- 
thing else. The first fixed require- 
ment of any business should be 
the minimum profit necessary to 
insure continued successful oper- 
ation with a reasonable return to 
those who have exposed their 
money to the risks of enterprise. 
When this is done the business 
man will not try to determine how 
much of the sales dollar will be 
left for profits after operating costs 
have been deducted. He will re- 
verse the procedure and attempt 
to figure how much of the sales 
dollar can be spared for operating 
costs after necessary profit has 
been deducted and set aside. 

At first glance, this reasoning 
may sound like academic sophis- 
try, for everyone knows that in 
actual practice profits are a resi- 
due left after every expense and re- 
serve has been covered. But, if we 
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Offsetting Uncontrollable 


More efficient planning and operation 


essential for continuance of profits 
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chart, you can ma 


reverse the traditional approach 
we will find our thinking forced 
into more logical channels. Instead 


of fumbling aimlessly we will set 
a course of action to be followed 
rigorously. We will know what 
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and Rising Fixed Costs 


By GEORGE S. MAY 


Chairman, Board of Trustees 
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George S. May Business Foundation 
Chicago, III. 


EDITOR’S NOTE—This article has been written espe- 
cially for HARDWARE AGE by George S. May, noted 
industrial engineer. His conclusions are based on a 
study of the hardware field recently made under the 
supervision of the George S. May Business Foundation. 
The Foundation, which was organized by Mr. May a 
little over a year ago, is a non-profit, fact-finding organ- 
ization devoted to the interests of private enterprise 
and established in the belief that there is a real need 
for a broad, scientific study of the increasing problems 
which confront business management in its effort to 
earn profits under modern conditions. 








Although of primary interest to wholesale hardware 
executives, this article should also have a vital appeal 
to retailers as more efficient wholesale operations have a 
direct bearing on the prices dealers pay for merchan- 
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adjustments must be made if the 
adverse effects of increased un- 
controllable costs are to be offset. 

Assuming that a minimum profit 
goal has been established, what 
can the hardware wholesaler do to 
reach that goal? We know that 
the operator is limited in his con- 
trol over the prices he must pay 
bor merchandise and the prices at 
which he can re-sell, but he can 
exercise a great deal of control in 
the matter of sales effort, in the 
choice of lines to be carried, and 
in what he-does with the differ- 


dise and on the type and degree of service they can 
obtain from their sources of supply. 


taxes, insurance, depreciation, 
rents, minimum phone and power 
bills and any other expenses that 
are not likely to vary directly 
with the volume of business done. 

Next, subtract the total fixed 
cost from total operating cost for 
the previous year, add the remain- 
der to the cost of sales and divide 








the sum by the total net sales for 
the period. Finally, subtract this 
quotient from 1.00, and divide the 
remainder into the sum of the re- 
quired net profit plus fixed 
charges. The resulting figure will 
represent the volume needed to 
make the required profit. 

An illustration will show that 
this procedure is not difficult or 
highly complicated — just simple 


° ence between the cost price and the arithmetic. ‘ 
selling price of his merchandise. Suppose a wholesaler’s operat- 
Let us suppose that a whole- ing figures for the previous year 
saler has determined the minimum were as follows:—Fixed charges 
00 annual net earnings required of his $120,000, total operating costs 
business, and then let us follow $252,000, cost of sales $1,218,000, 
— him through a logical procedure net sales $1,500,000. Profit de- 
y to fit his business into the new sired for the coming year, $80,- 
., profit mould. 000. What sales volume will be 
. First, he will want to know necessary to attain that profit, as- 
s. whether or not increased selling suming that variable expenses will 
effort will produce the desired re- remain the same proportion as 
sult, and this he will learn by cal- above? 
culating the volume of sales that The difference between fixed 
would have to be attained. The A standard method of racking costs and total operating cost is 
et steps in the calculation follow: pipe. Some firms make a mis- 139.000 and this added to $1,- 
4 take by placing it in a stand- z 
~d Determine the fixed charges for jing position from whence it 218,000 for cost of sales gives us 
at a year—that is, executive salaries. falls and becomes a _ nusiance. a total of $1,350,000. Dividing 
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Showing the advantages of using a scale model in planning 
a floor layout, storage space, etc. With the aid of templets 
the entire layout can be planned and visualized with ease. 
Contemplated changes can be made first on the model where 
they can be checked for their effect on hauling distance. 


$1,350,000 by net sales of $1,500,- 
000, we get a quotient of .90, which 
subtracted from 1.00, leaves a re- 
mainder of .10. The required 
profit of $80,000 and the fixed 
charges of $120,000 make a total 
of $200,000. This sum divided 
by .10 gives us the figure $2,000,- 
000, which is the net sales neces- 
sary if a profit of $80,000 is to be 
realized. 

The calculation can be made 
rapidly by using a chart such as 
the one accompanying this article. 
The chart is known as a pivot or 
cross-over chart. It functions in 
principle like a slide rule except 
that the chart is manipulated by 
laying a straight edge or ruler 
across a series of logarithmic 
scales instead of sliding the scales 
to change their position in relation 
to one another. : 


An Example 


In example “A” shown on the 
chart, the sum of the fixed charges 
and required profit was $200,000, 
while the ratio of variable costs to 
total net sales was .90 per cent. A 
ruler laid on the $200,000 mark 
on scale No. 1 and at .90 on scale 
No. 2, intersects the third scale, 
representing required sales volume 
at $2,000,000. In example “B” the 
sum of profit and fixed charges is 
$16,000 and the ratio of variable 


Bes 


costs to total sales is 96 per cent. 
A ruler laid across these respec- 
tive points intersects scale No. 3 
for required sales at $400,000. 

The chart can be used to find 
any one of the three factors when 
the other two are known. To find 
the combined profit and fixed 
charges when variable expenses 
and volume are known, the chart 
is worked backwards. That is, the 
ruler is placed at a point on scale 
No. 3 representing the known 
volume and at a point on scale 
No. 2 representing the percentage 
of sales taken up by variable costs. 
A straight line threygh these two 
points intersects scale No. 1 at the 
resulting profit and fixed charges 
point. Or, to find the percentage 
of the sales dollar that can be de- 
voted to variable expenses when 
profit, fixed charges and volume 
of sales are known, the ruler is 
set at the known points on scales 
No. 1 and No. 3, and will intersect 
scale No. 2 at the permissable per- 
centage for variable expenses. 

If sales volume cannot be in- 
creased enough to produce the de- 
sired earnings, the wholesaler has 
two alternatives: Either he must, 
through selective selling, increase 
the gross profit per dollar of sales, 
or he must attack operating costs 
to bring about substantial reduc- 
tions. ¢ ga 

Selective selling may means thé 





addition of new lines carrying a 
higher profit margin, or it may 
mean greater effort to push the 
high margin items in the present 
line. The wholesaler is not entire- 
ly free, of course, in his choice of 
the goods to be carried, for a well- 
rounded line is needed for the con- 
venience of customers. Neverthe- 
less he can concentrate on the 
more profitable items, and the 
most practical means for doing 
this is to make it worth while for 
salesmen to push the high margin 
goods. 


Compensation Changes 


One operator who showed a 
somewhat sudden increase in his 
mark-up explained that it was 
simply the result of a change in 
the plan for salesmens’ compen- 
sation. Previously they had 
worked on a straight commission 
based on a percentage of sales. 
Under the new plan they receive a 
percentage of the gross profits that 
accumulate against their sales. The 
price lists are coded in order that 
the salesmen may know which 
items have the largest gross. 

That selective selling can and 
does affect the gross profit picture 
is manifest in the fact that the 
average mark-up in several cases 
studied varied from 21.35 per cent 
to 27.4 per cent. And what some 
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Efficient method of stacking 
with a small power lift truck. 
It will take a number of men 
to raise the material to a 
similar height by man power. 
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number of handlings and deliver- 
ies by the wholesaler for each dol- 
lar of sales. Accounting costs are 
increased too. 

Warehousing costs are governed 
largely by the nature and com- 
pleteness of facilities, although 
methods and procedures are im- 
portant factors also. Old build- 


























Illustrating the use 
of the twin-screw con- 
veyor and man power 
doing the same work. 





operators could do with an addi- 
tional 6 per cent! However, the 
operator with the highest average 
mark-up isn’t always the one with 
the highest net profit. In fact, 
there are times when the reverse 
seems to be true. Consider the 
following comparative figures 
taken from actual cases: 


A B C D E 


Per cent mark-up 23.75 27.4 25.0 26.9 21.35 


Per cent operat- 
ing profit .... 9.6 4 617 1.67 1.17 


Company A, with a mark-up of 
23.75 per cent, had an operating 
profit of 9.6 per cent, while com- 
pany B whose mark-up was 27.4 
per cent had an operating profit of 
only .4 per cent of net sales. Of 
course the handling cost is often 
higher for items with a wider 
gross, but it is also quite likely 
that the greater margin encour- 
ages loose operating methods and 
higher costs. 


Cost Reduction 


If the possibilities in sales ex- 
pansion and selective selling have 
been exhausted, any further ad- 
justment must come from reduc- 
tion of costs. Despite the fact that 
cost reduction normally receives 
a great deal of attention from 
management, there seems always 
to be room for further improve- 
ment. One reason is, of course, 
that improvements in methods and 
new mechanical devices are being 
developed constantly. Few man- 
agements can keep abreast of them. 

In a wholesale hardware organi- 
zation the principle avenues for 
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operating economies are in the 
sales, warehousing and delivery 
departments. 

The sales department’s cost 
problems are similar to those of 
sales departments generally. They 
cover such points as the number 
of calls in relation to mileage, con- 
servation of time and money by 
correct routing, control of sub- 
sistence allowances and analysis of 
entertainment expenditures to in- 
sure that the money is being spent 
in the right places and in amounts 
proportionate to the results ob- 
tained. Although these items are 
exceedingly important, they are 
passed over lightly here in order 
to devote a little more space to 
warehousing and delivery costs— 
problems typical of the wholesale 
hardware trade. 

A premium has been placed on 
warehouse and delivery efficiency 
in recent years as a result of cus- 
tomers’ changed buying habits. 
Hand-to-mouth buying has been 
encouraged by unsettled market 
conditions and the ever-increasing 
number of items to be carried. 
This means a greatly increased 








A typical case where men, han- 
dling the stock, have to contend 
with a broken floor and a fair- 
ly steep incline to the door. 


ings with poor interior arrange- 
ments usually mean congestion, 
confusion and disorder, so that 
high costs are inevitable. For ex- 
ample, instances have been noted 
where merchandise is received and 
shipped from the same platform 
and through the same doors, cre- 
ating confusion and interference. 
Other * examples include goods 
hauled up and down in the same 
elevator; unloaders, stock handlers 
and order pickers try to get in and 
out of blind aisles at the same 
time; orders are assembled in 
trucks and left to block passages: 
floors are bad, ramps too steep and 
the wheels on trucks are too small; 
heaviest items are stored farthest 
from the assembling point. 


Power Inexpensive 


Mechanical and electrical power 
are comparatively cheap, yet they 
are often neglected. Even nature’s 
great gift of gravity is ignored. 
This is a day and age when indus- 
try offers much in the way of pow- 
er lift trucks, portable and fixed 

(Continued on page 68) 
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Winter Sports 


Add to 
Sporting Goods’ 
Profits 


Skiing, skating, basket ball and 
a host of other cold weather 
activities are “naturals” for 
increasing hardware store sales 


RACTICALLY every 


person in the United States is 
sport-conscious. Almost everyone 
has a favorite sport in which he 
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either actively participates or in 
which he is interested from the 
spectator standpoint. Time was 
when winter meant the cessation 





Some of those who patronized the Warner 
Hardware Company ski train last January. 






of outdoor sports, but today the 
advent of cold weather merely 
means the beginning of a new 
cycle of athletic activities. And 
each season of sport means, or 
should mean, profits for the hard- 
ware dealer. 

Years ago when a man or 
woman reached the age of 40 they 
automatically retired from ath- 
letics but today the situation is 
vastly different. For example, 
when one of the eye-filling skat- 
ing pageants was held in Madison 
Square Garden in New York City 
a year or so ago the opening 
parade was led by the 84-year old 
Oscar Richard, a former Olympic 
champion hurdler and, at that 
time, a figure skater of more than 
local reputation. Today the appeal 
of sports reaches all ages and both 
sexes. The market is far reaching 
and the only difficulty is that cer- 
tain forms of sports have to be 
introduced properly into certain 
sections. 

Sales volume can be decidedly 
increased by actively promoting 
sporting goods for which there is 
an acceptance in the community. 
An adequate stock, good display, 
attractive and interesting window 
displays and timely advertising 
will serve to acquaint people with 
the lines you carry and will let 
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them know where they may obtain 
the merchandise they seek. 

The football season is, to all 
intents and purposes, over but 
occasional footballs will be sold to 
youngsters throughout the winter. 
Basketball, however, is the great 
winter indoor sport and it is 
estimated that more people wit- 
ness basketball games than any 
other team game in the United 
States. Every school and high 
school has a basketball team and 
there is equipment to be sold- 
basketballs, uniforms, shoes, etc. 

Table tennis and badminton are 
both popular throughout the win- 
ter months and if you have a hand 
in increasing their popularity in 
your section you will be the one 
who will profit. 


Bowling Equipment 


Bowling is one of the best-liked 
winter sports and you can make 
your store local headquarters for 
the sale of bowling balls, bags and 
shoes. One thing about this sport 
is that practically every hall is a 
special order. The dealer only 
needs to carry the special fitting 
ball and the instructions as to how 
to measure them to the individual 
grip in order to render a complete 
service which should mean real 
profits. There is no stock and total 
profits for a season will frequently 
equal that of a major appliance. 

One way of attracting attention 
to this department would be to 
have a noted bowler make a per- 
sonal appearance in the store. The 
services of these celebrities can 
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SKATES 
IN BOXES #4 


Here’s a suggested skate department with a bench for fitting. 
This type of fixture is easily made and should be table height. 
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Very little stock is carried in 
the bowling department but this 
fixture will attract customers. 


A fixture for holding 
skis and poles is easy 
(os to make and should be 
light in color. It should 
be located along the 
sidewall or along the 
background of the show 
window. 





often be secured for nominal cost 
when they are giving exhibitions 
in local bowling alleys. Don't 
overlook the importance of obtain- 
ing good local talent, however, in 
connection with any sport. 

One of the most remarkable 
phenomenons of modern sport 
has been the tremendous growth 
of skiing in all sections of the 
country where there is snow. There 
are many articles needed by the 
person who is a devotee of this 
sport. Skis, ski poles, waxes, shoes, 
clothing and a variety of items 
have a decided place. The time 
to start is mid-November but 
there is+still time in which to get 
results in the hardware store. 


Have a Ski Shop 


Set up a ski shdép in order to 
attract attention to skiing mer- 
chandise. The skis should be dis- 
played against a background and 
a fairly light-colored one is best. 
This type of display can best be 
arranged along the sidewall of the 
store or along the background of 
the show window. 

One of the firms that has been 
a leader in promoting this sport 
has been the Warner Hardware 
Company of Minneapolis, Minn. 
Last January this firm sponsored 
a ski train to Knapp, Wis., a dis- 
tance of 70 miles from Minne- 
apolis. Over $600 was collected 
in fares for this one-day trip. An 
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Local talent could be used 





table tennis in the store. 


entire baggage car was fitted out 
as “Warner’s Traveling Ski Hut” 
and a complete line of equipment 
was carried. Four salesmen were 
in attendance and 80 sales were 
made during the day. In addition 
to the sales a tremendous amount 
of good will was derived. This 
what a_ properly-planned 
promotion can do. 

Ice skating has come into tre- 
mendous popularity during the 
past decade. racing 
skates, hockey skates and figure 
skates are all sold and there is an 
ever-increasing demand for the 
latter. Figure skating has come 
to the fore with a rush during the 
last few years, due, no doubt, to 
the increasing popularity of Sonja 
Henie’s traveling troupe, the Ice 
Follies and similar organizations. 


shows 


Speed or 


A Skate Department 


An ideal way of showing and 
selling skates is to establish a small 
department with a bench for fit- 
ting and with the stock located in 
shelving around it. Display the 
different types of skates on the 
top of the shelving. A temporary 
fixture can be constructed for this 
at low cost from plywood, lino- 
leum and varnish stain. This fix- 
ture should be designed so as to 
occupy the space of one of the 
regular tables or platform batteries 
in the store. 

Particular attention should be 
given to fitting skating shoes. They 
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to put on an exhibition of | 





should fit snugly and there should 
be no room for the foot to wriggle 
about inside. Poorly fitted shoes 
can completely spoil any skater. 
Stunts, contests and exhibitions 
promoted by the store will serve 
to stimulate interest in sports of 
all types and will also serve to 


identify the store as headquarters 
for the needed equipment. One- 
day events of this type are usually 
best. Most merchants can prepare 
the announcements for the news- 
papers and can publicize the event 
in their windows together with a 
display of the merchandise in 
question. 

Local talent could be used to 
put on a demonstration of table 
tennis in the store at intervals 
during an afternoon or evening. 
The services of an outstanding 
local skier might be obtained to 
discuss the fundamentals of skiing 
in connection with a motion pic- 
ture of the sport. Films of this 
type are available through a num- 
ber of sporting goods distributors 
or manufacturers. 

Make use of pictures of local 
sporting celebrities or teams in 
your windows whenever possible. 
A community is always interested 
in its leading athletic figures and 
publicizing well-known persons 
in a community always builds up a 
friendly interest in the store that 
does the publicizing. 





“KNOW YOUR DUCKS” 





This unusual “Know Your Ducks” window display, showing one of the 
finest collections of native male and female ducks, was recently featured 
at Babcock, Hinds & Underwood, Sport Shop, Binghamton, N. Y. The 
trim was a treat to sportsmen, inasmuch as it gave them an opportunity 
to view at close range the game they so often wished to bag. Merchan- 
dise items were also included in the display. Displays of this type pro- 
mote good will between dealer and sportsman and identify the store 
as headquarters for hunting equipment. Jos. B. Kozak, display manager, 


installed the display. 
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Six Stock Cards Keep Track 
of 264 Items 


Home-made device helps Guttman 
Hardware Co., Perth Amboy, N.J., 


obtain three paint turnovers. 


eis home- 
made stock cards enable the Gutt- 
man Hardware Co. to increase 
stock turn to more than three 
times a year and at the same time 
maintain a better balanced stock 
on the major items of their paint 
line. This company is located in 
Perth Amboy, N. J., an industrial 
city of more than 40,000 popu- 
lation. 

A set of six cards containing 
more than 264 items cover the 
main lines of paint. They provide 
for stock of gallons, half-gallons, 
quarts, and pint size cans of each 
type. Cards for each line ‘are kept 
on the stock shelves with the paint. 

In using these cards, cans of 
paint added to the stock are shown 
by a circle “O.” This information 
is transferred from the manufac- 
turer’s invoice to the stock form. 
When a can of paint is sold, a 
line is drawn through the circle 
“QO” by the salesperson as the sale 
is made. The uncrossed circles 
represent cans of paint in stock. 

“We can tell how many cans of 
paint of various sizes in each color 
we have in stock by looking at the 
card,” says Milton J. Guttman, 
owner. “This aids us in buying 
the right quantity of each color 
and type of paint. 

“This simple record helps us 
check on the popularity of vari- 
ous colors each year. A color 
much in demand last year may not 
sell at all during the current sea- 
son. Buying from the record en- 
ables us to detect changes in de- 
mand at once, thus preventing 
overstocks.” 

Paint orders are placed about 
every two weeks. Quantities are 
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i rd lasts for an entire year. 
po bated tl 7. can is sold a line 1s drawn through the 


determined from the stock cards 
and sizable orders are placed in a 
very short time. The cards are 
made up on six-ply white card- 





“OQ” represents 
“OQ”. 


board, and ruled in pencil. They 
are 8 in. wide and 13 in. long. One 
set of cards usually lasts the entire 
year. 
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Counter Card for Justrite Lamps 
-ounter card on Justrite sportsman's 


offered by the Justrite Mfg. Co., 2061 


lamp is 
No. Southport Ave., Chicago, .. 
board and printed in three colo 
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Evinrude Motor Poster 
Window poster with an “ex 
a punch” is ,suggested by 
Evinrude —— Div. of Out- 
I 1, Mari & Mfg. Co., Mil 
vaukes Wis ior use during 
he fall season 


It is 17 wide and 22 i 
high and in green and 
brown. These are available 
to dealers at no cos} 
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MORE EVEN-BU 
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orange and black counter display i 
8 in. by 11 in. in size, is offered by The 
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“*MAGIC FINGER 
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Demonstration Display—This all-metal 
demonstration and display stand of the 
Hamilton Beach Co., Racine, Wis., holds 
the No. 26 cylinder type cleaner with a 
complete set of cleaning tools and rug 
urd i for demonstration purposes. Requires 22 
+ The = in. by 26 in. floor space. Complete as- 
; sortment of demonstrating material fur- 
nished with the stand. Price $3.50 net, 
shipping charges prepaid 
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Hand Saw Poster—This colorful poster fea- 
turing electric hand saws is offered by Fred 
W. Wappat, 7325 Penn Ave., Pittsburgh, Pa 
The colors are red, blue and white and the 
size is 14 in. by 22 in. It is sent free on 
request. 
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Rogers “Picture Package” 
Display— This display card 
showing the product package 
may be had by dealers with 
a merchandise assortment from 
the Rogers Isinglass & Glue 
Co., Gloucester, Mass 
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GO TO 
MASSEY’S 
HARDWARE STORE. 
FOR 


Butchering Needs 


ENTERPRISE GRINDERS 
and 
LARD PRESSES 


Remington Butcher Knives 
Knife Stones and Steels 
Hog Scrapers 10c each 
25 and 50 1b. Lard Cans 
Scrapple Pans 


Massey’s Hardware Store 


146 So. Gov. Avenue 


Phone 396 DOVER, DEL. 


And here’s the way the firm 
tells its story in the papers. 
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\ \ ALTER T. MAS- 


SEY’S hardware store at Dover, 
Del., serves a farm community 
within a trading area of 25 to 30 
miles. Dover has a population of 
about 5,000. While this store has 
been a source of supply for home 
butchering equipment for many 
years, last year was the first time 
it was promoted as a complete de- 
partment. It was a new merchan- 
dising idea that took hold upon the 
farmer-customer and returned two 
stock turns. The same program 
will be followed again this year. 
As a department, the dollar in- 
vestment is comparatively small. 
Mr. Massey’s stock will vary from 
$150 inventory during the year to 
$250 inventory during the most 
active home butchering season. 
Only a small part of this inventory 
is for strictly seasonable merchan- 
dise that cannot be sold the year 
’round or for merchandise that is 


This window display 
in the Massey store 
is a sure-fire way of 
merchandising a de- 
partment of this kind. 
Everything the farmer 
uses is shown so as to 
invite inspection and 
the accessories encour- 
age replacement sales. 





‘Two Stock Turns in the 


not already on his store’s shelves. 
Any hardware merchant can 
prove this to himself by a com- 
parison of those items in his stock 
with those which constitute a well- 
rounded home-butchering depart- 
ment: choppers, stuffing attach- 
ments, sausage stuffer - lard - fruit 
presses, knives, cleavers, kettles, 
gambrels, meat hooks, meat saws 
and meat pumps, thermometers, 
hog scrapers, sharpening steels, 
wire brushes, lard pails, curing 
salt, seasoning and casings. 


Sales Promotion 


The important job, the big job, 
is in the sales promotion and the 
timing of the sales program, for 
weather is a factor. Home butch- 
ering among farmers begins when 
the weather turns cold and, as a 
season, may last from the latter 
part of November until March. 
Hence, Mr. Massey plans a sales 
campaign that will hit a double 
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-sales punch-in advance of the sea- 


son to get farmers thinking about 
future home butchering purchases 
and again at the season’s height. 
This, for the Massey store, is 
about the first two weeks of Janu- 
ary. 


An Early Start 


Before Christmas merchandis- 
ing gets into its stride, Mr. Massey 
begins to organize his program. 
Home butchering supplies come 
off the shelves. New equipment is 
ordered and depleted stocks are 
replenished. Where an item is 
made in varying sizes, Mr. Massey 
buys two or three sizes in order to 
be able to fill all the requirements 
of his customers. Repair parts and 


new accessories are also on hand 
in sufficient quantity, for they are 
responsible for about 25 per cent 
of the store’s total home butcher- 
ing volume. 

Then an entire window is de- 
voted to a neat and _ attractive 
arrangement of all supplies neces- 
sary to home butchering, from 
abrasive sharpening stones to sau- 
sage stuffer - lard - fruit presses, 
choppers and scrapple pans. The 
latter are shallow tin pans used by 
the Amish, Dunkerds, Mennonites 
and other sects for making scrap- 
ple, a food peculiar largely to that 
section of the country. 

Although this window, replete 
with its free manufacturer’s dis- 
plays, is slightly in advance of the 
home butchering season, Mr. Mas- 





sey counts on making a strong 
first impression so that his store 
will be remembered as home 
butchering equipment headquar- 
ters when that activity hits its 
stride among the farmers. Another 
display is repeated in January, 
when butchering is at its peak, and 
throughout the entire home butch- 
ering season all supplies that make 
up the department are in promi- 
nent evidence in the store. It is 
this accent on display that makes 
sales. 


Advertising 


Newspaper advertisements are 
used as additional reminders that 
the Massey store is ready to serve 
the farmer. The advertisement 
reproduced with this article was 


ome Butchering Department 








The F. Bond Boarman 
store, Bel Air, Md., at- 
tracts home butchering 
customers with a dis- 
play that seeks to in- 
trigue the farmer’s 
wife with its arrange- 
ment of curing and 
seasoning compounds, 
crocks, jars, skillets 
and cutlery. 
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are what Walter T. Massey, 


department of his store 


Dover, Del., gets because he 
merchandises home butcher- 
ing supplies in a regular 





. 







































In 1938 a total 
of 13,500,000 hogs 
were slaughtered 
on U. S. farms 
for farm con- 
sumption—a size- 
able market worth 
intensive  hard- 
ware store pro- 
motion during 
the extent of the 
home butchering 
season. 


‘ 


run when the first window display 
was put in and will be repeated, 
with changes, later in the season. 
These advertisements, in a man- 
ner of speaking, take the Massey 
home butchering department and 
services to the customer's farm. 


Gets the Business 


Thus, Mr. Massey, by promot- 
ing this equipment as an attention- 
compelling department with al- 
most the entire emphasis on dis- 





play, has been able to enjoy a 
virtual monopoly of the home 
butchering supplies’ business in his 
community. About the only home 
butchering business that goes else- 
where is in curing and seasoning 
compounds, both of which are 
items that he plans to stock in the 
future. Since chains offer little 
competition, home butchering de- 
partments should be a profitable 
merchandising opportunity for 
other dealers who follow Mr. 
Massey’s lead. 


Birth Control of Small Enterprises 


NE of the pronouncements of 

the New Deal armchair philos- 
ophers is that business concerns and 
industrial corporations have become 
too large. These gentlemen think 
that there should be more small con- 
cerns than there are and that the 
way to make them is the way that 
they do on the prison rock pile. 
Make little ones out of big ones. 

The trouble with that philosophy 
is that when you get through break- 
ing up the rock pile, you haven’t any 
more total poundage of rock than 
you had at the start. In fact, consid- 
erably less, because of the waste and 
loss that is an unavoidable part of 
any disruptive process. 

We agree with the thought that it 
would be a good thing if we had 
more little businesses springing up 
in this country, just as we had be- 
fore the New Deal instituted its pro- 
gram of industrial and_ business 
birth control. But until the birth 
control is abolished, we are not go 
ing to get this increasing proportion 
of new enterprises that is the hope 
of our future, just as the little trees 
of today are the hope of tomorrow’s 
forests. 

The chief reason why present-day 
corporations are getting larger and 
larger and new small enterprises 
fewer and fewer is that men with 
new ideas now find it easier to sell 
them to strongly financed corpora- 
tions than to find individual finan- 
cial backers who will start them in 
business. This fact was strongly 
brought home to me a few weeks 
ago by the experiences related by 
two men. 

One of them was a research engi- 
neer of ability who had devised and 
developed a product of outstanding 
promise. The other was an able 
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merchandising expert who had de- 
veloped an ingenious plan for its 
sale. 

These two men wanted to go into 
business for themselves. They had 
the process, the product and the 
plan which would undoubtedly have 
resulted in a new and_ successful 
small enterprise, if they could ‘have 
found the capital. But that is 
where the New Deal birth control 
stepped in. 

Ten years or more ago, these men 
would have found a‘dozen people 
with money who would have been 
willing to underwrite their proposed 
company. Today, thanks to the con- 
traceptives manufactured in Wash- 
ington in the form of confiscatory 
taxation, obstacles to registration. 
discriminatory labor legislation, and 


threatened laws to penalize efficiency, 


these men could not find any indi- 
vidual to take the risk. 

So they did what they were driven 
into doing by the people who pro- 
fess to want to foster small enter- 
prises and new enterprises, but who 
actually are forcibly feeding and 
fattening the large companies. They 
sold out to an existing corporation 
and became minor executive em- 
ployees of it. 

We will not encourage new enter 
prise in this country until we run 
out of Washington the gang of 
quack doctors whose own mass pro- 
duction of monstrosities has de- 
stroyed the fertility of private en 
terprise. 

J. H. Van DeveNTER, 
Editor, The Iron Age. 





APPLIANCE GIFT SUGGESTIONS 





These major appliances, all wrapped up in Christmas attire, face the 
entrance into the home appliance department in A. E. Ewing Co., Olean, 
N. Y. Practical gift suggestions of this type interest customers and 
many sales in this line are made as a result of this promotion. 
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THIS REMINGTON IS 
UNIQUE 


among single shot .22’s 


The Remington Model 
510 Targetmaster bolt 
action single shot rifle 
offers the biggest value 
ever built into a gun 
in its price class. It 
has features never be- 
fore offered in a gun 
selling at such a low 
price. 

The self-cocking bolt 
has double cams, double 
locking lugs, double 
extractors. An _ exclu- 
sive new sear insures 
crisp trigger pull. A 
new loading platform 

makes loading easy 

and gives straight 

line cartridge feed, 

eliminating shaved 
bullets. Separate 
ejector gives posi- 
tive ejection of 
empty cartridges. 

Exceptional safety 

features include an 

automatic thumb 
safety with a red 
dot indicator that 
shows when it’s 
on, plus a firing 
pin safety indi- 
cator that shows 
red when cocked. 

The barrel is 
amazingly accurate — the 
stock of genuine American 
walnut. Only high grade 
materials and fine workman- 
ship have gone into this gun 
Display it and see how it 
sells! 
























(Advertssement) 
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May we express, 


There’s an old saying at Christmas 


. It goes something like this: “It’s bet- 
ter to give than to receive.” 
our special Christmas advertisements we 
have said: “You give the great outdoors, 
when you give a gun.” 
could anyone give? 


In many of 


What finer gift 


We have made guns for 124 years and | 
have constantly been in touch with what | 
the sportsman wants and needs. 
perience, plus our tradition of fine crafts- 
manship and continual research, has pro- 
duced a line of guns which make superb 
gifts. Remington guns are gifts which 
anyone can be as proud to give at Christ- 
mas as we are to make them, and as you 
are to sell them. 


This ex- 


We’re as glad to see a good sales record 
as anyone, but we take an added pleasure 
in the thought that Remington guns will 
make this Christmas a merrier one for 
many thousands of sportsmen. 


too, our sincere thanks 
to you for your year-round cooperation, 
and our best wishes for a MERRY 
CHRISTMAS and a PROSPEROUS NEW 


A Remington Dealer Letter with a timely message 
for you will appear on this page—in each issue. 

















*“Targetmaster,’’ 


DECEMBER 12, 1940 


GUESS I'LL KEEP 
THIS REMINGTON 
FOR MYSELF! 





“‘Kleanbore,’’ 





“Blue Rock’’ 2 


OPEN SEASON 
for hand traps, targets 


The Remington Automatic 
Hand Trap and Blue Rock 
targets are always in sea- 
son! Ideal for shooting prac- 
tice, for instructing begin- 
ners, and just for fun. Light, 
compact, easy to carry, the 
Hand Trap will throw a tar- 
get 65 yards with little effort. 
It makes a perfect all-season 
sport. There’s no finer way 
to get the “feel” of a new 
gun. Show one to your next 
gun customer. As a Christ- 
mas gift for shooters, it’s 
ideal. Put one on display for 
the last minute Christmas 
trade. 


“Blue Rock” clay targets, 
of course, are standard for 
all kinds of trap and skeet 
shooting. 


» Reg. U. 8. Pat. Off. by Remington Arms Co., 
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LOOK THROUGH 
THE BARREL 





AND YOU'LL 
UNDERSTAND WHY SHOOTERS 
WANT KLEANBORE* .22’s 


If you want convincing proot 
of the way Kleanbore prim- 
ing protects rifle barrels 
against rust and corrosion, 
take a look through the bar- 
rel of any gun in which 
Kleanbore ammunition is 
used exclusively! 


Over a half a million shots 
have been fired through a 
single Remington Model .22 
autoloader. The rifle has 
never been cleaned—yet the 
bore is still bright and clean, 
with no sign of rust or corro- 
sion. 


Not only does Kleanbore 
priming protect the barrel 

. it also ends forever the 
tiresome chore of barrel 
cleaning. With a record ot 
performance such as this, it’s 
no wonder shooters show 
such a preference for am- 
munition with Kleanbore 
priming, the original non- 
corrosive priming. 


Oe Gee Gee Gee Gee Gee Gee Gee Gs 


QUIZ 


Can you identify this 
famous sportsman? 


> Many outstanding Ame ri- 
can statesmen, both of the 
past and present, were en- 
thusiastic hunters. One of 
the most famous was born 
in New Jersey in 1837. 

Later moved to New York, 
where he became mayor cf 
Buffalo, and later governor 
of the state. In 1884 he 
was elected President of the 
U. S. While President he 
sent each of his cabinet 
ministers some water fowl 
which he shot on a southern 
hunting trip. 


Wrote two books -- one 
called “Presidential Prob- 
lems,”” the other “Fishing 


and Hunting Sketches.” He 
was the 22nd and 24th presi- 
dent of the U. S. What is 
his name? (Answer i 
next issue of Dealer Let- 
ter.) 
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When Charles J. Fancher, vice- 
president in charge of manutfactur- 
ing for Landon P. Smith, Inc., irving- 


ton, N J., goes vacationing, he goes 
after and lands plenty of good-sized 
fish. Here he is with a big fighter 


he landed near Grand Isle, N. H. 
Of the other photo, George L. Lee, 
president of the company, states, 
It seems that this fish bumped the 
boat in which Mr. C. J. was fishing 
and bumped it so hard that his 
glasses jell into the lake... He then 
proceeded to fish for the glasses 
The second picture shows the fish 
just the way it was caught, wearing 
Mr. Fancher's glasses We have 50 
eye witnesses to this feat.” 
























Collecting cream pitchers is the unusual hobby of Paul H 
Rompage, Kompage Hardware Co., Hollywood Blvd., Los Angeles, 
Cal.,and Mrs. Rompage. The Rompage collection, now numbering 
307 pitchers of varied styles, sizes, ages and materials, was started 
by Mrs. Rompage’s mother about 20 yeors ago. At the time of her 
passing, Mrs. Rompage’s mother had collected 396 pitchers. Several 
years ago the collection was taken out of storage and divided 
Mr. and Mrs. Rompage have added a number of items to their 
share of the original collection. Included in the collection are a 
few Toby jugs and beverage pitchers, although most of the collec- 
tion is made up of cream pitchers. One item is more than 140 
years old and there are a number at least 100 years of age. 
There's a pitcher from Bethlehem (the only one friends found for 
sale in that town) and one from Bombay, as well as others from 
other equally interesting faraway places. In adding to the collec- 
tion, the Rompages are trying to have as many localities repre- 
sented as possible. A memory shelf is planned where pitchers of 
friends will be placed. Each item in the collection is tagged to 
indicate its date and source. The collection is so large it has more 
than filled a large cabinet, so that mony of the pitchers are on 
high shelves in the den at the Rompage home 


HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 


ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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GIBSON Ahead Again! 


—- WITH MORE DOLLARS FOR DEALERS 
—-AND THAT’S WHERE IT COUNTS! 





R i] 4), ; , f. The year 1940 showed a big increase in the number of 

* refrigerators sold by the entire industry — 81.6% up over 
1989 — BUT the increase in dollars taken in (by dealer sales to consumers) was only up 
7.7%* over 1939. Compare this with Gibson’s 1940 record — sales in units up 41.7% AND 
AN INCREASE IN DOLLARS OF 43.8%. This simply means that when you make more 
sales with Gibson you get paid for making them. Why work one-third harder for only one- 
twelfth more dollars? Four consecutive years of ahead-of-the-industry sales performance 
prove Gibson the BEST volume-and-profit line available. Why swap dollars? Better take 


on Gibson! 
Where “SELLING UP FOR PROFIT” 
Jin't “JUST CONVERSATION” 


Gibson set up a policy of low advertised price plus an easy selling-up plan back 
in 1938. Two and one-half years of experience in this kind of merchan- 
dising make the Freez’r Shelf Line the one that gets profitable results for the 
dealer. Whether you have another line on your floor or not, better take on 
Gibson! Why lose sales to competition that all looks alike with the name 
plate off? Open the Gibson door — show the different Freez’r Shelf — pre- 
vent walk-outs — sell the shopper; don’t just show her! 








Where SHORT LINE Advantages 
Really Count. . COMPARE! 


Four brand-new Range models are “the works”! No l-o-n-g 
electric range line to tie up your capital and crowd your sales 
floor. Gibson’s four new 1941 models meet 98% of the needs 
you'll encounter — all four are new, different, and designed to 
sell and stay sold. Exclusive new selling features—a low- 
priced advertised leader —a sure-fire selling-up plan — every 
model guaranteed to show the prospect more value per dollar! 
Don’t take on a range line until you’ve seen Gibson! 


‘Source: RETAMING WEEKLY, Oc/, 7, 1940 


GIBSON ELECTRIC REFRIGERATOR CORPORATION 


GREENVILLE, MICHIGAN Export Office: 201 N. Wells St., Chicago, U.S.A. @ Cuble Address: Gibselco, Bentley Codec 


Makers 0f Froog's Shelf Refprigerators and Koohall Electric Ranges 


SEND YOUR INQUIRY TO GIBSON—IT WILL PROMPTLY BE FORWARDED TO YOUR GIBSON DISTRIBUTOR 
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One of your BEST REPEAT ITEMS is 
now made a BETTER one! 


° < * 
* _ 
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glass w'< you oF 


Wicking is one of the more profitable items on 
which you can depend for store traffic and 
steady, repeat business. Better to serve those 
good, steady customers, Raybestos-Manhattan 
has developed a woven glass wicking having 
SEVEN DEFINITE ADVANTAGES which will 
help you to increase business and customer 
satisfaction. 


WOVEN GLASS wicking is packaged in attrac- 
tive blue and silver boxes, six feet per box, as 
above illustrated; also 100-foot rolls in dis- 


penser cartons. 


-  . eae oe et SALES meVvisiO N 2 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA. NORTH CHARLESTON, S. C. 
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Give Your Customers 
the Urge to Buy Now! 


HARDWARE 
AGE 
Original 
Window 
Display 
IDEAS 


Dairy BARN 
UIPMENT 


Mf 





Dairy Supply Window 


Merchandise: Cow stalls, stanchions, water bowls, barn shovels and scrapers; 
milk pails open, strainer, and hooded types; strainers, milk cans, cream cans, milk 
stools, strainer or filter disc, bottle caps, milk bottles, cleaners and disinfectants, 
bottle brushes, dairy scales, dairy thermometers, teat dialators, galv. barn pails. 


Background: Buff corrugated board or wallboard center panel. Cutout letters in 
dark blue. Side panels of dark blue material with white cutout letters. Small shelves 
are attached to these nanels. 





fo. the customer 


an incentive to buy in January. 
This usually means price conces- 
sions or the purchase of goods for 
promotion purposes which are not 
regularly stocked. Offer customers 
a saving on some item and they 
will usually purchase other items 
which may also seem low in price. 


January Sales 


For those stores who do not 
take inventory until the end of 
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January, a sale during this month 
is a splendid means of converting 
some types of merchandise into 
cash. Price should be played up 
strongly. Nine-cent sales promote 
lively business during a_ rather 
dull month. For best results mer- 
chants should cooperate closely 
with their sources of supply on 
merchandise and advertising mate- 
rial and in careful planning of the 


feature, items. 


Dairy Barn Equipment 

Farmers do considerable repair 
work about their places during the 
winter months, and this is a good 
time to show them new equipment. 
Set up a sample cow stall complete 
with stanchion, water bowl and 
other essential equipment. If you 
have room show diflerent types of 
stanchions and barn accessories. 
This display will remind custom- 
ers that you carry merchandise of 
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GET READY FOR 
HOME 
BUTCHERING 


Home Butchering Tool Window 


Merchandise: Food choppers, meat grinders, lard presses, stuffing attachments, 
butcher knives, boning knives, sticking knives, skinning knives, cleavers, steels, 
sharpening stones, hog scrapers, meat hooks, saws, lard cans and pails, wire brushes, 
meat pumps, axes, meat curing and seasoning supplies, sledges, blocks and tackle. 


Background: Buff corrugated board or wallboard in center and side panels. Center 
panel cut-out letters in dark brown. Circles on side panels in dark brown with red 


cut-out letters. 





this type and give them an oppor- 
tunity to actually examine the 
goods. Showcards should give 
complete price information about 
the merchandise. Set up this dis- 
play at the same time that you in- 
stall the window display. 


Home Butchering Time 


Start well in advance of the sea- 
son to show meat grinders, lard 
presses and stuffers, and meat cur- 
ing supplies for use in home butch- 
ering. 
minds that a complete stock is 


Impress upon customers” 


ready and waiting at your store. 
The weather being an important 


factor in butchering, demands for 


this merchandise may come all at 
once so it is well to have told your 
story so your store will come first 
to the individual’s mind. Sug- 
gested window displays for each 
of these windows are shown on 
these pages. 
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Background Materials 
Corrugated board and _ wall- 
board materials are suggested for 


the backgrounds appearing in this 








AMERICAN 
RED CROSS 


section. When using the corru- 
gated board, the material in the 
desired color should be tacked to 
wooden frames. Center panel is 
3 ft. wide and 5 ft., 6 in. high. 
Side panels are 2 ft., 6 in. wide 
and 5 ft. high. These panels are 
supported by a bar across the top 
and bottom of the window. Any 
of the panels can be removed to 
allow entrance into the window. 
When wallboard material is used 
this should be tacked to the frames, 
covering both sides. Paint the 
panels with cold water paint in the 
desired color scheme. Color com- 
binations can be worked out by 
reversing panels or by repainting 
when necessary. This is an inex- 
pensive and simple way to secure 
the necessary temporary back- 
grounds for display windows. 
These three panels will provide 
background for a window 8 ft. 
long. For longer windows simply 
increase the size of the panels. 
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z CARBORUNDUM BRAND ABRASIVE PRODUCTS 











Show ’em! 









@ Put one or more attractive Carborundum 
displays on your counters and in your windows. 
You'll be surprised how many people will stop 
to look. Almost everybody is a prospect for 
some kind of Carborundum Brand Abrasive 
Product because almost everybody uses an 
edged tool of some kind, if only a pen knife. 


Tell ’em! 





@ When they stop to look, tell °em they ought 
to have a Carborundum Brand Silicon Carbide 
Stone or Sharpener to keep that edged tool or 
knife in perfect shape. Sharp tools mean 
easier and more satisfactory work... for car- 
penters, mechanics, farmers. gardeners, home- 
craftsmen — and housewives, too. 


Sell ’em! 





@ Put Carborundum Brand Products on dis- 
play. Tell people about them. And don’t forget 
to pair up your sales, suggest a stone or sharp- 
ener every time a customer buys an edged tool 
or knife. That’s the way to sell ’em and make 
worthwhile extra sales for yourself every day. 
Try this on your cash register now! 
CARBORUNDUM 
Fy 











THE CARBORUNDUM COMPANY, NIAGARA FALLS, N.Y. 


and Warehouses in New York, Chicago, Philadelphia. Detroit. 
Cincinnati, Grand Rapids 
by The Carborundum Company ) 


Sales Offices ! 
Cleveland. Boston, Pittsburgh, 


ates manufacture 





(Carborundum is a registered trade-mark of and indic 
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Look to these TAYLOR gifts for extra holiday profits 


“Look, Mary, this Auto Altimeter is a perfect gift 
for Bill. He’s always driving.” 


“I'm going to give Sue that window thermom- 
M eter and Dad the Fisherman’s Barometer. 
Why, Taylor has something for everyone 

in the family.” 














Below— No. 2280-F 
FISHERMAN’S BAROMETER 
-+-at retail $5.00.* Tells 
with uncanny accuracy “ 

when fish will bite. Right—No. 5304—OUuT- 

DOOR WINDOW THER- 

MOMETER...at retail 

$2.00.* No home 

should be without 

one. 


Rivht—No. 2068-C 
AUTO ALTIMETER 
+. at retail $5.00.* 
Here's a new inter- 
est for car owners, 


a? . 
— 
pf , Right—No. 2287 —PLEET- 
ow WOOD BAROGUIDE... 
ma 4 at retail $5.00.* Fore- 


- 


ae a casts weather 12 to 24 





“ 
* 
v 
4 e . 
9 — afew. hours ahead. 


Right —No. 5936 
ROAST MEAT THER. 
MOMETER ... at re- 
teil $1.50.* Helps 
cook roasts to the pro- 
verbial turn. 
Left—No. 5546 
ASHTON THERMO- 
GUIDE - HUMIDIGUIDE 
‘ +++ Qt retail $1.00.* 
Right — No. 5928 — BAKE- ‘ Indicates indoor tem- 
OVEN THERMOMETER - peratureand humidity. 
packed in recipe box... 
at retail $2.00.* Every 
housewife a prospect for 
this one 





Le ft— No. 2260-C —PAIR- 
MONT COMBINATION 
STORMOGUIDE, at retail 


$15.00." Attractive, . _ 
oh INSTRUMENTS 


TAYLOR erorencng COMPANIES, ROCHESTER, N. Y. for extra Christmas profits 

















Prices slightly higher west of the Rockies and in Canada. 





RebenieecS 22255 
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ADVANCES 


Some competitively priced hammers. 
Some competitively priced hatchets. 
Leather belting. Cast washers. 
Roof flashings. 
Wrought steel washers. 
Rubber covered wire. 
Pipe vises, cutters. 

Cotton mops. Safety fuses. 
Certain drills. 
Cotton duck. Cotton wrapping twines. 
Steel pipe. 


Some washboards. 
Gas fixtures, fittings. 
Steel toe calks. 
Cast iron soil pipe. 
Railroad picks, etc. 
Some tea kettles. 
Slaw, kraut cutters. 


Some mason, chalk lines. 
BX cable. Conduit. 
Service entrance cable. 


Oakum. 


Sash weights. 


Some lead products. 
Croquet sets. 
Some fishing reels. 


Some brushes. 


Some makes wire screen cloth. 


Non-metallic sheathed cable. 





Hammers—Prices on certain 
competitively priced hammérs were 
recently advanced about 20 per cent 
by leading makers. 

* & & 

Hatchets—Advances of from 
74% to 10 per cent have been an- 
nounced on some _ competitively 
priced hatchets. 

* * * 

W ashboards—Advances were 
recently announced by leading mak- 
ers on many numbers, the increases 
ranging from 10 to 20 per cent. 

* * * 

Oakum— One manufacturer 
advanced prices on oakum, last 
month, by about 10 per cent. 


* *% * 


Leather belting—One manu- 
facturer recently advanced prices on 
both flat and round leather belting 
about 10 per cent. 

% *& * 


Gas fittings, fixtures—An ad- 
vance of approximately 5 per cent 
was recently announced on gas fit- 
tings and fixtures. 

* * * 
Roof flashings—Some makers 


have advanced prices approximately 
5 per cent on roof flashings. 
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Steel toe calks—-Late in No- 
vember steel toe calk prices were 
advanced about 5 per cent by some 
makers. 

* * * 

Wrought steel washers—Ad- 
vances of approximately 5 _ per 
cent were recently announced on 
base sizes wrought steel washers by 
several makers. 





ADVANCES 
EXPECTED 


Manila and sisal rope. 





Cast iron soil pipe—Late last 
month leading makers advanced 
prices on cast iron soil pipe $2.50 
per ton. 

* * * 

Rubber wire — Ad- 
vances of from 2% to 5 per cent 
were issued on rubber covered wire 
by leading manufacturers last month. 

x & * 


covered 


Railroad picks, etc—KEarly 
this month leading makers of rail- 
road picks, mattocks and grub hoes 
made price advances of about 10 
per cent. 





Pipe vises, pipe cutters—An 
advance of 10 points was recently 
announced by some makers of pipe 
vises and pipe cutters. Some cutter 
wheels were also affected by the ad- 
vance. 

* * *# 

Tea kettles—Prices on some 
chromium plated copper tea kettles 
have been advanced about 5 per cent. 

*% * * 

Cotton mops—Prices on one 
line of cotton mops were recently 
advanced one cent per pound. 

* & * 

Lawn fencing and gates—Cy- 
clone Fence Co. on Nov. 29 reaf- 
firmed for early 1941 shipment the 
same schedules as_ effective last 
season, on Red Tag lawn fencing, 
flower bed border, trellis and gates. 
Spring terms, based on May 1, 1941, 
dating, are in effect on shipments 
in December or later. 

* & * 

Safety fuses—A recent mark- 
up of about 2 per cent on safety 
fuses is reported by wholesalers. 

Slaw and kraut cutters—Aas 
the result of advanced lumber costs 
one company has advanced prices 
on slaw cutters and kraut cutters 
about 20 per cent. 

* * * 


Drills—Prices on one line of 
competitively priced jobbers’ drills, 
wire drills and bit stock drills, have 
been advanced about 10 per cent. 

* % *% 

Manila and sisal rope —Con- 
siderable cordage is being used in 
the shipping and industrial building 
programs, and it is quite possible 
that rising fiber prices will face 
merchant buyers with some increase 
in rope quotations during early 1941. 





DECLINES 


Some fluorescent lamps. Aluminum, 
One gage copper sheet, strip, roll. 
Some lead products. 
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States comprising regions in these charts: 
New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
Middle Atlantic—(N. J., N. Y., Pa.) 
East North Central—(lIll., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo., Neb.. N. D., 8S. D.) 


South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. 





C.. Van. We Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Neb., N. M., Utah, Wyo.) 


Pacifie—(Calif.. Ore., Wash.) 


Cotton products All impor- 
tant mills have full order books, con- 
tributed largely by the very heavy 
government placements. and new 
business from trade sources is run- 
ning into some price advances. Cot- 
ton gloves and mittens have sold 
heavily all fall, and the recent cold 
snap has intensified the rush of bus- 
Cotton duck 
taken another advance, of about 5 
per cent, with mills offering only 
limited yardage and delivery even 
at the new figures. Cotton wrapping 
twines, both polished and unpolished, 


iness. prices have 


have again advanced one cent per 
pound. From some mills news has 
come of a 5 to 10 per cent increase 
on mason and chalk lines. 


x 


Hygrade 
Sylvania Corp., Salem, Mass.. has 
announced reductions in list prices, 
effective Dec. 1, on its new 14-watt 
Hygrade fluorescent lamps. The 14- 
watt, T-12 (15 in. long) is reduced 
from $1.35 to $1.20 in the 3500 deg. 
white and in the Daylight colors. 
and from $1.45 to $1.30 in the soft 
white. 


Fluorescent lamps 


* * * 


Bale ties—Revised price 
sheets put out. Nov. 15, by American 
Steel & Wire Co., Cleveland. Ohio, 


14 





make no change in regular black 
“single loop” bale ties, but reduce 
the extras charged for galvanized 
ties by 10 to 15 cents per 100 Ibs. 
This makes a revision of about 5 to 
6 cents per bundle on the popular 


medium gages of galvanized single 


loop bale ties. 

* * * 

Sash weights—cast washers 

\ number of the leading jobbing 
centers are completely out of sash 
weight stocks, due to the sudden 
government calls which have filled 
the foundries with more urgent bus- 
iness. The growing scarcity and ris- 
ing prices of scrap have more than 
one, this fall, raised prices sharply 
on such supplies of weights and 
washers as are available for ship- 
ment. 
News has just 
come trom some makers of a 5 per 
cent advance on black and galvan- 
ized steel pipe of the three standard 
qualities. The pipe mills are very 
busy, and it will probably be well 
into the new year before they can 
experience the full benefit of the 
current new rise in prices. 


Steel pipe 


x * * 
Conduit —-Steel electrical 
(rigid) conduit was also advanced 








5 per cent about mid-November, and 
lead-covered cable has been raised 


4 per cent. 


* * *- 









Wire screen cloth—The mak- 
ers who have re-entered the market, 
with a change in price, are quoting 
an advance of approximately 5 per 
cent above prices prevailing in 
October and November. All makers 
agree that orders thus far have been 
heavy, and that shipments of new 
business cannot be prompt. One 
leading company solicits orders for 
shipment only after Feb. 28. Gal- 
vanized fly screen cloth and hard- 
ware cloth are affected by the very 
high prices, and the scarcity of spel- 
ter, and by the heavy government 
demand for these products for its 
many camp and cantonment build- 
ings. 
_ * oo 

Cable—BX cable prices were 
advanced about 2% per cent, in 
November, by leading makers. Ser- 
vice entrance cable prices were ad- 
vanced an average of 10 per cent by 
some makers. Leading makers of 
non-metallic sheathed cable have is- 
sued advances averaging 10 per cent. 


* * * 


Brushes—Following its with- 
drawal of former prices on Nov. 11. 
a leading brush maker issued new 
quotations on Nov. 22, with irregu- 
lar increases—some of them very 
sharp. The manufacturer comments: 

“You will note that these new 
prices are marked temporary. This 
is because the market on imported 
Chinese bristles is so unsettled that 
a further change could become nec- 
essary at any time without notice. 
.. . No one knows what or how sub- 
sequent events will affect the price 
and supply of bristles which must 
come from the Far East.” 

* * * 

Sheet copper -—— Revere Cop- 
per & Brass. Inc.. issued on Nov. 26 
a new quotation sheet on stock sizes 
of sheet. strip and roll copper. All 
weights except 16-ounce copper are 
priced at the same basis as issued 
in September, but on 16-ounce sheet 
copper a reduction appears of one 
cent per pound, and on 16-ounce 
rolls and strips a decline of 4% cent 
is made. 





PRICES 
REAFFIRMED 


Fencing, gates, etc. Some bale ties. 

Some gages stock sheet, roll, strip 
copper. 

Steel bars, plates, sheets, etc. 

High speed and tool speed steel. 
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Lead products—Some manu- 
facturers of lead products have an- 
nounced reductions similar to those 
on pig lead. Lead sheets, and lead 
pipe were dropped 15 cents per 100 
lbs in December, and lead wool and 
lead washers 25 cents. Discounts on 
lead traps and bends, combination 
lead and iron bends and ferrules. 
also combination lead and iron fer- 
rules are reduced about 7 per cent. 
Makers of the several oxides (lith- 
arge, dry red lead and orange 
mineral) also announced reductions 
ef 25 cents per 100 pounds for less 
than carloads, while the carload 
quotations were reduced 15 cents. 

* * * 

Sports supplies — Christmas 
ordering is said to include this sea- 
son an unusual percentage of sports 
items. Footballs in the popular price 
range are selling well ahead of last 
year, and the call for plastic helmets 
(lighter and better ventilated than 
the old leather helmets) is notable. 
Leather sports jackets and golf bags 
are popular as gifts, but prices and 
supply are being affected by the 
heavy government orders for horse- 
hide and other leather for army ac- 
couterment. In spring lines, there 
is news of an average 5 per cent 
increase in croquet sets. More fish- 
ing reel makers have marked up 
low-priced numbers. with increases 
of from 7% to 121% per cent. Stee! 


. fishing rods, at the lowered prices 


for 1941, are having an improved de- 
mand. The “appetite” for Nylon 
lines and leaders is manifestly 
stronger in all spring specifications. 
* * * 

Zinc — Because the present 
and probable future demand for zinc 
has outstripped available reserves 
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Stock-sales ratios are percentages obtained by dividing the cost value of stocks by sales 


of an identical group of firms. 


HARDWARE EXPORTS 
CONTINUE TO GAIN 


The U. S. Department of Com- 
merce, specialty division, has an- 
nounced that a comparison of 
hardware exports in the 10 months’ 
period, ended October, 1940, as 
compared with the same period in 
1939, shows a 30 per cent increase. 

Totals in thousands of dollars 
are: 

(Values in thousands of dollars) 


First 10 Months Percent 
Commodity Group 1939 1940 Change 


Hand tools ........11,830 15,254 +29 
Abeamves ......... 6235 7,359 +18 
Builders’ and general 

hardware ..... . 3,953 5,264 +33 
Plumbers’ goods .... 2,569 3,666 +43 
OO ere f 3,623 +55 
Cooking and heating 

equipment .. 3,435 3,483 1 
Pre oan ae 2,979 +148 
Household utens:ls.. 958 1,710 +79 
Bee GOB ss.00 . 1.3967 1,437 —8 
Lamps and lante-ns 902 1,208 +34 
Scales and balances. 949 918 —3 

Total ere 34,948 46,900 + 30 


Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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znd production zine is the staple 
metal now causing the most anxiety. 


* * * 


fluminum -— With the one 
cent decline (previously reported) 
going into effect Nov. 18 on ingot 
tluminum, to a basis of 17 cents per 
pound, the Aluminum Co. of Amer 
ica has made compensatory reduc- 
tions in the prices of sheets, strip= 
ind other products. In general these 
products were lowered also one cent 
per pound. The price of aluminum 
was 20 cents at the beginning of the 
year and three one cent reductions 
have been made since then. 

oe 

Steel prices — Carnegie-Illi 
nois Steel Corp., Pittsburgh, Pa.. 
announced, Dec. 4, reaffirmation o! 
its present base prices on hot rolled 
carbon, steel semi-finished material 
bars, structural shapes, plates, stee! 
sheet piling, hot and cold rolled 
sheets. hot rolled strip and standard 
rails. as well as all hot rolled allos 
steel items, all for shipment to and 
including March 31. 1941, for de- 
livery and consumption in the 
United States. In the anneuncement. 
it was stated that prices will apply 
only on such shipments as are made 
up to and including March 31, 1941, 
and that any shipments after that 
date will be billed at prices then in 
effect. 

* & 

Steel volume—The Iron Age, 
in its Dec. 4 issue, reports that 
November attained an average of 
close to 97 per cent ingot produc- 
tion, and that it is now clearly estab- 
lished that the total for 1940 will 
be upward of 65,000,000 net tons of 
open-hearth and bessemer steel, sur- 


(Continued on page 86) 
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SALES OF 1,581 INDEPENDENT RETAIL HARDWARE DEALERS IN UNITED STATES 























































































October, 1940 
Dollar Sales 
Number Per Cent Change 
of Firms Oct.,’40, vs. Oct.,’4, vs. October, October, September, 
States by Regions Reporting Oct., 39 Sept., 40 1940 1939 1940 
Pe RS ae Rl Re SE Se ct See Bak EEA 8 Ne es 
New England 79 +14 +13 $ 927,126 $ 814,021 $ 821,789 
Vermont and New Hampshire 10 +1] TiS 206,522 186,180 179,826 
Maine 7 +14 +14 53,434 47,020 46,680 
Massachusetts 14 +18 +13 460,242 388,663 407,210 
Rhode Island 9 +3 +13 144,646 139,813 127,480 
Connecticut 9 +19 + 3 62,282 52,345 60,593 
Viddle Atlantic 190 4+. 4 +9 1,062,996 1,024,618 975,430 
New York 28 +8 +10 147,446 136,588 133,745 
New Jersey 7 + 3 +2 52,267 50,986 51,146 
Pennsylvania 155 + 3 +9 863,283 837,044 790,539 
East North Central 129 + 5 + 8 2,202.842 2,092,229 2,041,880 
Ohio 130 +8 + 5 606,088 559,044 575,916 
Indiana 68 — 6 + 6 248,520 263,936 234,877 
Illinois 89 + 2 +12 493,111 483,247 439,760 
Michigan 43 +11 + 6 246,100 221,062 232,425 
Wisconsin y 99 +8 +9 609,023 564,940 558,902 
West North Central 273 +- 4 +11 1,032,716 988,266 929,878 
Minnesota 24 +18 +21 175,205 148,582 144,943 
lowa 70 - ] +11 319,896 324,219 288,306 
Missouri 62 +** +7 220,323 219,880 205,581 
North Dakota 10 +14 +3] 35,003 30,685 26,769 
South Dakota * Pee a ee ee 
Nebraska 48 +11 +26 127,886 115,631 101,108 
Kansas 55 + 5 —7 144,270 137,895 154,669 
South Atlantic 77 4-14 +-18 169,744 411,474 398,153 
Delaware * 
Maryland ° 
Virginia 10 +15 + 8 84,986 73,731 78,811 
West Virginia 8 +19 +22 27,303 23,029 22,311 
North Carolina ° ae: ee 
South Carolina ll 4+ 9 +12 66,548 61,255 59.173 
Georgia 21 + ] +12 112,564 111,090 100,292 
Florida 22 +28 +36 136,918 106,981 100,656 
East South Central 36 + 5 + 6 257,273 244,141 242,254 
Kentucky ‘ as 
Tennessee 10 + 9 + 5 107.248 98.690 102,025 
Alabama 16 + 5 + 6 97,877 92,834 91,962 
Mississippi a ‘ 
West South Central 119 I +9, 624,490 617,367 573,666 
Arkansas 17 2 +15 77,069 78,534 66,864 
Louisiana . : 
Oklahoma 38 - 3 + 4 128,194 132,143 122,754 
Texas 61 + 4 +9 400,149 386,362 366,283 
Vountain 95 z +9 640,364 652,909 588,912 
Montana 2 + 2 + |] 172,362 168,994 170,479 
Idaho 19 6 +16 110,114 117,162 94,544 
Wyoming ¥ re airs 
Colorado 27 4 + 3 105,596 109,906 102,750 
New Mexico * 
Arizona 10 6 + 9 122,838 130,982 112,290 
Utah . 
Nevada ° 
Pacific 283 + 6 + 4 1,542,856 1,451,538 1,478,460 
Washington 32 +23 +9 224,503 183,063 206,013 
Oregon 35 +15 — ] 218,573 190,807 221,775 
California 216 + 2 + 5 1,099,780 1,077,668 1,050,680 
TOTAL 1,581 + 6 +9 $8,760,407 $8,296,563 $8,050,430 
Chicago, Illinois 1] + 4 +22 45,430 43,861 37,252 
Los Angeles, Calif. 33 + 5 +5 250,341 238,106 237,804 
Portiand, Oregon 14 +12 +1 31,370 28,001 31,128 
St. Louis, Missouri 12 +9 +16 32,631 29,981 28,076 
San Francisco, Calif. 23 + 6 + 8 120,092 113,747 111,319 


* Note while stores in these states are included in grand total, figures for these states are not shown on this chart because 
of insufficient data. (**) Less than 0.5 per cent. Compiled by Bureau of the Census, U. S. Department of Commerce. 
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national Home Furnishings Markets at 


here, in the Buying Capitol of the Nation! 





In far-reaching significance, the coming Inter- 


The 


Merchandise Mart probably will outstrip all 
previous similar events! National defense, as it affects pro- 
duction of all goods; brisk demand for merchandise due to 
rising payrolls; the inevitable influence of world affairs on 
American styling . . . all are reflected in the startling new 
designs, unusual and timely promotional ideas, up-to-the- 
minute market information, which foresighted buyers will 
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dee MERCHANDISE MART 


The World's Biggest Buying Center « Wells Street at the River 








k 
Carl C. Cook, 
are a number © 


> Hardware Stock Has 


5 Va is no magic 


or mystery in the seven turnovers 
a year recorded in builders’ hard- 
ware by the Pioneer Hardware Co. 
located at Beverly Hills. Cal. Ac- 


cording to Carl C. Cook, who 
conducts the department, the 
profits come from selling knowl- 
edge and service. The line repre- 
sents a quarter of the store's 
volume. 

Enthusiasm is Mr. Cook’s first 
commandment and 
acteristic 


it is a char- 
which enables him to 
find some interesting feature in 
every job. Next, he believes that 
little jobs warrant as much atten- 
tion and planning as big jobs and 
he has handled them from $90 up 
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at the Pioneer 


Beverly Hills, Cal., 


e 
the store’s volum 


quarter of 


ty nearly $9,600. In each, a com- 
prehensive schedule is always 
drawn up, listing every require- 
ment and where an item is un- 
familiar to a carpenter, he sketches 
its installation. 

In finish hardware, the first 
thing Mr. Cook does is to allow 
the customer to present his own 
ideas and intentions which creates 
a friendly and sympathetic feeling. 
Where the customer’s ideas go 
awry, gradually and tactfully, they 
are brought within the realm of 


practicability. 


ho heads t 
of period items = 


is left 
t. At his le 
he ee ger designing. 


Hardware Co. of 


and is one 


Common-sense sales psychology 
leads Mr. Cook to sell himself first, 
for the confidence that comes from 
the customer’s knowledge that Mr. 
Cook knows his materials and 
knows what he is about is half the 
sale of the merchandise. He dis- 
regards too, for period 
hardware is available in regular 
stock as well as in special designs. 
The final cost may be over or 
under the architect’s allowance for 
hardware but this does not deter 
him for he is concerned with the 
building’s needs rather than the 


price, 
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IN 1940 FRIGIDAIRE WILL SELL... 








WY More than 600,000 household re- 


frigerators 


Y More than 35% of the 


sales increase over 1939" 





total industry 


¥Y More than 30% as many electric re- 


frigerators as all others combined’ 


# Based on United States sales figures released by National Electric Manufacturers’ 
Association for first 10 months and our estimates for remainder of the year. 


1940 was a great year for the entire 
refrigeration industry. Many com- 
panies and dealers rose with the 
tide of events to increased sales. But 
it remained for Frigidaire selling 
men to accomplish the outstanding 
job of this or any other year. 
Month after month, Frigidaire 
dealers and salesmen sold an ever- 
increasing share of the industry’s 
plus business—securing over 35% 
of the total increase over 1939, 


WATCH THE FAVORITE— 
WATCH 








while other dealers divided the re- 
mainder. Month after month, they 
turned in great, new sales records. 
Month after month, they marched 
to the greatest sales volume in re- 
frigeration history. 

The success of the Frigidaire sell- 
ing organization continues year 
after year because it is based on a 
policy of accomplishment—Leader- 
ship in Action—that inevitably 
points the way to leadership in sales. 





syidutre 


Rich FRIGIDAIRE DIVISION, GENERAL MOTORS SALES CORPORATION, DAYTON, OHIO 
DAIRE Frigidaire Electric Appliances « Refrigerators, Ranges and Water Heaters 


That's Why, In 1941... 


Frigidaire dealers and salesmen will 
again accomplish outstanding sell- 
ing achievements. Brilliant, new 
1941 Frigidaire products and ag- 
gressive selling plans will put them 
in an even stronger competitive po- 
sition. Nothing has been overlooked 
—nothing will be left undone to in- 
crease the predominant leadership 
of Frigidaire dealers. 











cost. To the owner he explains 
that a great deal of value exists in 
unseen things for after occupancy 
of a house all movable parts, such 
as doors or windows, depend on 
the hardware while paint, lighting 
fixtures, finish hardware—this al- 
ways mentioned last—are visible 
things that give the total impres- 
sion of the home, create final satis- 
faction and play a large part in 
determining resale value. 

To illustrate, when objections to 
raised, Mr. Cook will 
show two knobs, identical save in 
finish. One sells for a_ small 
amount and is produced in large 
quantities. The other, costing 
much more, is hand chased. Then 
he points out that the difference 
between buying fine period and 
stock hardware is the same as the 
difference between buying ready- 
made clothes or tailor-made 
clothes, an explanation which the 
customer grasps easily. 

Where the builders’ hardware 
man is a capable buyer, Mr. Cook 
asserts, neither a large stock nor 
a large capital is required. There- 
fore he holds to standard brands 
which are always replaceable and 
always avoids an assorted stock. 

Instead of investing in rough 
hardware to meet competition, the 
firm, by Mr. Cook’s advice, passes 
up that business and invests in 
special hardware not usually ob- 
tainable through customary whole- 
sale channels, depending upon the 
jobber, rather, for other needs. 
Accordingly, the capital invest- 
ment is lowered considerably and 
rough hardware, which is usually 
used as a leader in order to get a 
job started, is eliminated as a loss 
to the store. 

An accurate cost system is an- 
other important phase of Mr. 
Cook’s success with the Pioneer 
Hardware Co’s. builders’ hardware 
department. Everything is checked 
to the penny. Nothing is ever sold 
under 50 per cent of gross cost 
and more often it is 75 or 100 
per cent. He always takes advan- 
tage of credits off estimates and 
always issues a back-credit on 
things left off the job. This estab- 
lishes the character of the firm and 
makes a long-time customer. 

To Mr. Cook, builders’ hard- 
ware is a hobby as well as a busi- 
ness. His ability to sketch period 


cost are 
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hardware—and his sketches fill 
several volumes—has stood both 
him and the store in good stead. 
He can create and design pieces 
that will appeal to the customer 
and always charges them in the 
total estimate. Where exclusive- 
ness is not a major concern, how- 
ever, his close study of builders’ 
hardware enables him to find some 
item manufactured in finish hard- 








ware that will take care of any 
need. He believes that it is im- 
portant that the builders’ hard- 
ware man know his sources of 
supply, emphasizing that while 
manufacturers meet competition 
and price range is always avail- 
able, it is not so much the make 
as the type of item which the 
builders’ hardware man _ must 
know. 





When Business Men Pull Together 


PROMINENT credit man tells 

me that there is often a tre- 
mendous difference between the bill- 
paying of the merchants in towns of 
almost the same size, in the same 
trading territory. 

In one town the majority of the 
merchants discount their bills. In a 
nearby town, where general condi- 
tions are almost exactly similar, al- 
most none of the merchants ever 
pay their bills promptly. 

The phenomena occurred so fre- 
quently that it was studied and ana- 
lyzed by the credit man. He found 
that in the poor-pay towns, the mer- 
chants were all fighting each other. 
They were cutting prices and carry- 
ing on all kinds of petty feuds and 
wars. 

In the prompt-pay towns the mer- 
chants were more friendly. They 
were working together, each recom- 
mending the other and sending cus- 
tomers to each other. And what is 
more important, they were actually 
buying from one another, passing 
business back and forth. 


Any town or community, large or 
small, is no better than the business 
men who operate there. And the 
business men of any town or com- 
munity are no better than they en- 
courage each other to be. 

Right now in these baffling, puz- 
zling, indeed frightening times, we 
need to pull together. It is not a 
time for fights between individuals 
for some petty and temporary ad- 
vantage, but a time for each and 
every business man to hook up with 
his fellows and push and pull to- 
gether for the common good. 

Working with his fellow business 
men, every man in the country can 
become a veritable citadel of power, 
influence, and strength. Working at 
cross purposes, waiting for the other 
fellow to start, “letting George do 
it,” is a sure way to bring calamity 
to our way of living. Business is 
equal to any legitimate calls which 
may be made upon it, as long as we 
use the combined strength, skill, 
training, and experience of all.— 
E. W. in American Business. 





FIREPLACE WINDOW DISPLAY 





A fireplace serves as the centerpiece and demonstrates use of equip- 
ment in this display of fireplace accessories. Robert Harbour, display 
and advertising manager, Allen & Jemison Co., Tuscaloosa, Ala., in- 
stalled the display. 
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WATCH FOR RAY-0O-VAC 
OPEN HOUSE SPECIAL 


i pe . Ask your jobber for 


a) LIFE-like 
tie-ins 















SWEEP THE NATION : :: 


Another full page, 4 color ad in LIFE Magazine 
December 9, read by over 20 million, sells the first 
flashlight battery that’s guaranteed LEAK PROOF. 










Sells on sight .. . and without returns or trouble. 


RAY-O-VAC COMPANY 


San Francisco Kansas City Memphis Atlanta 
















DECEMBER 12, 1940 51 





Vews of Retailers, Jobbers, 
and Manufacturers and 


Salesmen 
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WINCHESTER DISCONTINUES 


POCKET CUTLERY LINE 


Official announcement has been 
made to the trade by Winchester 
Repeating Arms Company, divi 
sion of Western Cartridge Com- 
pany, New Haven, Conn., of the 
discontinuance of its manufacture 
of Winchester pocket 
rhis decision has been made after 


cutlery. 


careful consideration of the field 
has led the management to the 
conclusion that, unlike its widely 
nopular lines of flashlights and 
batteries and of roller skates, 


manufacturing profit possibilities | 


were not favorable enough on 
pocket cutlery to make it sound 
business to continue to devote to 
it the facilities required. 

The company, therefore, has 
discontinued further manufacture 
of pocket knives and has decided 
to devote the space, equipment 
and talent utilized by it in the 
factory to other products which 
seem to fit more satisfactorily 
into the Winchester picture. It 
seemed, in addition, that, because 
of the National Defense Program, 
there is opportunity at this time 


SHANNON LURES, INC. 
A NEW FIRM 


Shannon Lures, Inc., 1545 N. 
Western Ave., Chicago, Ill., is a 
new corporation making a com- 
plete line of genuine Shannon 
“Life-Action” lures including the 
“Twin-Spianers” which will be 
made in the company’s own fac- 
tory. This new corporation is be- 
ing carried on by the sons of 
Jesse P. Shannon inventor of the 
*“Twin-Spinners” with Max Shan- 
non as president. The same sales 
organization for Shannon Lures 
has been retained with the addi- 


tion of Lawson-Abbott as south- | 
ern representatives. It consists of | 
Paul S. Linforth, western repre- | 


sentative; Bill Cratty & Assvc., 
northwest and middlewest repre- 
sentative, and Walter Broadfoot. 
eastern representative. 


MARSHALL-WELLS NAMES 
MGR. OF PAINT DEPT. 
A. J. Pedersen has been ap- 


pointed manager of the paint and 
floor covering departments of the 
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to use some of this space and 
equipment for that class of work. 
The company has at this time 
available a good stock of the 
majority of its pocket knife num 
bers and is in a position to sup- 
ply its trade with these items as 
| long as this stock is available 
Upon these items, it is announced 
the present low prices will con 
tinue to apply. 
Winchester 
manufacture of cutlery shortly 
after the end of the first World 
War. It developed a line of pocket 
knives that quickly won a high 
place in the esteem and accep- 


entered = on the 





tance of both the trade and the 
consumer. 

The company heartily appre 
ciates the loyal support and co- 


operation which its dealers and 
jobbers have given it in the mar- 





keting of this line over the past 
} 20 years which has made possible 
the business on these lines which 
the company has enjoyed over 


these vears. 


Marshall - Wells Co., Duluth, 
Minn. Mr. Pedersen has been as- 
sociated with the company’s paint 


division for the past 15 years. | 


For a number of years he served 
as special paint representative in 
Wisconsin and Michigan and 
then was transferred to the Pa- 
cific Coast where he spent a 
number of years as factory repre- 





A. J. PEDERSEN 





| complete operation. During the | 
| past four years he has been con- | 


| directors are: Curtis Franklin, Al- 


sentative of the Western Paint SPANGLER NOW V.-PRES. 
& Varnish Co., calling on dealers OF NATIONAL CARBON 
for the Marshall-Wells Co., Port- ia. 
land, Ore., and Spokane, Wash. is 
He returned to Duluth two years 
ago at which time he served as 
manager of the Marshall-Wells 
Company's new business depart- 
ment, signing up Marshall-Wells’ 


Spangler, general 
sales manager of National Car 


bon Company, Inc., New York 


stores. 


HINES NOW V.-PRES. 
OF NORWALK LOCK 


John Hines associated with 
the Norwalk Lock Co., Norwalk 
Conn., in various capacities fo: 
the past 25 years has been 
elected vice-president of the com- 
pany. He will also continue in 
his present capacity in charge o! 
plant operations. 





HOWARD GATES HEADS 
MAJESTIC RADIO 


Howard Gates has been named 
| president and director of th 
| Majestic Radio and Television | dent of the company, it was an 
Corp., 2600 W. 50th St., Chicago. | nounced recently. 

Ill. Mr. Spangler joined the com 
| Mr. Gates brings to Majestic pany in 1915. He became man- 
the experience of 21 years in d- | ager of the railroad department 
signing, engineering and build- | five years later and in 1923 was 
ing radio receiver sets. In 1920 | made head of the western sales 
Mr. Gates formed the Gates | division, with headquarters in 
Radio Co., Cincinnati, Ohio. and | Chicago. He became successively 
also pioneered radio broadcast- | manager of the eastern division 
ing in 1921 when he founded of National Carbon Company, 
Station WMH, which is now | with offices in New York, and 
| known as Station WKRC. He | assistant general sales manager. 
also founded the radio division | He took over the national sale< 
of the King Sewing Machine Co.. management five years ago. 

Buffalo, N. Y., in 1923, which 
later became the Colonial Radio 
Corp. Mr. Gates was in charge 


of manufacturing. He was chief . Viana 
lengineer for the Zenith Radio | ‘ ; 


Corp. for four years until 1932 E. D. Swainson has been ap 
pointed general superintendent 
of the paint and varnish plant 
of the Vita-Var Corp., Newark. 
N. J. Mr. Swainson has been ac 
tive in the paint industry for 


JOHN M. SPANGLER 


City, has been made a vice-presi 





when he returned to the Colonial 
Radio Corp. in charge of its 


nected with the Detrola Radio 


| Corp., as vice-president in charge | many years. He became associ 


of engineering. ated with Devoe & Raynolds. 

Walter Glenn Scott, acting | Inc. in 1909, shortly after his 
president and a director of the | graduation from Pratt Institute 
corporation has resigned. Other | and was continuously in their em- 
ploy for 31 years, until his resig- 
len B. Dumont, Parker Mce- | nation on November 1, when h: 
Mahon, Rex Parkin, Paul Rai- | joined the Vita-Var Corp. In hi- 
bourn and Elmer C. Upton. | new position with the Vita-Vai 
Majestic Radio and Television | Corp., Mr. Swainson will have 
Corp. is the successor of the | complete supervision of manufac- 
Grigsby Grunow Company. turing activities. 
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DRAFTEES MUST BE REEMPLOYED UPON 
COMPLETION OF MILITARY SERVICE 


With the first recruits going 
into training under the 
\ime selective service law, retail- 
ers and other employers are turn- 
ng to provisions of the law which 
require them to rehire workers 
following the period of military 
raining. Rehiring is mandatory 
unless the employer’s circum- 
stances have so changed as to 
make it impossible or unreason- 
ible. 

Former employees are given 40 
days after termination of their 
service period within which to 
make application for reinstate- 
ment in their former jobs. The 
employee, if still qualified to per- 


peace- 


mandatory rehiring provisions do 
not apply in the case of tem- 
porary employees. In 


| 


some in- 
stances where a “temporary” 
worker is employed to replace an 
employee drafted into the mili- 
lary service, notice is given to the 
new employee that his status is 
that of a “temporary” employee 
and that if he is subsequently 
inducted into military service he 
cannot, upon completing his peri- 
od of training, claim the right of 
being re-employed as_ provided 
under the selective service 
A written agreement to this ef- 
fect, signed by the employee and 
| his employer, is regarded as am- 


law. 


Wash.; Graybar Electric Co., 
Pittsburgh, Pa.; Johnson Hard- 
ware Co., Clarksburgh, W. Va.; 
Wayne Spinks Co., Memphis, 
Tenn.; The Sutcliffe Co., Louis- 
ville, Ky.; Salt Lake Hdwe. Co., 
Salt Lake City, Utah, and Boise, 
Idaho; Momsen-Dunnigan-Ryan 


| Co., El Paso, Tex., and Phoenix, 


form the duties of the job for-| ple protection against the rehir- | 


merly held, must be restored to 
that position or to another job 
with like seniority, status, and 
pay. 

For the purpose of seniority 


and insurance or other benefits | 


offered by the employer, employ- 
ees returning from military ser- 


vice shall be treated the same as | 


though they had been on furlough 
or leave of absence. These stipu- 
lations are applicable whether 
the employee has been called un- 
der the selective service law, re- 
serve officer, or as a member of 
the National Guard. 

The law makes it clear that the 


EASY WASHER PROMOTES 
SUMMERS, BRENNAN 


H. D. Summers has been ap- 
pointed a divisional sales man- 
ager and F. G. Brennan a dis- 
trict sales manager by the Easy 


Washing Machine Corp., Syra- | 


cuse, N. Y. 

Mr. Summers’ territory con- 
of Kansas City, Wichita, 
Omaha, Denver, Springfield, Mo., 


sists 


Dodge City and Chanute, Kans. | 


Joining Easy in 1934, he first 
worked a mid-western territory in 
a sales capacity, later as a sales 
supervisor of Kansas City. In 
1937 he was appointed a district 
sales manager of a Minneapolis 
territory. 

A rise in current business ne- 
cessitated the creation of a new 
territory which Mr. Brennan will 


supervise from headquarters in | 
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ing of “temporary” workers. 

| The penalty provision of the 
| law empowers all United States 
district courts to specifically re- 
quire an employer to comply with 
the provisions of the law, and as 
an incident thereto, to compen- 


sate such person for any loss of | 


wages or benefits suffered by rea- 


action. Before a court takes such 
steps, the procedure would be for 
the employee to file a motion, 
petition or other appropriate 


son of such employer’s unlawful 


| pleading with the Federal district | 


court having jurisdiction in the 
area where the employer main- 
tains his place of business. 


| Erie, Pa. It includes northwest- 
ern Pennsylvania and a county 


in southwestern New York, Mr. | 


Brennan joined Easy in 1925 as a 
clerk and moved through various 
| positions in the advertising de- 
partment before taking over the 
newly-formed territory. 
DISTRIBUTORS NAMED FOR 
“SIMPLEX” IRONERS 


The American Ironing Ma- 
chine Co., Algonquin, IIl., manu- 
facturer of “Simplex” ironers, has 
'announced the appointment of 
| the following distributors: Wil- 
| liam Mee, Inc., Oklahoma City, 
| Okla.; B. H. Spinney Co., Al- 
bany and Syracuse, N. Y., and 


| Springfield, Mass.; Leo J. Mey- | 


| berg Co., San Francisco and Los 


| Angeles, Calif.; Spokane Paper | 


& Stationery Co., Spokane, 


Ariz.; Thomas and _ Price, 
Yakima, Wash., and the Oregon 
Equipment Co., Klamath Falls, 
Ore. 


RAWLPLUG ADDS TO 
SALES STAFF 

The Rawlplug Co., Ine., 98 
Lafayette St., New York City, 
has added the following to its 
sales staff: to the Rawlplug-At- 
lanta Co., Atlanta, Ga., L. E. 
Waldron who will make Char- 
lotte, N. C., his headquarters and 
cover the Carolinas; to the Rawl- 
plug-Cleveland Co., Cleveland, 
Ohio, M. S. Raudebaugh with 
headquarters at 1627 E. Broad- 
way, Toledo, Ohio. 


ANDREWS NOW WITH 
SWIFT & CO. 


C. H. Andrews, Jr., has joined 
the chemical division of Swift & 
Co., Chicago, Ill., and will handle 
the distribution of “Vigaro” fer- 





C. H. ANDREWS, JR. 


tilizer in the central eastern sec- 
tion of New York state. Mr. An- 
drews was formerly with the 
Boyer Chemical Laboratory Co., 
Chicago, and is now making his 
headquarters at 512 Beattie St., 
Syracuse, N. Y. 


| WOODWARD JOINS ELLIOTT 


| 
| 


PAINT & VARNISH CO. 


Il. A. Rowland, president of 
the Elliott Paint and Varnish Co., 
1525 Fifth Ave., Chicago, IIL, has 





M. C, 


WOODWARD 


announced that M. C. Woodward 


has joined the organization to 


| assist in a sales and development 


| 
| 
| 


program. Mr. Woodward is well 
known to the dealer, jobber and 
painting contractors and has ad 
dressed painter and 
dealer meetings on modern mer- 
chandising and color styling. 


scores of 


Mr. Woodward was formerly 
associated with The Martin 
Senour Co. as western, then 


eastern division manager, then as 
general sales manager for the 
Chi Namel Co. Until recenlty he 
was manager of distributor brush 
sales for the Devoe & Raynolds 
Co. 
C. M. GILE HEADS GULF 
REFINED OIL SALES 


Gulf Oil Corp., Pittsburgh. 
Pa., has appointed C. M. Gile 
as general manager of refined oil 
sales and sales operations of 
Gulf’s entire marketing territory. 
He was formerly manager of the 
northern division. 


GREAT LAKES STAMPING 
UNDER NEW NAME 

All finished goods of the Great 
Lakes Stamping & Mfg. Co.. 
Toledo, Ohio, are now being sold 
under a new company name, the 
G-L Products Co. These products 
are lawn sprinklers, garden 
trowels, and micrometers. 
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F. H. SHERWOOD SUCCEEDS J. H. DUMBELL 


Frank H. Sherwood has been | 


appointed executive secretary of 


the National Contract Hardware | 


Association. Mr. Sherwood has 


AS N.C.H.A. EXECUTIVE SECRETARY 


Mr. Sherwood succeeds J. Har- 
old Dumbell, resigned, who has 
served as executive secretary for 
the past two years with head- 
quarters at the Fulton Bldg., 
Pittsburgh, Pa. Mr. Dumbell was 


| one of the original organizers of 


factory 
| gets, 


the National Contract Hardware 
Association. He was its first pres- 
ident and was reelected three 
limes to serve a total of four 
years. Before assuming the sec- 
retaryship he was manager of the 
builders hardware department of 
Saml. F. McKnight Hardware 





Co., Pittsburgh and before that 
was connected with J. Jacob 
Shannon of Philadelphia. Mr. 
Dumbell plans operate a 
manufacturers’ agency, under his 
own name, serving the Pittsburgh 
area and is available for one or 
two non-conflicting lines. 


to 











The headquarters offices of the 
N. C. H. A. will be moved from 
Pittsburgh to New York City, on | 
Jan. 1, 1941. Temporary New | 
York address is Room 801, 40 E. 
49th St. 





GILLAN SALES COMPANY 
ANNOUNCES EXPANSION 


The Gillan Sales Co., direct 
representatives of gad- 


1335 


homewares, cutlery, 


| Market St., San Francisco, Calif., 


FRANK H. SHERWOOD 


been active in the hardware in- 
dustry for 25 years. He resigned 
from the Safe Padlock & Hard- 
ware Co. of Lancaster, Pa., whom 
he represented in the Greater 
New York area to accept the 
new position. In addition to a 
broad sales experience in the 
hardware field, Mr. Sherwood 
also has had advertising and 
publication experience. At one 
time he was on the selling staff 
of Good Hardware, which was 





later absorbed by Harpware 
AGE. 

His early training was obtained 
with the Yale & Towne Mfg. Co., 
Stamford, Conn., where he rose 
from a clerk to field salesman 
and finally division sales man- 
ager. Later he served as market- 
ing director in charge of sales | 
and advertising for the Schlage | 
Lock Co. of San Francisco, and 
also assistant to the president of | 
Eagle Lock Co. in charge of sales 
promotion and advertising. 


| has opened an office at 905 E. 5th 


South, Salt Lake City, Utah, in 
charge of Elmer A. Knudsen who 
will represent most of the com- 
pany’s lines in the Intermountain 
territory. Mr. Knudsen was for- 
merly with The Salt Lake Hard- 
ware Co. 

W. F. Huebeneur is also repre- 
senting some of the company’s 
lines in Oregon and Washington 


and will make his headquarters | 


in Seattle. Mr. Huebeneur was 
formerly with Landers, Frary & 
Clark, New Britain, Conn. 

The J. R. Wallace Co., Inc., 
and associates in Los Angeles 
is representing the Gillan Sales 
Co. in Southern California, Ari- 


| zona, and New Mexico. Jack F. 


Clute, formerly with Gillan in the 
San Francisco office is now with 
the J. R. Wallace Co. in Los 
Angeles at 1500 S. Hope St. 


SCHICK KEEPS STOCKS 
IN KEY CITIES 


To provide faster deliveries on 
all orders and to minimize retail 
inventory problems, Schick Dry 
Shaver, Inc., is carrying com- 


| plete stocks of all models at their 


| service 


stations in eight key 


| cities. These stocks are located 


at Atlanta, Chicago, Dallas, Den- 


| ver, Los Angeles, San Francisco, 
| Seattle and Stamford. No change 


will be made in the method of 
placing orders, the company ad- 


| vises. 


These stocks were established 


| in anticipation of a rush of late 


J. HAROLD DUMBELL 


orders during the peak of the 
gift season, Schick states, due to 


short term retail buying and low | 


inventory, and heavy consumer 
demand. As the first ten days of 
the Christmas buying season 
brought a rush of orders un- 





precedented in the history of the 
company, many dealers would 
have been without stock for sev- 
eral days if these delivery points 
had not been created. The stocks 
will be continued in the eight 
cities as a regular service feature. 


WILLIAM RAMSAY JOINS 
SAFE PADLOCK SALES 


William Ramsay has joined the 
sales department of The Safe 
Padlock & Hardware Co., Lan- 
caster, Pa. 


TRU-TEST ADDS TO 
BUYING STAFF 


The Tru-Test Marketing and 
Merchandising Corp., Merchan- 
dise Mart, Chicago, IIl., has an- 


CARL W. GOERLING 


nounced the addition of Carl W. 
Goerling to its staff to take 
charge of buying housewares. 
For the past three years he has 
served as housewares buyer for 
Hibbard, Spencer, Bartlett & Co., 
Chicago. He also had nine years’ 
experience in retail store mer- 
chandising and housewares’ buy- 
ing at Montgomery-Ward and the 
operation of his own retail hard- 
ware store in Wisconsin. 





{ 


L. W. BOONE 


Whose appointment as_ mer- 
chandise manager for the 
Peden Iron & Steel Co., whole- 
sale hardware firm of Houston, 
Tex., was announced on page 
55 of the Nov. 28th issue of 
Harpware Ace. For the past 
six years he was secretary and 
purchasing agent for the Wal- 
ter H. Allen Co., Dallas, Tex. 








PRESIDENT GIVES FHA 
MORE MORTGAGE LEEWAY 
(Washington Bureau 
of HARDWARE AGE) 
President Roosevelt, acting to 
permit the Federal Housing Ad- 
ministration to continue its oper- 
ations after Dec. 1, has raised the 
total of outstanding mortgages 
which may be insured by the 
agency to $4,000,000,000 — the 
maximum amount allowed by the 
act. Title II of the housing law 
limited the insurance of mort- 
gages to $3,000,000,000, or to $4,- 
000,000,000 with Presidential ap- 

proval. 

“The Federal Housing Admin- 
istration is being operated as 
soundly as a private business,” 
wrote Federal Loan Administrator 
Jesse H. Jones in recommending 
that the statutory limit be raised 
by $1,000,000,000. “The premium 
charge for insuring mortgages is 
only one-half of 1 per cent. From 
this income and a small inspec- 
tion fee of $3 a thousand, ex 
penses of operation are being 
paid, and a very substantial in- 
surance fund is being created. 
This fund now amounts to some- 


thing over $31,000,000.” 


REPRESENTS ATKINS 
IN SOUTHWEST 


C. L. Holley is now represent- 
ing E. C. Atkins & Co., Indian- 
apolis, Ind., in the southwestern 
states. Mr. Holley, who makes 
his headquarters in Houston, 
Tex., succeeds the late R. E. 
Lyons. 
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AMERICAN CHAIN DIVISION ADDS 
TWO TO SALES ORGANIZATION 


Scott A. Poage and Harry M.| was formerly associated with the 
Steinhauser have been appointed | McLendon Hardware Co. 
to the sales organization of the; Mr. Steinhauser will represent 
the company in the southeast 
calling on the wholesale, hard- 
ware and industrial hardware, 
and manufacturing trade. He was 
formerly office manager in Pitts- 
| burgh for American Chain and 
| for the present will continue his 
residence in that city. Later he 
will locate at some point in his 
territory which will comprise 
Virginia, North and South Caro- 
lina, Florida, and part of 
Georgia. 


| 
| 
| 





SCOTT A. POAGE 


American Chain Division of the 
American Chain & Cable Co., 
Inc., Pittsburgh, Pa. 

Mr. Poage will act as the 
company’s representative to the 
wholesale hardware, automotive, 
industrial hardware and oil well 
supply trade as well as the indus- 
trial trade in Texas, Oklahoma, 


| 
| 











Arkansas, and part of Louisiana, 
working out of Waco, Tex. He HARRY N. STEINHAUSER 


PLAN AID TO SMALL BUSINESSES 
IN NATIONAL DEFENSE WORK 


Donald M. Nelson, coordinator | fense program, it is planned to 


of national defense purchases, | decentralize the work of Mr. Nel- 





has been designated director of | son’s division by designating a | 


small business activities in con-| senior officer in each Federal Re- 
formity with the policy of the} serve Bank and branch to handle 
National Defense Advisory Com- | all problems relating to field and 
mission that smaller business oc- | tehnical activities. In this con- 
cupies a vital place in the de-| nection the Board of Governors 
fense program. of the Federal Reserve System 

Mr. Nelson’s office will serve | will act as operating agent for | 
as a clearing house on War and | the defense commission. 
Navy Department requirements 
and will help to facilitate financ- | 
ing of small business by cooper- 


ating with local commercial REPRESENTATIVES FOR 
banks, the Federal Reserve SMOOTHCUT” OPENERS 


Banks, and the Reconstruction Two additional representatives 
Finance Corp. | have been added to the sales staff 

The defense commission be-| of the “Smoothcut” can opener 
lieves that Mr. Nelson will be in| division of the Regina Corp., 
a position to effectively act as! Rahway, N. J., according to Lan- 
liaison between War. and Navy/ non F. Mead, general sales man- 
procurement officers, potential| ager. Charles H. Laird, 237 
contractors, sub-contractors and | Genesee Park Boulevard, Roches- 
local bankers so that defense con- | ter, N. Y., is covering New York 
tracts may be executed simul-| State with the exception of New 
taneously with provision for ade-| York City, Long Island and 
quate bank or RFC financing. | Westchester County. R. P. Haw- | 

On the assumption that the| kins, with headquarters in Dal- | 
system of sub-contracting will be | las, Tex., is covering the states | 
widely extended under the de-| of Texas and Louisiana. 
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SILVER KING 


THE PRACTICAL XMAS 
GIFT FOR EVERY MAN 





Get more holiday hammer busi- 
ness than ever before—sell the 
Silver King. A real fine, thor- 
oughly practical Christmas gift. 
Every man would welcome this 
finest of fine hammers on Christ- 
mas, be he a householder or 
professional mechanic. You still 
have time to get a stock of Silver 
King Nailers for your Christmas 
trade. 
16 ounce size only 
Retail price $1.50 each 


Order a few dozen Silver Kings today and 
ask for a Cheney Sales Maker display 


HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, New York City 
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YOUR ANSWER TO THE 
CUSTOMER WHO SAYS, 
“SCREWDRIVERS ARE 
ALL THE SAME TO ME” 


You will find it profitable sales strategy to 
ask the buyer who thinks all screwdrivers 
are alike to examine a Union Hardware 
“CHAMPION.” Right away he will agree 
that here is a screwdriver that looks and 
“feels” like a tool in a class by itself. And 
when you supplement his first impression of 
honest-to-goodness quality with reasons why 
“CHAMPIONS” live up to their 50-year-old 
name, you have gone a long way toward real- 
izing a substantial profit from the sale of a 
quality item. “CHAMPIONS” are made with 
a safety factor of extra strength to withstand 
the wracking strains of jobs where only the 
best tools come through—whole. Blades, 
forged from the toughest steel, are expertly 
tempered and tested to split a screw head. A 
clever construction feature (see phantom il- 
lustration below) positively prevents the 
blade from turning or working loose in the 
handle. From tip to grip “CHAMPIONS” 
are one solid unit of strength. These points 
have definite selling power. Let them go to 
work for you! Your jobber can supply you 
with the complete “CHAMPION” line. 


ea==<———.. 


Regular Pattern available in ten sizes from 2%’ 
to 12” blade length; 614” to 18%” length overall. 


eoa——_\_—- 


Electrician Pattern available in eight sizes irom 
2%” to 12%” blade length; 614” to 16'4” length 
overall. 


“CHAMPIONS” are also made in Cabinet Pat 
tern (shown right) and Machinist Pattern. Also 
Special Pattern in two sizes with short blades. 
1%” and 1%” long 











This shows the unique construc- 
tion employed in “Champions” 
which always means a firm bond 
between blade and handle. Blade 
is shrunk into a solid malleable 
bolster which rests in a heavy 
ferrule, while tang (which forms 
part of the bolster) enters and 


passes nearly through handle. 
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| CIVIL RELIEF ACT IS SAID NOT TO ABSOLVE 


SOLDIERS FROM ALL RESPONSIBILITY TO PAY 


(Washington Bureau 
of HARDWARP AG) 


The War Department, in an | 


| official statement explaining the 


provisions of the new civil relief 
act which provides a virtual mor- | 
atorium on installment accounts | 
during the period of military | 
service, expresses the hope that 
the soldier or selectee and his | 
creditor will arrive at some agree- | 
ment equitable to both rather 
than engage in a court proceed- | 
ing. 

There is nothing in the act 
which relieves a soldier from the 
actual payment of debts or other | 
obligations which he may have 
incurred before entering the mil- 
itary service, the War Depart- 
ment points out. It is only when 
the soldier’s ability to meet his 
obligations has been impaired, | 
because of his military service, 
that relief is afforded, and this 
relief is principally against the 
penalties that would be imposed 
for non-payment of such obliga- 
tions. 

The provisions of the law 
granting relief where installment | 
sales are involved apply only 
when such obligations were in- 
curred prior to Oct. 17. If the | 
selectee under such obligations 
defaults on a payment after en- 
tering the military service, and 
is unable to reach an equitable 
agreement with his creditor, the 
creditor is not permitted by the 
new law to terminate or rescind 
the contract or repossess the 
property except by court action. 

Even in the event court action 
is resorted to, the court has wide 
discretionary powers to make an 
equitable disposition of the case 
to conserve the interests of both 
the soldier and his creditor. With 
certain exceptions, the court is 
authorized to postpone reposses- 
sion until the soldier returns 
from military service. On the 
other hand if the creditor is per- 
mitted to resume possession of 
property, the court is authorized 
to order repayment of all, or any 
part, of the deposits or install- 
ments. 

The exceptions noted above ap- 
ply to the postponement of re- 
possession of motor vehicles, trac- 
tors, or accessories for either, in | 
court may not 
postpone of the} 
property unless the selectee has 
paid 50 per cent or more of the 
purchase price. In _ instances | 
where less than 50 per cent of | 
the purchase price has been paid, 
and the creditor is permitted to | 
repossess the property, the court | 
may (1) require refund of in- 
stallments. (2) require the cred- 
itor to file a bond conditioned to | 


which case the 
repossession 


'celain enamel. 


| indemnify the soldier against loss 


or damage; or (3) require both 
a refund and the filing of a 
bond. Worthy of note in this 
connection, the War Department 
says, are the points that the con- 
tract may be canceled, or th: 
property repossessed, if the par 
ties mutually agree in writing 
after the period of military ser- 
vice has commenced, and _ that 


| the soldier must be prepared to 


show that his ability to meet the 
obligation is definitely impaired 
by reason of his military service. 


MILLER iN HOUSTON FOR 
WHEELING STEEL 


Harvey L. Miller has been ap- 
pointed manager of the Wheel 
ing Steel Corp.’s new district 
office at Houston, Tex. Mr. 
Miller has had many years’ ex- 
perience throughout Texas while 
a district manager at St. Louis 


|and more recently as assistant 
| pipe sales manager and repre- 


sentative there for other manu- 
facturers in the industry. I. G. 
Thompson continues as district 
sales manager at Dallas, Tex., fo 
the Wheeling Steel Corp. 


PORCELAIN ENAMEL INST. 
TO ISSUE LABEL 
The Porcelain Enamel Insti- 
tute, Inc., 612 N. Michigan Ave.. 
Chicago, Ill., has adopted a label 


| which will offer buyers, their 


salesmen and customers a means 
of identifying “first quality” por- 
The label will 

cabinet and 


identify kitchen 


| table tops, and the tops of dinette 


and breakfast sets which are 
manufactured to meet the Insti- 
tute’s standards for resistance to 
abrasions, heat, and the chemicai 
action of foods and cleaning 
agents. 


STANDARDIZE STEEL STAIRS 
FOR FHA 
(Washington Bureau 
of HARDWARF AGE) 

Six standard types of stee! 
stairs, whose uniformity in design 
will mean an average saving of 
$10 per stair slight, have been de. 
veloped by engineers of the 
United States Housing Authority 

A USHA announcement sai: 
that its engineers, working in co 
operation with the Southern As 
sociation of Ornamental Meta! 
Manufacturers, expect the stan 
dardization of designs will resul' 
in savings of 20 to 30 per cent in 
installation cost in USHA pro 
jects. 


HARDWARE AGE 








OLVE 
TO PAY 


against loss 
equire both 
filing of a 
ote in this 
Department 
at the con- 
ed, or the 
if the par 
in writing 
vilitary sey 
, and that 
yrepared to 
‘0 meet the 
y impaired 
ary service. 


'ON FOR 
EEL 


is been ap- 
the Wheel 
~w district 
Tex. Mr. 
years’ ex- 
‘exas while 
St. Louis 
S assistant 
and repre- 
her manu- 
try. I. G. 
as district 
s, Tex., for 
rp. 


EL INST. 
sEL 


mel Insti- 
ligan Ave.. 
ted a label 
ers, their 
‘3S a means 
ality” por- 
label will 
inet and 
of dinette 
which are 
the Insti- 
sistance to 
> chemicai 

cleaning 


. STAIRS 


reau 
\GE) 

of stee! 
in design 
saving of 
e been de. 
» of the 
Authority 
nent 
ing in co 
thern As 
tal Meta! 
the stan 
will result 
er cent in 


SHA pro 


said 


E AGE 








PETE LARZELERE JOINS 
GILBERT & BENNETT 


I. C. (Pete) Larzelere has 
joined the sales organization of 
The Gilbert & Bennett Mfg. Co., 
342 Madison Ave., New York 
City, and wiil cover the greater 
portion of New York state, with 
the exception of the metropolitan 
and will 
and northern 










area, also cover 
western 
Pennsylvania. 

Mr. Larzelere began his busi- 
ness career in. 1920 with the 
Russell & Erwin Mfg. Co., New 


Britain, Conn. He was also at 


ers’ hardware department of the 
H. D. Taylor Co., Buffalo, N. Y., 


and for a short time thereafter, 


he traveled in New York state 
for the McKinney Mfg. Co., 
Pittsburgh, Pa. In 1935, Mr. 


Larzelere became associated with 
the Wickwire Spencer Steel Co. 
and remained with that company 
until his recent association with 
Gilbert & Bennett. 


SIMPLIFIED PRACTICE 
COATED ABRASIVES 


The revision of Simplified 
Practice Recommendation R89- 
36, Coated Abrasive Products, as 
submitted to the industry on July 
27, and as modified by the ad- 
denda of October 15, 1940, has 
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the | 


part of | 


one time manager of the build- | 





been accorded the required de- 
| gree of acceptance by the indus- 
itry. It will be promulgated as of 
| December 1, 1940, according to 
| the Division of Simplified Prac- 
|tice of the National Bureau of 
Standards, and will be identified 
as Simplified Practice Recom- 
mendation R89-40. 
This revision further 
the number of stock varieties to 
| 1,755, which is less than 22 per 
|cent of the former variety. 
Until printed copies are avail- 
able, mimeographed 
this Simplified Practice Recom- 
mendation may be obtained with- 
out charge from the Division of 
Simplified Practice, National Bu- 
reau of Standards, Washington, 


D. C. 


reduces 


copies of 


G-E MAN HEADS 
LE.S. COMMITTEE 


A. F. Dickerson, manager of 
the General Electric Lighting Di- 
vision at Schenectady, N. Y., has 
been named chairman of the 
street and highway lighting com- 


| mittee of the Illuminating En- 


gineering Society. He has served 
that organization as a director 
and as a member of various com- 
mittees. 

Mr. Dickerson is also chairman 
of the Street and Highway Safety 
Bureau of the National Electrical 
Manufacturing Association. 


James Stewart, M- 
G-M star, is shown 


in front of his 
father’s hardware 
store in Indiana, 
Pa. His father, 
Alex M. Stewart, 
has the _ largest 
paint and _ hard- 


ware store in that 
town of 7,000 pop- 
ulation, and _ the 
paint department 
alone does an an- 
nual business of 
$15,000. Jimmie 
was named for his 
grandfather who 
founded the busi- 
ness in 1853. AL- 
though Jimmie 
Stewart helped for 
some time in the 
store, he decided 
his was the life of 
an actor. 


(Photo courtcsy Sherwin-Williams Co.) 


| ing features are not found 








YOU CAN’T FIND THIS 
IN ANY OTHER BLADE! 










The new STAR Unbreak- 
able Special Flexible Hack 
Saw Blade is different from 
every angle — its outstand- 











in any other blade, yet it 
sells at no advance in price. 







i « PERFORMANCE 


Extreme flexibility with outstanding 
toughness result from the use of a 
new kind of steel and heat-treat- 
ment. It is guaranteed unbreakable 
in use in a frame—no b'‘ade loss 
due to bending, twisting, or cramp- 
ing. It is a flexible blade with the 
advantages of an all-hard blade— 
lasting cutting qualities with no 
teeth strippage. 






y & METALLIC FINISH 


For the first time a tungsten blade 
is colored all over—not only with a 
protective (patented) metallic finish 
to prevent rusting, but in a distinc- 
tive green color to provide immedi- 
ate customer identification and 
sales display value. Every green 
blade must be a STAR Tungsten 
Blade. 





COMPLETE SPECIFICA- 
e TIONS PLAINLY MARKED 


For the first time on any tungsten 
blade the length, number of teeth, 
type, make, thickness and width 
are plainly stamped in clear mark- 
ing. This helps in proper blade 
selection in use—as well as when 
selling. 








4. FASTER TURNOVER 


Here is a new blade, unsurpassed 
for flexibility and toughness, with 
an improved finish, having clear 
marking, and packed* in the exclu- 
sive STAR modern metal box lith- 
ographed in colors—no wonder we 
can say it sells faster and easier. 






STAR pioneered with the first 
“Moly” blade with the all-over 
copper finish—now STAR leads 
with the first tungsten blade with 
an all-over green finish. 


id 




















CLEMSON BROS., INC, MIDDLETOWN, N. Y. 





HAND* AND POWER—TUNGSTEN AND “MOLY” 
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PERFECT BALANCE 





The four tight rope walkers shown above, must 
have perfect balance to successfully perform their 
breath taking act. Just as their work depends 
upon this perfect balance so does the work of 
a shoveler depend upon balance in his shovel. 
Balance in a shovel means easier handling and 
more efficiency in shoveling. A new re-designed 
socket gives to the ABW Solid Shank Shovel a 
perfect balance. The new high bend has achieved 
for this famous shovel a balance unequalled in 


any ether solid shank shovel. 


New Redesigned Socket 


To users of shovels this is an 
important development and 
one that will be welcomed by 
buyers of shovels. In addition 
to this exclusive feature ABW 
Solid Shank Shovels are equip- 
ped with the famous Shock 
Band which gives more handle 
strength to the shovel. ABW 
Solid Shank Shovels are made 
from one solid bar of steel. 





Try This Test 


Lay one of these 
new ABW Solid 
Shank Shovels on 
a table or desk, 
balance with the 
blade and socket 
projecting over the 
edge of the table, 
and the handle 
poised free of the 
table. Then tip the 
blade down to 
either side, release 
and watch the 
shovel right itself. 
This is the perfect 
balance which no 
other solid shank 
shovel has. 


HARDWARE BRIEFS 





Name and Address 


KANSAS 
Inman, 
Inman Hdwe. Co. 


MASSACHUSETTS 
Palmer, 


|W. C. Ring Hdwe. 


| MICHIGAN 
Escanaba, 
Cookson-LeRoy 
| Hdwe. 


VEBRASKA 


| Oxford, 
Ely Hdwe. Co. 


| PENNSYLVANIA 
| Millersburg, 

| Millersburg Hdwe. 
| Co. 


| TENNESSEE 

| Chattanooga, 

| Crisman Hdwe. Co., 
511 Market St. 


| VERMONT 
| St. Johnsburg, 
The Peck Co. 


| WASHINGTON 
| Bellevue, 


Key Lumber & Hdwe. 


| Co. 
Colville, 


| 

| Morton, 

Morton Hdwe. Co., 
| Inc. 

| Seattle, 


| Campbell Hdwe. & 
| Supply Co., 
108-110 First Ave. 


| WISCONSIN 
| Almond, 
Omro, 
| Calkins Hdwe. Co. 
| Waupun, 
| Blow & Mielke 


Feature 


Now located in new building 
on west side of Main St. 


Has been reopened as The 
Palmer Hardware Store and 
is under new management. 


Mrs. Bertha Cookson and 
Everett Cookson have  pur- 
chased the interest of Mrs. 
Grace LeRoy. The business 
is now known as the C-L 
Hdwe. Co. 


A new business. 


Damaged by fire. 


Has opened new sales and 
electric appliance demonstra- 
tion rooms in a new building 
addition. 


Has opened a new store at 
100 Railroad St. 


Has opened a new hardware 
division. 


New hardware store in quar- 
ters of the former Carter 
Hdwe. & Impl. Co. 


Under new ownership. 


Will open a new branch store 
at 2726 First Ave., S., Seattle. 


Has been sold. 
In new location. 


Carl Mielke has hold his in- 


terest in the business to 


Harold M. Blow. 


Owner or 
Manager 


Ransom E. 
Ely and Mil- 
ford McCar- 


ty. 


Gilbert A. 


Long 


Fred & Verne 
Denson, new 
owners, 


F. R. Perry, 


new owner. 


Willis 


kins 


Cal- 











CREDIT MANUAL OF 

COMMERCIAL LAWS 
The National Association of 
| Credit Men, 1 Park Ave., New 
York City, has published the 
1941 edition of its Credit Manual 
of Commercial Laws, a volume of 
| 800 pages which is available at 


conditional _ sales; 
chattel mortgages; lease con- 
tracts, etc.; collections, insol- 
vency, public work; Federal reg- 
ulations; forms, and a complete 
24-page index. One of the new 
features is a complete discussion 
of the Sales and Use Taxes in 
the several states with a com- 
$6.50. This new book, the 33rd plete table showing the impor- 
| annual added | tant features of those levies. The 
feature of a thumbnail index so| new Excess Profits Tax just 
as to provide ready reference to | passed by Congress is summar- 
eight important divisions. These | ized by an authority in the ac- 
secured ' counting field. 


| contracts; 


Ask your Jobber 
W ABW PRODUCTS | 


Shovels Rakes 
A M E Ss Spades Post Hole 
ince Scoops Diggers | 
& Forks Agricultural 


1 7 7 4 Hoes Handles 


| Ames BALDWIN WyomINnG Co. 


PARKERSBURG, W. VA. . NORTH EASTON, MASS. 





edition, has the 





are: contracts and sales; 
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GIBSON INTRODUCES 1941 MODELS 


AT CONVENTION IN CHICAGO 


At the recent convention held | standard dropped-down freezing 
n Chicago, Ill., one of four re-| units and five models with the 
sional conventions sponsored an- | “Freez’r Shelf”. 


Electric 
Greenville, 


nually by the Gibson 


Refrigerator Corp., 


Mich., F. E. Basler, general sales | 


manager, stated that retailers are 
primarily interested in increased 
dollar profits and that’s where 


Gibson’s sales increase out- 


stripped the industry’s increase | 


is a whole by 80 per cent in 


1940. Mr. Basler pointed out that | 
this was the fourth consecutive | 


vear that the company’s increase 
had exceeded the increase of the 
industry. 

C. J. Gibson, president, and 
L. W. Hamper, vice-president of 
the company told the meeting of 
the plant improvements that had 
been made to handle the pro- 
duction increase and described 
some of the new machine and 
tool equipment that has been 
added. Then Mr. Basler pre- 
sented the new 1941 refrigerator 


The two standard models are 
the No. C-631 with a suggested 
list price at the factory of $89.95 
and the No. CU-631 with a sug- 
gested factory list of $109.95. 
The “Freez’r Shelf” models start 
with Model F-671 at a suggested 
factory list of $129.95. Other 


| “Freez'r Shelf” models with their 





line of seven models, two | 3885, 





suggested list prices are No. 
F-6721 at $139.95; Deluxe Model 
No. F-681 at $159.95 and Super 
Models, No. SF-691 at $199.95 
and No. SF-791 at $219.95. Also 
apartment 
house “Freez’r Shelf” models, the 
3 cu. ft. No. A-331 at $109.95 and 
the 4 cu. ft. No. A-471 at $129.95. 

Mr. Basler reviewed 1940 range 
sales at the afteinoon program 
and Earl Nobles presented the 
1941 line of four ranges at 
$99.95. $129.95, $169.95, and 


continued are the 


Presenting 1941 models at the Chicago convention of the Gibson 

Electric Refrigerator Corp. were, upper left, C. J. Gibson, presi- 

dent; upper right, F. E. Basler, general sales manager; lower 

Stephens, sales promotion manager, and lower right, 
.. W. Hamper, vice-president. 


left, J. L. 
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LOOK! 


There’s a difference 
between boiled oil 
and cooked oil!! 

















POL MER’! 
Boted 


HAS BOTH! 


THE GREATEST CONTROL FACTOR FOR A QUALITY PAINT JOB 





Pol-mer-ik Boiled linseed oil is a blend of Cooked Oil and Boiled 
Oil, each of which brings its own distinct values to the paint job. 

Cooked Oil is actually kettle-cooked to the point of polymeriza- 
tion. The oil becomes heavy-bodied and takes on new qualities. It makes 
paint brush and level better. It creates a paint film that has finer luster, 
more beauty — and the film is more durable. It lasts longer. 

Boiled Oil is the industry name for an oil containing driers. In the 
| manufacture of Pol-mer-ik Boiled, the raw oil is heated only enough to 
make it free of moisture— then the correct 
proportion of quality driers are blended 
under laboratory control. The result is an 
oil that dries correctly—that eliminates film 
burning. 

Pol-mer-ik Boiled is packaged in factory- 
sealed, tamper-proof containers. Feature 
them in this display rack. Profit with cans. 
Eliminate the losses of bulk selling from 
drums. Write today for the merchandising 
set-up on Pol-mer-ik Boiled in Cans. 














‘ retaarers See = 
| Archer-Daniels-Midland Company Hason | 
| Dp L Building, AAI Pp it. ‘ RAL ry 
| Please send me ........ Pol-mer-ik folders | 
number | 
and the name of the nearest Jobber. 
DP RMS dia s's.nse since scdesdssanaseseeccess ] 
| SN deraca cht o4tadenaeadednded ea? | 
A SIZE FOR EVERY PAINT JOB | | 
Pints, Quarts, 1, 2, 5 gallon containers eR? ee eee Bis kcdeecacee | 
Available in Raw or Boiled Oe ea ee 
















IT$ TAKING HOLD) OBITUARIES 


DR. HERBERT A. BAKER cently. He had been identified 
Dr. Herbert A. Baker, 59, pres- | with the company for his entire 
ident of the American Can Co.. | >usiness life, having joined the 


230 Park Ave., passed Nov. 25, | company in 1880. Seven years 
later he was transferred to the 


company’s San Francisco office, 
where he remained 10 years be- 
fore returning to Fitchburg. 








DANIEL E. FARRAR 


Daniel FE. Farrar, formerly a 


INSTANT we ACCEPTANCE. traveling representative for the 


Corbin Screw Corp., New Britain, 


Conn., covering the southern ter- 
. ritory passed away Nov. 21 of a 
be heart attack at his home in Rich- 
ie mond, Va. 
WATERPROOF | x —_ 
ble in water after polymerization. Strenuous wet tests, . 
continuous submersion, failed to impair the glue line. George B. Pitts, Sr., 70, pres- 
WELDWOOD is not affected by dampness, salt air ident of the Clark Hardware 
or steam heat. That’s why customers desire it for eS Company of Jamestown, N. Y., 


building, boat and furniture repairs. died in his home Nov. 27. He 

Dr. Baker had been associated | had been failing in health for 
STAINFREE ; , : with the American Can Co. and| more than a year. One of the 
WELDWOOD Plastic Resin GLUE is colorless upon | subsidiary companies since 1906. | city’s best-known merchants, he 
yey one she nt wood m3 ae nee and | Four years after entering the|had been identified with the 
ee See eee See as “aac | company in 1910, after service | Clark Hardware for 42 years. 
| with subsidiaries, he was made | He entered its employ as a book- 


der fine work demands WELDWOOD GLUE. 


ROT FREE 


chief chemist with headquarters | keeper and was admitted to 
Because WELDWOOD GLUE contai : in New York City. In 1918 he | partnership in 1897. 
matter it is not nh to — tea itiaka cm, | was made district sales manager, Mr. Pitts was prominent in 
not breed or survive in a WELDWOOD glued joint. packers’ can sales, at Chicago | civic, church and social activ- 
That’s why they’re asking for WELDWOOD for and remained there until 1932 | ities. He was at various times an 
permanent jobs. when he was made vice-president | elder, deacon and trustee of the 
TREMENDOUS STRENGTH | in charge of sales with head-| First Presbyterian Church of 
| quarters in New York City. Jamestown, one of the organiz- 
No tests even under pressures of over 1200 pounds Dr. Baker leaves his widow | ers of the Jamestown Chamber 
to the square inch (standard test 250 Ibs.) have been and two daughters. of Commerce in 1915, a director 
able to show glue line failure. WELDWOOD is “the oh tha Bank of lematewn, bor- 


| 

glue that does not know its own strength,” and every 

customer wants an everlasting glue. a member of the Board of 
' CLAUDE V. MCNAMARA Education, director of the Y. M- 


Saatece ain: havc ioe, | Clttte, ¥- MeNamara, sales |S Mason pantatons He wes 
is a one-part plastic glue, P sentative for The S , what ee 
packaged in powder form, that mixes with cold tap | Campion, ~ tong ali a _—— . 9 HarpwarE AGE 
water and is instantly ready for use—no heating—no | York, New Jerecy and costern ifty-Year Club. mr 
hardener—no fuss or bother. (Also makes a work- | Pemnssidete. Mek ies. H. Me. He is survived by his wife, two 
able wood putty.) y Bong daughters and a son. 

McNamara was affliated with 


ORDER THRU YOUR JOBBER The Savogran Company for the 


Write for full particulars on FREE dealer helps. | past four years. 








HANDSOMELY PACKAGED FRANK B. HAMERLY 


Eye appealing cans in impelling Display Cartons. Hand- 
book FREE in every 25¢ and larger cans. RETAILS: No. Frank | 
10, 1% oz, 1c; No. 25, 3% oz, 25c; No. 50, 8 oz, 50c; P mine _B. Hamerly of Aurora, | 
No. 100, | Ib., 85c. vice-president of the Independent 


NATIONALLY ADVERTISED Pummnatie Tool Co., Chicago, 

died Nov. 17 of a heart attack | 

while inspecting the company’s | 

UNITED STATES PLYWOOD CORP. plant at Los Angeles, Calif. Mr. | 
Executive Offices: Hamerly was 53 years old. 

616 West 46th Street New York, N. Y. 


te pee 


DW. lS.) w T. F. HOWARTH | 
\ as T. F. Howarth, 77, vice-presi- 


dent of the Simonds Saw & Steel | 
Co., Fitchburg, Mass., passed | 
away at his home in that city re- | GEORGE B. PITTS, SR. 
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ALBERT KRUPP 


\lbert Krupp, 68, president of 
the Krupp Hdwe. Co., Toledo, 
Ohio, for the past 30 years, 
passed away Nov. 27. He founded 
the business as the Mertes & 
Krupp Co. 40 years ago but with 
the death of his partner, a year 
later, Mr. Krupp had operated 
the store alone. Prior to opening 
his own business, Mr. Krupp had 
been employed by the Stollberg | 
Hdwe. Co. for 10 years. 

} 





FRANK B. MARKLE 
Frank B. Markle, 72, vice- | 


president of the American Na.- | 
tional Insurance Co., died at his | 
home in Galveston, Tex., Nov. 14. 
He was also secretary-treasurer | 
of the American Printing Co. and | 
a director of the Security Na- | 
tional Fire Insurance Co. 


JOHN H. HAHN 


John H. Hahn, 57, proprietor 
of the Hahn Hdwe. Co., Sauk | 
City, Wis., for 29 years and | 
former village president, passed | 
away recently. His widow and 
two sons, Allen of Equador, 
S. A., and John, Jr., of Sauk City, 
survive. 

: 
S. R. SLAYMAKER | 

S. R. Slaymaker, chairman of | 
the board and former president | 
of the Slaymaker Lock Co., | 
passed away Nov. 29. Mr. Slay- 
maker was 74 years old and 
death came after a long illness. 

Mr. Slaymaker was an engi- 
neer as well as a business ex- 
ecutive. He had been in the engi- 
neering department of the Penn- 
sylvania Railroad and later was 
a director of the Lancaster & 
Eastern Railway Co. and of the 
Christiana & Coatesville Street 
R. R. Co. He was also former 
chief engineer of the Pennsyl- 
vania Traction Co. and during 








8. R. SLAYMAKER 
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the World War had served as a 
member of the Federal Fuel 
Commission directing defense 
work in the hardware industry. 


| 
RUDOLPH ANDRES 


Rudolph Andres, 79, senior 
partner and founder of the 
Andres Hardware, Tomah, Wis., 


RUDOLPH ANDRES 


passed away Nov. 19. Mr. An- 
dres, a member of the HARDWARE | 
Ace Fifty Year Club, began his | 
hardware career in 1886 at Tun- 
nel City, Wis. That business was 
discontinued in 1909 and Mr. 
Andres with his son, Frank G. 
Andres opened another hardware 
store in a new building which 
they had built at Tomah. 
Mr. Andres was also vice-pres- | 
ident of the local Farmers and | 
Merchants Bank since it was | 
organized about 30 years ago. 


ARMY TO RECEIVE SKIING 
EQUIPMENT 
(Washington Bureau 
of HARDWARE AGE) 

The award of War Department 
contracts totaling $82,691 for ski 
and snowshoe equipment will 
enable the Army to inaugurate | 
this winter instruction in skiing | 
and maneuvers in deep snow. | 
Two divisions to be inducted into | 
service too late for extensive win- 
ter training will be given equip- 
ment for recreational skiing and 

snowshoeing. 

In Army parlance a complete 
ski outfit consists of one pair of 
skis, one pair of poles, one pair | 
of ski boots, one pair of ski 
trousers, two pairs of heavy 
socks, one parka and one cap. A 
complete snowshoe outfit consists 
of one pair of snowshoes, one 
pair of moccasins, three pairs | 
heavy socks, one pair trousers, 
one jacket or wind breaker, one 


} 
cap and a pair of heavy mittens. | 





Wroedht Sted Screen Door Sets 


GRIFFIN 


HINGES 


AND WROUCHT STEEL 


HARDWARE 





" NO.1925 
Wrough! Stee! Goroge Hordwore 


Quality Products Manufactured Since 1899 





Manufacturing Compuny 





AGENTS 





PENNSYLVANIA 





61 














Heres a PROFIT 
ITEM You've BEEN 
WAITING FOR... 





TO SELL 
THE SMALL 

°2,500 
HOME OWNER 








FOR CIRCULAT- 
ING HEAT IN 
THOSE COLD 

ROOMS 








FOR USE WITH 
ANY WOOD, COAL, 
GAS OR OIL. 
SPACE HEATER 





> 


@ No matter what kind or make of space heaters you sell, 
the Skuttle Air Mover is a “natural” to sell with them. This 
unit gives the small home owners the big home luxury of circulated 
heat at a price they can afford. Just think, they don’t have to buy 
a new heater. They merely install the Skuttle Air Mover directly 
above their present unit in the attic and direct the ducts (6" 
insulated stove pipe) to the rooms they wish to heat. [t's as simple 
as that! Note the cross section view of house illustrating a typical 
installation. Not only will this unit circulate heat in the winter, 
but it will also circulate cool air in the summer by merely connecting 


the unit so that the warm air is 
blown out of an attic window. AY 7 i 
AIR movER 


Builders, too, have found the Skuttle 
UTTLE Sales COMPANY 


Air Mover ideal for use with heaters 
TULL 


for utility room installations. For 
information and prices see your local 
jobber or write us direct. 
999 FRANKLIN ST. e _¢ DETROIT, MICHIGAN 








copa Sk 


















CROSLEY DISTRIBUTORS 





GET 


GOOD REPORT ON 1941 PROSPECTS 


More than 200 distributors and 


| ley ranges, washers and ironers 


executives of their organizations | was also announced. These were 


heard an encouraging report of | 
business prospects for 1941 at | 
the national distributor conven- 
tion of the Crosley Corp., Cin- 
Ohio, which opened for 
a two-day the Taft 
Theater, that city, Dec. 2. Robert 
I. Petrie, vice-president and gen- 
eral sales manager, reported that 
in the past 60 days more than 
1600 new radio dealers had been 
added to the Crosley organiza- 
tion, and that the sales of refrig- 
erators this fall is well ahead of 
those of the corresponding period 
of the previous year. 

The new line of Crosley re- 
frigerators was presented to the 
convention by J. F. Crossin, man- 
ager, refrigeration division, The 
Crosley Corp. “The 1941 line of 
‘Super Shelvador’ electric refrig- 
erators which we are announcing 
today has been newly designed 
and incorporates many new fea- 
tures and improvements, which 
will mean a very greatly in- 
creased business on these prod- 
ucts during the coming year,” 
Mr. Crossin stated. 


cinnati, 


session at 


| Presented by’ R. 





of Cros- 


\n entirely new line 


BROOKLYN DEALERS HEAR 
WAGES-HOURS TALK 


More than 40 members and 
guests were present at the Nov. 
14th meeting of the Brooklyn 
Hardware Association at the 
Johnston Bldg., Brooklyn, N. Y. 
Guest speakers were August C. 
Flamman, counsel to the asso- 
ciation who discussed the wages 
and hours law and Martin Tar- 
zian, dealer, who spoke on sell- 
ing electric appliances. Follow- 
ing the meeting a roast beef sup- 





per was served. 
' 


AMIS ELECTED SECRETARY 
PAINT-WALLPAPER ASSN. 


J. C. Amis has been elected 
secretary-treasurer of the newly 
reorganized Paint and Wallpaper | 
Association of Cook County, Ill., 
at a meeting held Nov. 18. This 
association is composed of retail | 
paint and wallpaper dealers and | 
its activities will be handled | 
through Mr. Amis’ offices at the | 
Chicago Merchandise Mart where | 
he makes his headquarters as 
secretary of The Chicago Retail 
Hardware Association. 

Other officers of the Paint and | 
Wallpaper Association are: presi- | 
dent, Leo E. Schroeder, Geo. 
Watson Co., 164 W. Lake St., 
Chicago; vice-president, George 





J. O'Connor, 


| manager of the range, washer 
| division of Crosley. 
’. T. Wallace, who heads 


Crosley’s radio division, reported 
on increased sales of Crosley 
radios, radio-phonograph com- 
binations and recording sets. He 
discussed the radio market and 
outlined the company’s radio 
merchandising program for 1941. 

The general advertising pro- 
gram of the company was pre- 
sented by L. Martin Krautter, 
Crosley advertising manager. He 
was assisted by Roy S. Durstine, 
president, Roy S. Durstine, Inc.. 
New York, Crosley advertising 
counsel, and H. G. Little, agency 
account executive. 

The convention was opened by 


an address of welcome to the 
distributors by Powel Crosley, 
Jr., president, The Crosley Cor- 
poration. 


Raymond C. Cosgrove, 
president and general manager, 
the manufacturing division, told 
of the company’s general pro- 
gram for 1941 and its plans for 
greatly increased sales on all 
products during the coming year. 


vice 


Warner, Warner Paint Co., 418 
S. Wabash Ave., Chicago, and 
directors: A. Huttner, Figatner- 
Scott Co., 4341 W. Madison St.; 
Roy H. Ekstrand, Ekstrand Paint 
& Supply Co., 5219 N. Clark St.; 
Richard Koretz, Adolph Koretz 
Co., 3319 N. Marshfield Ave.;: 
O. E. Carlson, Oscar E. Carlson 


& Co., 5546 Milwaukee Ave.; ( 
L. Schroeder, C. L. Schroeder & 
Bros., 1017 Belmont Ave., and 
Thomas P. Dee, John E. Rocke 
fellow, Inc., 4321 S. Cottage 
Grove Ave. All are located in 
Chicago. 





g. C. 


AMIS 
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WILLIAM 8S. HILL 


W. S. Hill Elected 
To Congress 


William S. Hill, Fort Collins, 
Colo., has been elected to Con- 


gress from the Second District | 
of Colorado. Mr. Hill for many | 


years has made legislation and 
politics his hobby and has 
worked on the legislative com- 
mittee of his trade organiza- 
tion, the Mountain States 


| is defined as “the manufacture 
| of culinary, household, and hos- 
pital utensils of sheet iron or 
sheet steel coated with vitreous 
enamel.” This definition, it was 
explained, covers all occupations 
in the industry necessary to the 
production of the specified arti- 
cles, including clerical mainte- 
nance, shipping and selling. It 
does not cover employees of in 
dependent wholesalers, or manu 
| facturers who are engaged exclu- 
sively in marketing and distribut- 
ing products of the _ industry 
which have been purchased for 
resale. 

Other members of the commit 
| tee are Thomas L. Norton, pro- 
| fessor of economics, University 
| of Buffalo, chairman; Dr. Frank 
| Lewand, assistant professor of 
| economics, Catholic University: 
| Harold J. Ruttenberg, research 
| director, Steel Workers Organiz- 
ing Committee, Pittsburgh; and 
‘John D. Tuttle of the Interna- 
tional Council of Fabricated 
Metal, Culinary, Dairy, Gasoline 
Utensil and Enamelware Work- 
ers, Canton, Ohio. 





NORGE DISTRIBUTORS TO 
PREVIEW 1941 MODELS 


Hardware and Implement Asso- | 


ciation. He has served two suc- 
cessful terms in the Colorado 
legislature and then declined to 
run for reelection. Besides serv- 
ing as chairman of the hard- 
ware association legislative 
committee, he took the lead in 
organizing the Colorado Retail- 
ers’ Association, devoted to leg- 
islative protection, and is a di- 
rector of the American Retail 
Federation. 





SEEK MINIMUM WAGES FOR 
ENAMEL UTENSIL INDUSTRY 
(Washington Bureau 
of HARDWARE AGE) 

Howard Fawcett, president of 
Republic Stamping & Enameling 
Co., Canton, Ohio, and E. G. 
Gardner, vice-president, National 
Enameling and Stamping Co., 
Milwaukee, Wis., have been 
named employer representatives 
on a six-man committee appointed 
under the Fair Labor Standards 
Act to recommend minimum 
wages for the enameled utensil 
industry. 

Wage-Hour Administrator 
Philip B. Fleming estimated that 
23 manufacturers in the industry 
employ about 9000 workers, of 
whom approximately 1000 are 
said to be receiving less than 
40c. an hour. The minimum rate 
fixed by the wage-hour law at 
present is 30c. an hour. The 
highest rate the committee can 
recommend is 40c. 


Norge distributors from all 


| over the United States will jour- 


ney to Detroit in mid-December 
to preview the 1941 models of 
the “Rollator” refrigerators and 
to participate in a series of sales 
and merchandising conferences 


| with factory executives of the 


Norge division, Borg - Warner 
Corp., Detroit, Mich. 

A departure from the distrib- 
utor conventions of former years, 
the sales conference plan will 
bring the distributors to head 
quarters in a number of groups, 
large enough to insure exchange 
of ideas but small enough to al- 
low adequate time for confer- 
ences between individual distrib- 
tors. and Norge executives. 
Norge 1941 models will be 
shown, and merchandising plans 
will be outlined, to each groun 
as a whole. 

Another feature of the plan is 
a series of two-day sales clinics 
for wholesale salesmen and sales 
managers who accompany their 
distributors to Detroit. The sales 
clinics will be conducted simul- 
taneously with the distributor 
conferences and will be repeated 
for each distributor group. 





POT AND KETTLE NEWS 
The Seattle Pot & Kettle Club 


is foregoing its annual dinner- 
dance in favor of a New Year’s 
party. Joe Parker is now making 
plans for the affair, about which 
further details will be announced 





The enameled utensil industry | 


later. 




































































































For more than 39 years, we have constantly 
strived to serve the merchants of America 
in a sincere, conscientious, helpful way. 
And through all these years, we have 
won thousands upon thousands of valued 
friends. May we extend the greetings of the 
Season to each and every one of you, and 
hope that you may enjoy happiness and 
success for many, many more years to 
come. . 









































Visit our Display and see our fine new 1941 line of y 
Household Metalware at the Housewares Exhibit y 
in Chicago on January 5th to 10th. DeLuxe Ware 
will be shown in Room 941W at the Palmer House. 


SCHLUETER MFG. CO., ST. LOUIS 
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SULLIVAN, EXEC. V.-PRES. 
OF AMERICAN CAN CO. 


M. J. Sullivan, formerly vice- 
president in charge of the Pacific 
Coast district of the 
Can Co., New York City, has 
been made executive vice-presi- 
dent and will make his 
quarters at the company’s gen- 
eral offices, 230 Park Ave., New 
York. 


REMODELED QUARTERS 
FOR CONNELLY CO. 


During the week of Nov. 10, 
the F. B. Connelly Co., Seattle, 
Wash., distributor of electrical 
appliances, radios, and _ house- 
wares, held Open House on the 
occasion of the formal dedication 
of its newly remodeled and en- 
larged quarters. The Seattle 
Connelly establishment is located 


at 1015 Republican St., where | 


American | 





| 


head. | 


the display room is a full half | 


block in length. The ground 
floor is built on four levels with 
connecting ramps. 

This year marks the company’s 
58th year in business. Other 
quarters are in Portland, Ore., 
and Great Falls and Billings, 
Mont. F. B. Connelly is presi- 
dent of the company. Other offi- 
cers of its Coast operations are: 
vice-president, Kenneth Connelly ; 


secretary, Frank Porter, and 
treasurer, R. O. Driesbach. H. A. 
Thomas is sales manager, M. E. 
Kronmeyer, purchasing 
Albert Witte, store 


the states of Washington and 
Oregon and Alaska, with eight 
valesmen traveling that territory. 
OFFICERS FOR MASS. 
HARDWARE DISTRIBUTORS 


The following officers of the 
Massachusetts Hardware Distrib- 
utors, Inc., 535 Albany St., Bos- 
ton, Mass., have been reelected: 
president, Hyman Siegel; 


surer, Barney Gittes, and clerk, 
George J. Levy. 


DETROIT REX IN NEW 
CHICAGO OFFICE 


The Detroit Rex Products Co., 
Detroit, Mich., manufacturer of 
degreasing machines, solvents, in- 
dustrial alkali compounds and 
dry cleaning equipment, has 


agent, 
manager. | 
| The company’s activities embrace | 
| in Milwaukee 


vice- | 


resident, Samuel Diamond; trea- | 
: | 18. Buford Mullin was elected 


| chosen secretary-treasurer, R. H. | 


| man of the board. 


moved its Chicago office to larger | 


quarters at 1166 West Cermak 


Rd. S. Crooks, regional man- 
ager, states that in connection 
with these new modern offices 


there will be an equipment dis- 


play room and complete ware- | 
house facilities where stocks of | York territory. 


| degreasing solvents and alkalies | 


Dealers... 


will be maintained for quick de- 
livery in the Chicago region. 


The midwestern states are all | 


served from the Chicago office 


as a control center with branches | 


and 
Stocks of solvent are also car- 
ried in these branch offices for 
prompt out-state delivery. 


ZIEGELMEYER HEADS 
DALLAS, TEX., CLUB 
J. E. Ziegelmeyer was elected 
president of the Dallas Hard- 
ware and Implement Club at the 
annual banquet evening of Nov. 


vice-president, H. C. Rast was 


S. Henderson was named chair- 
Other board 
members are Jas. Warren and 


R. P. Lehr. 


CHICAGO PAINTS, INC. 

TRANSFERS R. C. JONES 

Richard C. Jones has been 
transferred to cover the state of 
Indiana for Chicago Paints, Inc., 
4500 W. 14th St., Chicago, II. 
Mr. Jones, a sales representative 
of the company since 1924 for- 
merly covered the greater New 


St. Louis. | 








COLUMBIA STEEL MOVES 
WIRE ROPE, FENCE PLANT 
The Columbia Steel Co., sub- 
sidiary of the United States Stee! 
Corp., will remove its wire rope 
and fence manufacturing plant 
from San Francisco to Pittsburg, 


| Cal., where it will be consoli- 


dated with the company’s mill. 
On the San Francisco site a stee! 


| warehouse with 250,000 sq. ft. of 








storage space will be erected. 

The removal of the wire rope 
and fence plant was occasioned 
by the Navy’s recent acquisition 
of Columbia’s Rison plant, in 
another part of San Francisco. 
This has been used recently only 
as a dock and for storage space. 

NEW JERSEY SALESMEN 

HEAR CREDIT TALK 

At the recent meeting of The 
Hardware and Allied Travelers 
Association held at the Robert 
Treat Hotel, Newark, N. J., the 
guest speaker was A. G. Dunn 
of the Cook & Dunn Paint Co.. 
Newark, N. J., who discussed 
credits. Mr. Dunn defined the 
three “C’s” of credit of dealers 
as character, capacity, and capi 
tal and remarked that wholesal- 
ers and manufacturers need: 
must be bankers in order to put 
dealers on a competitive basis 
with the chains. 
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MAYFtELEOW®FE BR 


Eleetrice Refrigerator 
Distributors Here's a line exclusively for distributors. 
Full range of sizes and prices—a name 
famous in refrigeration since 1920. Some 
available. 
preview of the 1941 Mayflowers in room 
1030W- Palmer House. Jan. 5-10. 


Mayflower is built and priced to make you 
money. You get selling help without high 
Style, quality, beauty, features 
and value that make sales easy and profit- 
able. See your Mayflower distributor now. 
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GALESBURG 
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Government to Make Mass Purchases 
Of Household Equipment Items 


(Washington Bureau 
of HARDWARE AGE) 

Mass purchases of household 
equipment, including refrigera- 
tors, cook stoves, hot water heat- 
ers and other items, is contem- 
plated by the Government under 
the national defense housing pro- 
gram. Preliminary negotiations 
already have been instituted by 
the procurement division of the 
Treasury Department on_ the 
theory that centralized purchases 
will assure low prices through 
large volume buying. 

Acting at the request of the 
Federal Works Agency, the or- 
ganization designated to direct 
construction of defense housing 
projects expected to total nearly 
$200,000,000, the procurement di- 
vision has sent specifications to 
manufacturers, inviting price 
quotations on items in lots of 
1000. 

Other items on which quota- 
tions have been asked include 


No public opening of quota- 
tions is planned, but on Nov. 12 
price schedules and other re- 
quested information were sub- 
mitted. Contracts are expected to 
be let on a negotiated contract 
basis. Reports were that the cen- 
tralizing buying plan may be 
abandoned and the job turned 
over to private contractors if 
prices quoted are not regarded 
as satisfactory. 

Initial purchase of household 
equipment for a minimum of 13,- 
000 dwellings is contemplated ac- 
cording to the procurement divi- 
sion’s announcement, although it 
is understood that this number 
may be expanded to include 25,- 
000 and possibly 50,000 units, de- 
pending upon the price quota- 
tions. 

Construction of the defense 
housing units has been author- 
ized by the War Department. 
Army dwellings will be the first 
projects to be constructed under 





bath tubs; combination kitchen 
sinks and trays; lavatories; medi- 
cine cabinets; space heaters; fur- | 
naces; range boilers; broom, wall | 
and base cabinets; and brass fit 
tings. Manufacturers also have | 
been asked to supply data on 
maximum monthly 


production, | 


the projected program. 


AMERICAN-MARIETTA CO. 


|EXPANDING AT KANKAKEE 


The American-Marietta Co., 43 
E. Ohio St., Chicago, Ill., has 
started construction at its Kan- 


proportion of production which | kakee, Illinois, plant of two new 
can be delivered to the Govern-| buildings to handle the increas 
ment; date preduction can start: | ing demand for the company’s 


and the number of items which 
can be stored by manufacturers. 


“Starline Dan” 


Appearing in all advertising of | 
Starline, Inc., Harvard, IIl., is | 


a new character, “Starline Dan, | 


Man, | 


the Barn Equipment 
Saves You Money on Every 
Plan.” This character was de- 
signed to characterize the ser- 
vices of the Starline field men 
who work with dealers, con- 
tractors, and farmers. 





1940 





DECEMBER 12, 





|is a 


products. The buildings are part 


| of a $200,000 modernization and 


expansion program at Kankakee 
that was begun about a year ago 
and is designed to carry over a 
period of 18 months. The figure 
includes buildings, equipment 
and improvements. 

One building is to house a new 
varnish and_ synthetic — resin 


| laboratory. The latest and most 


modern research and __ testing 
apparatus will be included in 
its equipment. The second unit 
three-story extension of 
heavy mill construction, to the 
plant’s main building. It will be 
used for the manufacture of roof 
coatings, thus séparating this 
division from all other manufac- 
turing operations. 


METROPOLITAN HDWE. 
BANQUET, JAN. 30 


The 31st annual banquet of the 
Metropolitan Hardware Associa- 


| tion, New York, will be held Jan. 
| 30, 1941, at the Hotel Astor in 


New York City. Tickets are $5.00 
and may be obtained from the 
association’s secretary, Ralph 5. 


Allen, 48 W. Broadway, New 


ments. Sydney Atkinson, Brook- 
| lyn, N. Y., is chairman of the 
| banquet committee. 


York City, who is chairman of | 
the entertainment and arrange- | 


vere’s NEW PROFIT 


in SWITCH PLATES 


SELL GLO P PLATE 





‘ims NEW, revoturionary 


GLO-PLATES are made of an amazing new plastic that actually 
stores up light. GLO-PLATES are not phosphorus treated nor 
radio active. 

GLO-PLATES give your customers a real convenience, Everyone 
who sees GLO-PLATES wants them. 

GLO-PLATES will mean new profits for you. Show your cus- 
tomers these astonishing new plates. They have sold wherever they 
have been shown. 


THIS DISPLAY SELLS 


This attractive, two color counter display 
box, only 6 x 9% inches shows your cus- 
tomers at a glance the big sales points 
of GLO-PLATES. Put it to work for you, 
QUICK, 


SEND FOR FULL DETAILS 


NATIONAL PLASTICS, me. ”2nciard Suz" 
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FRED H. RAWLINGS, 
cashier of the Albany Hard- 
ware & Iron Company, Albany, 
N. Y., is 67 years of age and 
has spent over half a century 
in the hardware business. Born 
on August 18, 1873, he began 
his hardware career on March 
6, 1890, when he entered the 
employ of Maurice E. Viele 
as bill clerk. After he had 
spent one year and_ three 
months with that firm it was 
succeeded by the Albany 
Hardware & Iron Company. 
Mr. Rawlings has been iden- 
tified with this firm ever since 
in its accounting department. 
On the anniversary of his 50th 
year in the hardware business, Mr. Rawlings was greeted 
with a surprise birthday cake party which was attended 
by the officers of the company and his co-workers. W. C. 
Dearstyne, president of the company, presented him with 
a gold watch and chain and a box of cigars. Mr. Rawlings 
has always lived a quiet life and has made his home his 
hobby. And it would be difficult to find a better one. 


FRED H. RAWLINGS 


Hardware Age 
Fifty Year 
Club 


GEORGE ALBERT 
LIBBY, city salesman and 
auditor of invoices for the 
Bigelow & Dowse Company, 
Boston, Mass., wholesale hard- 
ware distributors, celebrated 
his 82nd birthday on October 
llth and his 65th anniversary 
of continuous service with the 
same hardware company on 
December 7th. Born in 1858, 
Mr. Libby entered the employ 
of the Bigelow & Dowse Com- 
pany in 1875, at the age of 17. 
He started as an office boy 
and advanced through various 
positions to superintendent 
and salesman. If his continu- 
ous service with a single firm does not constitute a 
record in the hardware business it comes reasonably 
close to being one. Mr. Libby states: “I consider myself 
fortunate in having joined a firm which has prospered 
for over a century, and I attribute my many years of 
good health and continued service to congenial business 
associates and a clear conscience.” On the completion 
of 50 years of service both Mrs. Libby and he were hon- 
ored with a three weeks’ special train land cruise to the 
Pacific Coast and the National Parks. Mr. Libby states 
that his principal hobby is golf. 


GEORGE A. LIBBY 
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Beautiful Garden Tools—With Ample “Reserve” Strength 


Geyer Modern Farm and Garden Tools are a Geyer Farm and Garden Tools outlast common 
QUALITY line with beauty and durability built Farm and Garden Tools because they have am- 
into them. They are winning new customers ple reserve strength. The big Geyer line in- 
everywhere and increasing sales and profits for cludes Rakes, Forks, Hoes, Cultivators, Seeders 
many dealers. Each Geyer Tool is made to sell and Attachments for every requirement. Send 
some other Geyer Tool when the customer needs | for Latest Catalog and Trade-prices on the com- 
one. plete line. 


GEYER MANUFACTURING COMPANY + ROCK FALLS, ILLINOIS 


TA ANY CAPACITY 
MYERS ACHIEVEMENT i= 


pL ING SPRAY GUN FOR GROWERS 
MEW, FASTER, EP EAE HO DICE THAT SELLS 







































BE SURE TO SEE THIS NEW SENSA- 
TIONAL SPRAY GUN AND THE NEW 
MYERS SPRAYERS AT THESE 
WINTER SHOWS 


Grand Rapids, Mich. — Dec. 3rd-5th 
Rochester, N. Y. — Jan. 14th-17th 
Harrisburg, Pa— Jan. 20th-24th 
Columbus, Ohio — Jan. 27th-31st 
Trenton, N. J. — Jan. 28th-31st 
Kingston, N. Y.— Jan. 29th-31st 
Worcester, Mass.— Jan. 8th-10th 
Kansas City, Mo.—Feb. 25th-27th 


























Myers Sprayers, backed by the strongest, hardest-hitting advertising and 
promotional campaign in the history of the industry, are YOUR opportunity 
for real sprayer profits in 1941. Make the most of it. Write today for the 














Myers plan. Details to responsible dealers where territory is open. 
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THE F.E.MYERS & BRO. CO. 


ASHLAND. OHIO. 
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Only Norwood has 










ALL THREE FENCES 


Mail in your lawn fence specifica- 
tions early (before the holidays) 
to assure deliveries this season. 








































































1. WOVEN LAWN FENCES 


Double scroll (illustrated) and single scroll. Silvery 
heavy, medium and light 


bright finish. 3 grades 
weight. Gates to match 














2. WELDED LAWN FENCES 


Double scroll and single scroll (illustrated). Silvery 
bright finish 2 grades heavy and light weight 
jates to match 


The new type which means 
sales and profit opportunity. 


3. MODERN CHAIN LINK 


Woven-in top and bottom cables (no top rail re 


quired) heavy 


medium and light weight 


Sold with a New 4 Point 
Merchandising Plan 


@ Knables dealer to sell Modern Chain 
Link Fence to local market of homes, 


Saves up to 25% 3 grades 
Gates to match 


estates, industrials, municipalities, 
schools. 
@ Puts dealer in position to compete on 


equal price basis. 
@ Gives dealer tools with which to esti- 
mate and quote prices right on the spot. 
@ Pays dealer a good profit without carry- 
ing stock 


for further information regarding lawn 
fence and our new merchandising plan for 


modern chain link style fence. Samples 
Free on request No obligation, of course. 


=m NORWOOD 


Made by The H. L. Brown Fence & Mfg. Co 


4426-34th Ave * Cincinnati, Ohio 











power and gravity conveyors, and 
spiral and straight chutes. There’s 
not much excuse for high handling 
costs when these mechanical aids 
are available. 

Correct space utilization is a 
matter of good housekeeping. The 
old motto “A place for everything, 
and everything in its place,” is the 
first commandment in low cost 
warehousing. Ample aisles kept 
clean and clear, adequate sorting 
lanes, and stocks arranged so that 
new articles can be stored without 
handling old ones and so that old 
stocks can be dispersed first with- 
out disturbing the fresher mate- 
rials—these are some of the cri- 
teria of efficient warehousing. 

By contrast, the inefficient ware- 
house will have three of four dis- 
similar items in one bin or tier, 
necessitating the removal of some 
articles to reach those in the rear 
or at the bottom; no definite loca- 
established for many 
they must be hunted for; 
the same type of item may be lo- 
cated in several spots; goods are 
stored in aisles and passage ways. 
while bins or bays remain empty: 
broken lots are scattered all over. 
No wonder shortages occur and 
back orders are necessary in the 
face of excessive inventories! 


tions are 
items 


They Add Up 


Heat, light, insurance, breakag-. 
supplies and pilferage are some- 
times considered of negligible im- 
portance, but they add up to im- 
pressive sums in the course of a 
year. Besides, when these thing: 
are treated lightly it is almost a 
certainty that carelessness in more 
important matters can be found 
without looking very far. Lights 
that burn when not in use, over- 
heated warehouses, excessive in- 
surable inventories, careless han- 
dling of fragile articles, misuse of 
supplies, and carrying off of handy 
tools and gadgets, may be regarded 
as unhealthy symptoms. 

The average warehouse super- 
intendent or foreman will insist he 
knows how much time is required 
to perform each function under his 
jurisdiction. This may 


may or 





Offsetting Uncontrollable Fixed Costs 


(Continued from page 25) 


not be true, but even if it is, the 
impossibility of keeping track of 
men scattered from one end of a 
building to another, perhaps on 
different floors, is obvious. 

Only through a practical con- 
trol plan can the costs of ware- 
house labor be kept in line. Labor 
requirements can be measured— 
not as accurately as a highly re- 
petitive machine or production op- 
eration, but sufficiently accurately 
to make a control plan far superior 
to guesses and estimates. Such a 
plan enables the management to 
gage the performance of workers 
and makes it possible for super- 
visors to determine accurately the 
number of employees required at 
any given time. 


Delivery Costs 


Delivery costs, at best, are hard 
to control. Those who operate 
their own fleets of trucks are espe- 
cially aware of this fact when they 
wrestle with problems of pickups. 
routing, deadhead trips, and wait- 
ing. Costs for delivery depart- 
ments seem to vary widely. This 
would be expected where topo- 
graphical conditions are different, 
but considerable variation exists 
even under similar conditions. For 
example, differences in truck oper- 
ating costs seem to range from 
7 cents up to as much as 25 cents 
a mile. 

The real danger in high delivery 
costs is the likelihood that oper- 
ating distances will be restricted to 
such an extent that profitable sales 
volume cannot be obtained. One 
operator who had the good fortune 
to acquire a manager who pared 
4 cents a mile from the delivery 
bill decided to increase the radius 
of his operations by one-third. 
The area he covered increased 78 
per cent, and with the new volume 
his profits moved up sharply. He 
could well have afforded to go 
after this additional business even 
at the old delivery costs but the 
expense had frightened him away. 

After plans for profitable opera- 
tion have been well laid and the 
necessary adjustments made to in- 
crease volume, increase gross pro- 
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' fit, or reduce expense, a means 


must be provided to perpetuate the 
result by keeping strict control 
over costs. 


Flexible Budget 


The flexible budget is the best 
method of cost control yet devised. 
Under this plan a first-hand knowl- 
edge of cost requirements is neces- 
sary, and when these requirements 
are known a given allowance is 
provided for each executive or key 
man who is authorized to incur 
expenses. The flexibility arises 
from the fact that allowances vary 
according to certain set levels of 
activity or sales volume. Ordi- 
narily the range will be from 50 
per cent to 150 per cent of normal 
or average activity. 

Allowances must be reviewed 
each month, or at the end of each 
accounting period, and adjusted 
to the forecast of activity for the 
forthcoming period. Thus, each 
executive will know how much he 
can spend for each item of expense 
during the coming month, let us 
say, and he will lay his plans ac- 
cordingly. Should volume differ 
from that anticipated, ‘the allow- 
ances are adjusted as soon as the 
difference is noted. When changes 
occur so quickly that adjustments 
cannot be made in time to keep 


costs in line for the month, then 
executives must be expected to 
make up the deficit in the follow- 
ing period. 

The trouble with most budget 
plans seems to be either too much 
reliance on past performance with- 
out proper consideration as to 
whether the allowances are inade- 


. quate or excessive, or the assign- 


ment of responsibility is not made 
to the proper individuals, and 
therefore no action is taken to en- 
force the program. Some plans 
exhibit both faults. 


Nothing Automatic 


No budget system or operating 
control plan is automatic. It must 
have the effective support of top 
executives who will see to it that 
the plan is observed. Backsliders 
are easy to catch; the cost columns 
show them up. 

Planning for profits, let it be re- 
peated, must begin with an objec- 
tive. That objective, of course, is 
a reasonable return on invested 
capital. The successful executive. 
whether he does it consciously or 
not, regards profit as his first item 
of expense. It is a liability which 
continues to accrue until it has 
been earned and paid to the owner 
or stockholders who have invested 
their money in the business. 





YULETIDE SPORTING GOODS 








Plenty of merchandise was shown in this Christmas display of 
sporting goods of the Wakeford Hardware Co., Chicago, IIl., but it 
was so well arranged that there was no suggestion of crowding. 
There are sporting goods to fit every season of the year with 
particular emphasis on those used during the cold season of the 
year. The decorative background adds the Christmas atmosphere. 
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TRAIN YOUR CLERKS 
FOR INCREASED SALES 
IN BUILDERS’ HARDWARE 


Let an expert 
show ambitious 
men how to in- 
crease _ their 
value, build 
sales, and 







earn 
promo- 
tion. 





Good builders’ hardware men are 
scarce! Ambitious young clerks who as- 
pire to make themselves more valuable 
to their employers, increase their selling 
ability and earn promotion can best suc- 
ceed by training themselves to be com- 
petent Builders’ Hardware Consultants. 

In this book, written by an expert with 
30 years’ experience in the field, any 
young man can learn at home all phases 
of properly fitting and selling builders’ 
hardware, how to turn builders’ hardware 
purchasers into steady customers for all 
other hardware needs, etc. 

Your clerks should have this book. They 
will become more valuable to you and to 
themselves by reading and studying it. 


inthe 
ie oO er 


te aod 


me 
py LT ae 


tub llth<d by WAROWARE, AGE > 





Over 600 illustrations 
220 pages—Size 8'/2x11'/2" 


ORDER YOUR COPIES NOW! 


HARDWARE AGE 12-12 
100 East 42nd St., New York, N. Y. 

Send me copies of "TAKING THE 
MYSTERY OUT OF BUILDERS' HARD- 
WARE" by Adon H. Brownell. | will pay 
postman $3 each, plus a few cents postage. 
(Canada and Foreign Countries $3.50.) 





NAME 
| ADDRESS 


CITY STATE 


(] Check here if you enclose payment, In 
which case we pay postage. 
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A WISE man wrote: 


“Genius is the capacity for taking 
infinite pains.” 

Another wise man wrote: “For 
the lack of a nail the shoe was 
lost; for the lack of a shoe the 
horse was lost; for the lack of a 
horse the rider was lost; for the 
lack of the rider the battle was 
lost.” 

Every man of long business ex- 
perience knows that nothing is 
“small” because great events often 
hang on apparently trivial things. 
Think over your own past life and 
recal! how apparently very little 
things had a determining far- 
reaching influence on subsequent 
events! 

I know of an instance when a 
man lighted a cigar and started 
through a revolving door. His 
cigar went out. He returned to 
the hallway to get another light. 
Lighting up, he went through the 
door again and met a man he had 
not seen for several years. If his 
cigar had not gone out he would 
have missed this man in the pass- 
ing crowd. They shook hands and 
stopped to talk. This talk resulted 
in the purchase of a small business 
that today is worth a million dol- 
lars. This business has made a 
number of rich men. 
them do not even know that their 
good fortune was caused by the 
draft in a revolving door! 

A member of a school board in 
a small town advertised for a wo- 


Some of 


man teacher. He received 27 ap- 
plications by letter. He went to 
the office of a friend, dumped the 
letters on his desk and said, “Now 
you pick out the teacher.” The 
friend sorted out the letters as he 
read them. He set aside three as 
the best. “It’s one of these,” he 
said. “Pick out one of the three,” 
said the school trustee. The friend 
did. He liked the hand writing. 
She was employed. Two years 
later she married the school trus- 
tee. They now have several chil- 
dren. It is now a family joke 
the picking out of the letter! 


Trivial Incidents 


The history of the world is full 
of stories of how some apparently 
trivial incident has completely) 
changed the course of national, 
and even world-wide events. Our 
own history is full of them. Great 
trials have been decided often by 
some little slip upon the part of 
attorneys. Wills have been de- 
cided by their punctuation! But 
in this article | am just recalling 
some of the incidents that I know 
about—‘“small things” that I know 
to be true. 

Years ago at Bloomington, IIl.. 
a bright young salesman had been 
up all night sitting in a poker 
game. LEarly in the morning. 
without going to bed, he went to 
the barber shop in the hotel base- 


ment for a shave and some hot 





towels. There was an elderly man 
in the next barber chair. “You 
are up early” remarked this gentle- 
man. “Oh, yes,” answered the 
salesman. “We musn’t forget the 
early bird.” Afterwards they had 
breakfast together. The older man 
was the head of a great corpora- 
tion. He needed a salesman. He 
was favorably impressed by the 
“early bird.” He hired him and 
in later years this salesman be- 
came president of the company. 
The moral of this story is not to 
play poker, but that early birds 
often get the jobs. 

In a Western city there was a 
head of a hardware wholesale 
house who had been raised on a 
farm. He lived in a hotel near his 
office. He was always at his desk 
early. A young salesman dropped 
in at eight. “Good morning” he 
said to his boss. The next day the 
salesman came in at seven-thirty. 
There was the boss reading his 
farm paper. “Gee,” said the sales- 
man, “I will beat him down to- 
morrow.” So the next morning 
he was there at seven. But there 
sat the boss. “Say young fellow,” 
said the boss, “What do you do 
with all your fore-noons?” But 
they became friends and in later 
years this same young fellow occu- 
pied the boss’ chair and was al- 
ways an early bird. 

The elder Armour of Chicago 
once noticed a young fellow in the 
office wearing a striped red, white 
and blue sweater. He called him 
into his private office and asked 
why he wore such a sweater at 
office work. The youth replied. 
“If I dressed like all the other 
clerks you never would have no- 
ticed me.” There was something 
in the young man that appealed to 
Mr. Armour. He pushed him along 
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Just You Wait! 


for the 


\ Aladdin 
Special’ 1941-Open House Offer 


On Aladdin Vacuum Bottles and Aladdin 
Thermal Jars and Lunch Kits 


T'will Be Plenty Good! 


Remember 1940? 


Unless You Are Now Stocking This Fast-Selling, Sure Profit Line 
WRITE Your Jobber, or direct to us for Full Information. 

















Aladdin Industries, Inc., 223 W. Jackson Blvd., Chicago, Ill. 





ANOTHER MCKinyey weyast” 


a BUTT that can take the weather 







































































BRONZE | STAINLESS STEEL 

LEAVES ging Full Size AGAINST BRONZE 
BRONZE 

PIN ——— ONE OF THE 
Stainless Steel Bushings MOST PERFECT 

—— | May fe rake BEARINGS KNOWN 

STEEL LATERAL LOAD 
BUSHINGS 

Bushings 
at every bearing 

NOTHING Surface GUARANTEED FOR 

TO RUST VERTICAL LOAD A MILLION CYCLES 






McKINNEY MANUFACTURING COMPANY ° PITTSBURGH, PA. 
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1 YEARS OF DESIGNING AND MANUFACTURING GOOD HARDWARE 
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fale wh 
POULTRY 
NETTING 





NEW, FAST-SELLING poultry 
netting provides baby chick tight pro- 
tection at a NEW LOW COST. 
Combines features of close mesh fabric 
with economy of wider mesh. Appeals 
instantly to buyers. Ask your jobber 
or write direct for further information. 


INDIANA 


STCCL & WIRE CO. 





STOCK THESE FOR 
YEAR ’ROUND SALES 


Reflecting 


HOUSE 
NUMBERS 







NOMINAL INVESTMENT 


ECONOMICAL 

STOCK UPKEEP 
Heavy, rust-resisting steel, 
FRAME baked enamel finish. Not 
12° 4” affected by atmospheric con- 

ditions or salt air. 
Three inch reflecting nv- 
merals of sharp silver with 
white border, visible at 300 
Retail at feet and readable at 150 feet. 
$2.00 They will hold their brightness 
Z 4 indefinitely. 

$3.00 Wire anchor, at bottom of 


20” post, locks itself into the 
ground. 





MOUNTING 
TYPE 
Retail at $1.00 
Black enameled alumi- 
num frame is channel 
formed for inserting nu- 
merals. Holes at both ends for inserting screws for 
mounting to flat surface. 


This type sign is readily 
step-riser, tree or post. 





Size 914" x 3%" 
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Send for Attractive Trade Prices and Literature 


WESTERN CATAPHOTE CORP. 
TOLEDO, OHIO 
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in the firm. The youth made good 
al every stage. 

The years passed. Our young 
man had become head of an im- 
portant department. One day Mr. 
Armour called him in and said he 
wished to send him to Europe on 
important business for the com- 
pany. He handed him a sealed 
envelope and instructed him not to 
open it until he was on the ship. 
When opened, the envelope just 
contained a letter instructing him 
to visit certain places in Europe, 
slop at certain hotels, on certain 
dates and then move on. 

At last, the young man, closely 
following the itinerary returned to 
Chicago. He had received no 
further instructions. Reporting to 
Mr. Armour, he thanked him for a 
most enjoyable trip, but remarked 
that he felt guilty as he hadn't 
done a thing for the company. 
Mr. Armour just looked at him 
and didn’t say a word. After a 
rather embarrassing pause the 
young man remarked, “Mr. Ar- 
mour, you have been so good to 
me, I think I should tell you that 
I met a young lady and her family 
on this trip and we will soon be 
married.” Mr. Armour grinned. 
“Fine,” he said. “I thought if | 
threw you together on this trip 
nature would do the rest.” The 
family and the young lady were 
friends of Mr. Armour. | was told 
this story by the young man him- 
self on the Wabash Railroad be- 
tween Kansas City and St. Louis. 
The “young lady” was with him. 


Anticipating Wants 


E. C. Simmons, on a mining 
trip to Colorado, changed trains at 
Salida. He was called at 3:30 a.m. 
by a blue-eyed, blond-haired hotel 
clerk. But this clerk had prepared 
hot coffee and eggs for Mr. Sim- 
No one had asked him to 
do it. On his return trip Mr. Sim- 
mons hired him and he became 
front door man—received custom- 
ers in St. Louis at a salary double 
what he had been drawing as hotel 
clerk. At the front door he looked 
after the wants of visiting custom- 
ers and made an army of friends. 
He knew the art of being attentive 
and anticipating visitors’ wants. 

At a small town in Missouri, a 


mons. 





new salesman, very young, de- 
clined to sell goods on Sunday. It 
was against his religious principles. 
The dealer was surprised but said 
all right, Monday would do. On 
Monday the customer told him to 
go through his stock and make out 
his own order. The dealer thought 
a young man with “principles” 
would treat him right. This young 
fellow became one of the leaders 
in the hardware business. One of 
his rules all through his life was. 
“Remember the Sabbath Day to 
keep it holy.” He warned all his 
employees and salesmen never to 
work on Sunday! 


He Didn't Arrive 


Here’s another poker story. Tuin 
Daly, general merchant of Fllis. 
Kan., for years had bought all his 
hardware from one salesman. An 
other salesman dropped off at Ellis 
—dining town—on his way west. 
He called on Mr. Daly. No, he 
needed goods but he had a card 
from “XYZ” and would wait for 
him. Two weeks later this same 
salesman returning east, again 
used his 20-minute eating time to 
call on Mr. Daly. 

Mr. Daly remarked “This “XYZ 
was in some poker game at Salina. 
Kansas, and hasn’t called so go 
ahead and ‘make up’ your order. 
So our hero did. It took him two 
days to do it. The poker-playing 
salesman never got Tom Daly’s 
account back. At that time Walter 
Chrysler was a top-notch mechanic 
in the railroad shops in Ellis. Both 
the salesman and Walter Chrysler 
became president of their respec- 
tive companies! 

It was one of those terribly hot 
nights. At a railroad station eat- 
ing place a blonde, middle-aged 
German woman and her son of 18 
were behind the lunch counter. 
An elderly man took a stool and 
asked for a “Swiss cheese on rye” 
to take home with him. He mop- 
ped his brow with his handker- 
chief. The son, without being 
asked filled a large glass with ice 
water and passed it to the elderly 
man. A few days later this man 
dropped in and talked to the 
mother and son. He owned a small 
hotel. He was not satisfied with 
the management. The mother and 
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son were soon in the hotel business 
and made good. The older man told 
me he “figured” that the mother 
of such a thoughtful son must be 
o.k. and the son of such a mother 
must be a “safe bet.” So they are 
all happy—just a drink of water! 

To every clerk in a hardware 
store every day should be one of 
high adventure. Anything is like- 
ly to happen any day. Every liv- 
ing soul who enters your store is 
just charged with possibilities. 
Who knows what is in anyone’s 
mind? It is up to you to tap un- 
known depths of feelings and emo- 
tions, wants and desires. But when 
clerks are entirely self-centered, 
it’s a case of “ships that pass in 
the night.” The greatest loss you 
can have are the friends you have 
failed to make. 


They Make Friends 


Little things make friends. Some 
simple service, a kind word, some- 
times just an understanding smile. 
Suppose some one just happens 
to leave something in your store. 
They may not know where they 
left the article. Do you wait for 
them to come hunting for it or do 
you take the trouble to telephone! 

There’s a butcher I know who 
in a town with lots of competition 
has built up a fine business. One 
day, while I waited, | heard him 
with a woman customer. “Now 
take this fine, tender steak,” he 
said, “and first squeeze a lemon 


over it, then cover it with English 
mustard—thick—then broil it on 
a fast, hot fire, etc., etc., etc.” He 
told his customers how to cook. 
He had been an expert chef. He 
sold meat plus expert cooking in- 
structions. His competitors just 
sold the meat! And with it all he 
had such a friendly voice and such 
a kindly smile! 

Clerks should remember that it 
is a common thing for older peo- 
ple to be deaf—‘“just a little hard 
of hearing”—Note this and speak 
louder to them. They are often 
quite sensitive about their hearing 
and handling them with tact often 
makes friends and good custom- 
ers, 

Keep posted on local events, 
marriages, births, birthday parties 
and all that. A friendly, brief 
reference to such events often 
builds good will. Sometimes a 
greeting card helps. 

One of the most annoying things 
is to enter a retail store and be 
allowed to stand and wait while 
two clerks entertain each other 
with personal talk, ignoring your 
presence. I have seen many angry 
prospects walk out while the clerks 
talked together. 

Another bad habit is when 
clerks frequently run to the tele- 
phone to make personal calls. 
Business is business and your 
“date making” in business hours 
is all out of place. Some clerks’ 
wives have “telephonitis.” They 
should be given a gentle hint. 





ARTIFICIAL FLOWERS AID POTTERY SALES 





Artificial flowers, so lifelike that most customers think they are real, 
are shown close to the elevator entrance on the second floor housewares 
department. This line is a very popular one in the housewares depart- 
ment of A. E. Ewing Co., Olean, N. Y. Pottery of all kinds are shown 
nearby. The artificial flowers stimulate sales of vases and other table 
decorations to a decided degree. 
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VICHEK HAMMER 


WiC) HOME 
WL 


Lisl; 


% A beauty—made of special 
hammer steel, Japanned finish 
with polished face and pein. 
Handle of select hickory. In eight 
sizes to suit all your customers’ 
needs: weight of head from 4 oz. 
to 3 Ibs., overall length from 12” 
to17:’ Ask for catalog and prices. 











y————— TAMMS Double Duty ——, 
CAULKING COMPOUND 


Made of finest ingredients and especially resilient 
Will not dry out or crack. Can be used with gun 
or knife. Comes in bulk, or pint cartridges for use 
in caulking guns. Write for SPECIAL FREE 
CAULKING GUN OFFER 


KOLOROX, A Concrete Floor Dye 


Use this floor dye to waterproof and dustproof. Pene- 
trates pores becoming actual part of surface itself. 
Will not crack, chip, or peel off. Comes in six colors. 
TAMMS Self-polishing WAX gives added beauty 
and protection to dyed surface. Same colors as dye, 
and clear solution for waxing wood and linoleum 


floors, 
LINDEX Casein Water Paint 
Get a better paint job with this quick drying, 


modern paint that covers in one coat. No size needed. 
Saves 25% on paint—cuts labor cost. Washable. 
Meets government specifications 


R. C. B. FLOOR CLEANER 


Removes, cieans and bleaches, Strong solution re- 
moves varnish or shellac from wood, tile and linoleum 
floors. Weak solution makes ideal cleaner for paint. 


Most economical high quality cleaner 


TAMMS PAINT MIXER 
and AGITATOR 


Makes old paint stock like 
new. Builds up paint dept 
sales. Mixes cans, pints to 
gallons. Guaranteed con 
struction NO RISK 


ORDER Now $477.50 


Less Motor 
AC. 4 H.P. 
110 V. Motor 

$7.95 










Write for 


MS SILICA CO. 


228 N. LASALLE CHICAGO, 


Catalog Today! 








Vilay 


A full size 2 











HIS is the type of scale most generally useful 

in the home—for cockin weighing vege- 
tables, meats, laundry an “for hundreds of 
other uses. 

The Way Rite is the finest scale of this type at 
such a low price. The spring can never wear 
out or lose its accura because the Hanson 
= prevents it from being stretched beyond 
its elastic limit. 

Keep a Hanson Catalogue 
handy for your customers. 


Sell All Hanson Scales 


HANSON SCALE CO., 
525 N. Ada St., Chicago 


FVANSON SCALES 


BATHROOM ® KITCHEN * NURSERY «DIET «POSTAL 
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Other clerks have the “ 
out” habit. They make social 
calls around the neighborhood in 
business hours. Another bad habit 
is the lunch at all hours. This 
may be good for the drug stores. 
but it is irritating to the man who 
pays salaries. Eating lunch on the 
boss’s time and using the lunch 
hour for shopping and gadding 
does not “set well” and brings no 
salary raises. 


running 


I have often wondered why the 
great office equipment concerns 
did not issue a booklet on correct 
office management. I am told they 
fear resentment on the part of em- 
ployees. Such a book would be of 
great Many clerks do 
these things thoughtlessly. 


service. 


There is one great source of 
waste in office work. Those who 
dictate often do not arrange their 
notes and papers before calling a 
stenographer. She sits and chews 
her pencil waiting for the dictator 
to hunt up and arrange papers as 
well as gather his thoughts for 
answers. 

Some time ago in one of these 
articles | wrote about the proper 
system for holding directors’ and 
Then, from 


lack of proper advance preparation 


sales meetings. also, 
much valuable time is wasted. In 
this article I gave detailed notes of 
how one of the greatest corpora- 
tions in the country ran all their 
meetings. 

Proper economy is the basis of 
all good systems and waste is the 
one thing to be gudrded against. 
In businesses running into millions 
of dollars, little wastes here and 
there eat up thousands in profits. 

In many businesses postal cards 
stamps and stationery 
and time. Some concerns 
never use a postal card when for 
certain communications a_ postal 
card is just as efficient as a letter. 
In a test I once made, it was found 
that an announcement by postal 
produced almost 100 per cent re- 
sults in answers. 


will save 
also 


Records card 
now almost in universal use. 
remember when accountants were 
all against cards. They wanted the 
old fast leaf book for every record. 
They claimed cards would be lost. 
My answer to that was that money 
loose, but was not 


on systems are 


I can 


cash—was 


often lost. We take care of our 
bills. Another argument was that 
a lost card was not as serious as 
the loss of a whole book of rec- 
ords. 

The latest card system is on 
wheels. The cards revolve on these 
wheels inside of specially made 
desks. This system is very speedy 
and saves a lot of work. 

Pins are often more efficient in 
attaching papers than clips. One 
danger of clips is in other papers 
becoming hooked in the clip and 
so being mis-filed. 


File Carefully 


Let me impress upon all the 
value of careful filing of papers. 
There is great waste in filing. 
Great quantities of paper that will 
never be wanted again clutter up 
files. There is too much filing. It 
is easy just to file everything but 
it is expensive in time and space 
and valuable papers are often lost 
in the voluminous files. This so 
often happens that officials will not 
risk especially valuable papers in 
the regular files. I have found a 
good plan was to place paper in a 
box drawer or holder for 30 days 
and then file. The filing clerk 
should be careful and experienced 
and should destroy many papers 
not worth filing. 

Napoleon remarked that almost 
every letter answered itself in three 
weeks. Naturally there are certain 
papers such as contracts and legal 
papers, tax papers, etc., that should 
be carefully placed in separate 
files. 

The use of large envelopes for 
such filing is valuable. Recently 
I had occasion to look up certain 
deeds, abstracts, etc., that hadn’t 
been needed for 20 years. They 
were found sealed in an envelope 
in the proper place. 

It is not a bad idea when a cer- 
tain deal is closed to seal up all the 
papers with wax and enter the date 
when sealed and by whom. This 
plan is good when confidential 
matters are filed. You can tell 
when last opened and by whom. 

But I can’t close without one 
more thought. Clerks should cul- 
tivate the children who drop in the 
store. 

I know one hardware retailer 
who determined to monopolize the 
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boys’ pocket knife business in his 
town. He arranged for a one-blade 
knife to sell at 25 cents (with 
hardly any profit to him). He had 
the manufacturer hand hone this 


blade. He advertised this knife and 
even gave some away. 

Pushing this boys’ knife in- 
creased his general cutlery busi- 
ness to a considerable degree. 


G-E Sends Lighting Exhibit 


on Tour of 


VAN-LOAD of newly created 
“stage properties” and a 
troupe of General Electric lighting 
educators have taken to the road 
on a tour that literally will wheel 
Nela Park, in Cleveland, Ohio, to 
the nation. En route, approximately 
100 stops will be made in main 
population centers where deluxe 
lighting shows will be staged. 
L. C. Kent, manager of the G.E. 
Lighting Institute, estimates that a 
full year will be required to com- 
plete the 12,000-mile tour planned. 
In staging the performances, the 
Nela Park traveling faculty will be 
aided locally by members of the 
G.E. lamp department sales division 
staffs. The blue and ivory colored 
streamlined van was custom-built for 
the tour. 
The purpose of the project is to 
provide display demonstration ma- 
terial for an educational presen- 
tation of Nela Park’s most recent 
developments in lamps and _light- 


The G.E. field 
unit van and 
group of three 
Nela Park facul- 
ty members: left 
to right, Gordon 
Conkle, in charge 
of properties; 
Aileen Page, 
home lighting ex- 
pert, and James 
M. Ketch, au- 
thority on com- 
mercial and in- 
dustrial lighting 
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the Nation 


ing. So extensive is the demonstra- 
tion scenery being trucked to the 
field that the displays, when opened, 
completely fill the average stage 
and overflow around the side walls 
of the auditorium. The majority of 
the lamp and lighting exhibits are 
self-explanatory and are equipped 
not only with descriptive legends 
but with switches, permitting the 
audience to turn lamps on_ for 
purposes of demonstration. 

Fully covered in the lectures will 
be the newest G.E. lamp develop- 
ments, fluorescent lighting prac- 
tice, light conditioning, and _ the 
“science of seeing,” germicidal 
lamps, all-glass auto lamps, pro- 
jector lamps, new fixtures, and 
giant chart of the solar spectrum. 
Chief purpose of this colorful chart 
is to show at a glance the role 
played by each group of radiations 
and which of the lamps on display 
are most effective in producing the 
wavelengths desired. 





J. M. Ketch, left, 
and Gordon Con- 
kle, right, shown 
on stage with all 
the necessary 
paraphernalia to 
give a complete 
demonstration of 
light control. By 
means of a wide 
assortment of 
lenses, prisms, 
reflectors, and 
mirrors the Nela 
Park experts 
show how elusive 
light rays may be 
“steered” in any 
direction desired. 
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independent jobber-retailer distribu- 
tion system, Master Lock Com- 
pany extends heartfelt greetings. 

Again we renew our 
pledge of extra values, speedy 
service and loyal support for the 


home-owned store. 





OR 
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Ask Your Jobber z (MASTER 


Master Jock | 
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Worlds Leading Padlock Manufax lurer 
MILWAUKEE, WIS., U.S.A. : 
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New and Improved Merchandise—Dis play Helps—Sales Literature-— 


Electric Stock Tank Heater 


When water drops to 36 deg., switch 
snaps on. Switch is located far enough 
above heat ring so that its action comes 
from water in middle of the tank. When 





water reaches 50 deg., switch cuts out. 
Heat is transmitted by conduction. Op- 
erates on 110 volts, a.c. only. The Na- 
tional Ideal Co., Toledo, Ohio. 


1941 Shelby Bicycles 


Four new 1941 models introduced by 
The Shelby Cycle Co., Shelby, Ohio, 
are lighter and stronger and have 
sleeker lines. New “suspension bridge” 
type frame construction of the “Airflo” 
tank models has the lower bar joining 
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the upper bar at a point a little more 
than halfway back between head and 
seat post to increase frame strength. 
V-shaped space between bars accom- 
modates a smaller tank. Actual louvres 
are cut into the front of the tank. 
Other features of Models B42 and B43 
are: “Flight Line” chain guard, Lucite 
reflector mounted flush in rear fender. 
and deluxe “Powerbeam” headlight. 
Features retained in the new models 
are the triple-fused and reinforced frame 
construction, safety crank, “Shock- 
Ease” fork (standard on deluxe series, 
optional at additional cost on other 
series) and milled edge bearing seats. 
Most new models will be available in 
cream and maroon, blue and red, light 
and dark blue, all with white pencil 
striping. The B42 and B43 are in 
“Americolors,” red, white, and blue, 
worked in a pleasing design. They cost 
no more than regular standard combi- 
nations. 


Sasting Tool 


Unit consists of a sanitary white rub- 
ber bulb mounted on a hollow aluminum 
tube that will hold one tablespoonful. 





Item is cleaned with soap suds and 


boiling water. Comes with display 
card. Edward Katzinger Co., 1949 N. 
Cicero Ave., Chicago, II). 


General Hardware Catalog 


Beals, McCarthy & Rogers, Buffalo. 
N. Y., has issued Catalog “C” on its 
lines of steel, hardware, metals, tools, 
supplies, equipment, and automotive 
accessories. 





Three-Way Oil Heat 
For Low Cost Homes 


Three options, manual operation, au- 
tomatic gravity-type heating, and com- 
plete winter air conditioning are offered 





in a new oil burning furnace made for 
the heating of low cost homes by the 
Perfection Stove Co., Cleveland, Ohio. 
Known as the “Series 80 Superfex,” the 
furnace has a built-in burner, combus- 
tion chamber, and long-flue-travel radi- 
ator of heavy sheet steel, with stainless 
steel in the combustion chamber top. 
Casings have double walls. Furnaces 
are available complete for any one of 
the three types of heating or where first 
installed for manual operation, instal- 
lation can be made later for other types. 


Stanley Tool Catalog 


No. 35 shows the company’s best 
sellers in its line of carpenters’, hobby- 
ists’, and mechanics’ tools. It is a 48- 
page book in rotogravure with the copy 
written for the consumer. Catalog also 
shows how tools are made and how to 
use some woodworking and metal work- 
ing tools correctly. Catalogs available 
to dealers in quantities of 100 or more, 
with dealer imprint, for one cent per 
copy. Stanley Tools, New Britain, Conn. 
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for Retail Hardware Stores ~~ 


Skate Grinder 


Model No. 4—for lengthwise skate 
grinding, $39.50. Eliminates need for 
changing wheels for either a fine or 
coarse wheel may quickly and easily 





be swung into position. Equipment, 
buyer receives, is a base plate of heavy 
steel, 24 x 17 by 4 in. thick, aluminum 
finish; motor with rubber cable, plug 
and toggle switch; one 8 by 1% in. 60M 
Alundum round face wheel; one 8 by 
% in. 46M Alundum round face wheel, 
and one 6 by % in. 60M Alundum 


Window Trims—New Packages—New Colors—Catalogs 


standard wheel for general grinding; 
one emery wheel dresser; two heavy 
steel wheel guards, and two adjustable 
tool rests. Berghman Co., Maywood, Ill. 


Holiday Display Helps 


Offered by Easy Washing Machine 
Corp., Syracuse, N. Y., are the Christ- 
mas display helps shown above. 











Pistol Grip Power Spray Gun 


Recommended especially for high 
pressure and large capacity sprayers. 
Trigger controls output. Spray is regu- 
lated by one-half turn of handle so that 
while both hands give support. gun is 


aimed and stream regulated by one hand 
while other turns gun on or off. De- 
vice locks trigger in plate, permitting a 
steady stream without gripping. No spe- 
cial tools required for servicing. The 
F. E. Myers & Bro. Co., Ashland, Ohio. 
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Tea Ball Pot 


No. 1361, electric—ivory, heat-resis- 
tant china pot holds seven cups. Cover 
is lustrous chrome surmounted by an 
ivory “Arinite” knob which serves for 





lowering* the tea ball for “steeping” or 
raising the tea ball after tea is made. 
Notch holds the tea ball raised. Electric 
stove has a durable nichrome heating 
element. Side handles match ivory tea 
pot. Stove casing is in chromium. 
Watts 550. Suggested retail selling 
price, $8.95. Manning, Bowman & Co., 
Meriden, Conn. 


Zork Hardware Catalog 


The Zork Hardware Co., El Paso, 
Tex., has issued a new, complete gen- 
eral catalog, No. 41, presenting its lines 
of mechanics’ tools, farming tools, mill 
supplies, pipe, valves, and fittings, iron 
and steel, nails and wire, heavy hard- 
ware, machinery, shelf hardware, build- 
ers’ hardware, cutlery, stoves and 
ranges, household equipment, floor cov- 
erings, bed and springs, arms and 
ammunition, sporting goods, automotive 
supplies and equipment, electrical ap- 
pliances and supplies, electric refriger- 
ators, radios, etc. 
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Unbreakable Hack Saw Blade 


“Star”—a new tungsten alloy hack 
saw blade with cutting qualities of all- 
hard tungsten blades, yet said to be so 
flexible that it cannot be broken in use 
in a frame, has been announced by 
Clemson Bros., Inc., Middletown, N. Y. 
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Blade has all-over patented green metal- 
lic coating for protection, lubrication, 
and identification. Full identification 
data, including dimensions and number 
of teeth per inch is stamped in large 
dark blue on each blade. Available in 
all standard hand sizes and pitches at 
no increase in price over former “Star” 
flexible blades. Packed in hinged lid 
metal boxes, 72 per box. Also available 
is a display card which is a combina 
tion tray card and three dimensional 
counter or window display. It is orange 
and black, 3% by 10% in., and is fur- 
nished flat with three 10-in. blades in 
place, two 24 teeth per inch and one 
18 teeth per inch. 


“Targo” Booklet 

Uses pictures to tell the story of 
“Targo,” illustrating the “do's and 
don'ts.” Has 27 pictures and a diagram. 
Supply available from O. F. Mossberg 
& Sons, Inc., New Haven, Conn. 


Paint Sales Aids 

John Lucas & Co., Inc., 322 Race 
St., Philadelphia, Pa., has issued a 
dealer book of patterns so that the 
customer may be shown how the fin- 
ished job will look. Painted patterns 
of interiors and exteriors feature 160 
colors, each color being an accurate 
match of the actual paint color. Other 
sales aids are a painter book, window 
and counter displays, envelopes of pat- 
terns for mailing and counter distribu- 
tion, direct mail advertising, handbills, 
and cooperative newspaper advertising. 


“Sure Grip” Holder Display 


Holds 12 No. 205 holders and mea- 
sures 10 in. wide by 8 in. high and 
four in. deep. Printed in colors, it sug- 


gests various uses for the holders. The 
Stanley Works, New 


Britain, Conn. 
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Bulb Dispenser 


This dispenser of sturdy corrugated 
board stands 17'% in. wide by 9% in. 
deep and 18 in. high. It is printed in 
two colors and holds a selected assort- 
ment of 25, 30, 60, 75, and 100-watt 
G-E Mazda lamps. Different bulb watt- 
ages are in separate compartments. A 
special 9% by 17% window display 
card, with easel back, comes with each 
dispenser. General Electric Co., Nela 
Park, Cleveland, Ohio. 


“Simplex” Jack Catalog 


A new 60-page junior catalog, No. 
40, that fits into the vest pocket has been 
issued by Templeton, Kenly & Co., 1020 
S. Central Ave., Chicago, Ill. It de- 
scribes the construction, application 
and gives specifications for the 300 plus 
sizes and types of “Simplex” jacks. 
Automatic raising and lower jacks, 
screw jacks, journal jacks, geared jacks, 
and such specialized jacks for mining, 
oil, utilities, railroad, aircraft, construc- 
tion, and marine industries are covered. 


Tank Ball Stem 

“Flex-Stem” —-a non-adjusting, flexi- 
ble tank ball stem, said,to be non- 
kinking and non-binding. Hook is at- 


‘ 





tached to operating level, and tank ball 
attached to stem. No changing or addi- 
tion of part or tank ball is required. 
Direct center pull in raising tank ball 
is said to give operating level freer, 
smoother, and frictionless action. J. 
Hochberger Co., 7643 S. Marshfield 
Ave., Chicago, III. 








McDonald “Hydro Jet” 
Pumps 


These compact and streamlined units 
are available in deep well units for 
suction lifts in excess of 15 ft.; also in 
shallow well units for suction lifts not 
exceeding 15 ft. They are said to have 
quiet, smooth, and efficient operation 





and to feature precision construction. 
Complete details from the A. Y. Me- 
Donald Mfg. Co., Dubuque, lowa. 


Wall Type Thermostat 


Series 88-S has been redesigned. 
Now has a new type of “floating mount- 
ing” which is said to prevent the base 
from warping and throwing the unit 





out of calibration. A fiber wiring board 
fits against the wall to simplify instal- 
lation and also to act as an insulator 
for the wiring. Die-cast case is finished 
in cream and fits over the thermostat 
base and mounts flush against the wall. 
New “Alnico” magnet is said to retain 
its full capacity magnetism and strength 
over a greater period of time. Tempera- 
ture adjustment control is on the top 
of the thermostat, making it possible to 
adjust settings without stooping. Tem- 
perature range is calibrated in units of 
two degrees from 55 deg. to 85 deg. 
Automatic Products Co., N. 32nd St., 
Milwaukee, Wis. 
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Improved Cylinder Type 
Cleaner 

The Universal E65 “Clean-Air” clean- 
er has a new, patented “Tattle-Tale” 
light to signal when the dust bag re- 


UNIVERSAL 


Chance 





quires emptying. This ruby-red light 
on the handle is keyed to the amount 
of airflow and dirt bulk in the bag. 
When those factors reach a condition 
that would produce inefficiency, the 
light flashes on and stays on until the 
bag is emptied. Flasher display No. 
7218, illustrated, is furnished free, upon 
request, with orders for three or more 
E65 cleaners. The display is in four 
colors and features a two-tone lighting 
effect; the button in red and the name 
light in white. It is 16 by 25% in. 
Landers, Frary & Clark, New Britain, 
Conn. 


“Onward” Lawn Mower 


Has Chrysler Oilite wheel bearings; 
rell ball bearings sealed in grease; 
positive clutch to provide instantaneous 
pick-up, quiet operation; rubber roller 
bushings to eliminate roller clatter. 
Mower does not have to be turned 
upside down to adjust bar. Four hole 
malleable brackets give range of 4% in. 
to 1% in. cuts. Sides are of unbreakable 
pressed steel and pressed steel wheel, 
rim and hub are welded into a solid 
unit. Hub caps are chromium plated 
and machine finish is baked enamel. 
Steel tube handle shaft tips forward and 
stands upright and out of the way when 
mower is not in use. Free reeling—ball 
bearing cones secured to shaft, giving 
positive adjustment: blades lapped in 
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by finish grind with oil and emery. 
Ten-inch wheels, five drawcut blades, 
and semi-pneumatic tires. Sizes, 16 and 
18 in. Blair Mfg. Co., Springfield, Mass. 


Hospital Casters 


These electrically conductive casters, 
specially developed for use in hospitals, 
provide a safe conductor with a resis- 
tance running as low as 100 ohms per 
centimeter cube. Full grip expansion 
socket is permanently attached to cast- 
er to provide surplus strength without 
wobbling. Easier swivel is obtained by 





two full rows of larger ball bearings, 
rolling in larger diameter raceways. 


Complete description available from the 
Faultless Caster Corp., Evansville, Ind. 
















TAPS - DIES - GAGES - TWIST DRILLS 


"“O.K." JR. SCREW+PLATES 


assortments for every purpose .. and every pocketbook. 





PIPE STOCK + AND DIE SETS 


for the handy man around the house 
or farm. All combinations of sizes. 


e “J EVERYONE NEEDS A 
G.T.D. PIPE WRENCH 


6" to 14", in wood or steel handles. Drop forged, / 
pt-treated jaws that last a lifetime. \ 


FOR CHRIS 


ELD TAP & DIE CORPORATION, GREENFIELD, M 
t 2102 West Fort $4. Worebeuses in New York, Chicage, Los 
» tn Conade: Greewlighd Tap & Ole Corp. of Gonads, Ltd., Galt, 


Pe GREENFIELU SM 


Hand Truck 


Model WHT warehouse hand truck 
is constructed on balance principle to 
release the weight from the man. 
Wheels are located at a specific center 





of gravity to give efficient service in 
moving bulky merchandise with a mini- 
mum of effort plus greater safety to 
merchandise and workmen. Has remov- 
able rubber covered pads. Has 24-in. 
wheels to hold truck in upright posi- 
tion and to roll truck nose plate under 
article. These wheels release and are 
held out of way by counter balance bar. 


A 42-in. long angle range nose is extra. 
Truck weighs 72 Ibs. Keen Mfg. Co., 
Flat Rock, Mich. 






TWIST DRILLS 
in rustproof metal 
index containers . . 
4 different assort- 
ments. 










+ REAMERS - SCREW PLATES - PIPE TOOLS 
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Portable Display Island 


Developed to meet the demand for a 
permanent fixture which can be moved 
to any part of a store and even moved 


The basis of the fixture is a 


outside. 
new caster mounting with four steel or 


rubber-tired casters at each end. Au- 
rora Equipment Co., Aurora, Ill. 




















..+» YEAR AFTER YEAR, 
constant improvement of 
Morse Drills has more than 
kept pace with the constant 
increase of production-mach- 
ine capacities. As always, 
“There IS A Difference’’. au 





TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. - - CHICAGO STORE: 570 WEST RANDOLPH ST. 
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Shelby Christmas Program 


The Shelby Cycle Co., Shelby, Ohio, 
has devised a special Christmas mer- 
chandising program for its dealers. This 
consists of file folder entitled “Selling 
Bicycles to the Christmas Market,” and 
includes a broadside showing three spe- 
cial promotional bicycle models, priced 
to dealers for a mark-up from 35 per 
cent to 60 per cent greater than normal; 
a catalog of Shelby bicycles; a poster 
which is an enlarged reproduction of 
one of the company’s advertisements ap- 
pearing in national youth magazines; a 
booklet containing a series of dealer- 
newspaper ads, complete with copy, lay- 
out and illustrations on the 1941 Shelby 
models, available free; and a copy of 
the Shelby Bicycle Picture News, avail- 
able free to dealers in quantities for 
distribution to customers. 


Hair Remover 


“Sani-Clip”—said to remove excess 
nostril and ear-lobe hair easily and effi- 
ciently. It is built of chromium-plated 
surgical steel and pulls apart for clean- 











ing. Window and counter displays and 
newspaper mats available. Suggested re- 
tail selling price, $1.00; dealer’s cost, 
$7.20 per dozen. Malcor Products, 5A 
Clinton St., Newark, N. J. 


*Skilkast” Wind Reel 


Has mechanical thumber to enable 
casting with accuracy without thumbing 
the line, and without fear of snarls or 
back laches, maker states. Tension ex- 
erted by mechanical thumber with 
micro-precision adjustment is automati- 
cally released when winding in. Sam- 
ples and complete information from The 
Enterprise Mfg. Co., Akron, Ohio. 
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Cabinet Hardware Design 


Mew Streambun Dasigas 
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“Streamlux”—made of Neo die cast 
which is said to be an improved zinc 
die cast of great strength. Purity of 
metal is said to assure a brilliant chro- 
mium finish that cannot tarnish or rust. 
All patterns are regularly supplied with 
black embossed lines. but may be ob- 





tained with line in red, blue, yellow. 
green, or ivory. “Streamlux” hardware 
is offered in deal No. 171 consisting of 
a minimum stock of six of each 
“Streamlux” item and a free model door 
as illustrated. Dealer pays only regu- 
lar cost for hardware stock, and one of 
each item is mounted on the door. 
4merican Cabinet Hardware Corp., 


Rockford, Ill. 


“Jiffy” Screen Patch 


Patches are attached by placing over 
hole and pushing prongs through screen 
which are then flattened to make the 
patch secure. Five assorted sizes to a 
display card, which retails for 10 cents. 
Neely Mjg. Co., Corydon, lowa. 






EASY TO 


' SCREEN PATCH 
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Gillette Christmas Offerings 


Christmas display helps include a 
life-sized standing Santa Claus for in- 
side store use and three colorful window 
pieces. Two new items in the Gillette 
line are “Milord” and “Milady” one- 
piece “Tech” razors available individ- 
ually or in combination sets, each set 
containing a heavily gold-plated one- 
piece Tech razor and five blue blades in 
a durable “Texol” covered case. Retail 
price, $1.50 each. The “Milord Tech” 
comes in two gift sets, the deluxe pack 
age containing the new, one-piece razor 
with five blue blades, a tube of lather 


cream, and five additional packages of 
blue blades. Container resembles a book 
and may be used as a correspondence 
file when contents are removed. Free 
gift set goes with purchase of 12 sets 
of any one of the Christmas offerings. 
Other gift sets include the Gillette 
“Tech” in a holiday package with trans- 
parent acetate window; an improved 
new “Valet Autostrop” with streamlined 
runner-guard razor now offered for the 
first time in gift packing, and the 
“Gold Tech” may be purchased in two 
sizes packed in durable tweed-grain 
traveling case. Gillette Safety Razor Co., 
Boston, Mass. 
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EY WORK 









Put in a stock of G-E weatherproof 
sockets, angle adapters, extension 
cords, triple taps, etc. right away and 


be ready to meet the demand for 
Christmas lighting devices. Your cus- 
tomers will be interested in these items 
for their own use—and for the use of 
churches, clubs, civic organizations to 
which they belong. 

The G-E line includes 

Three weatherproof sockets for out- 
door festoon lighting — GE3319, a 
pin-type socket—M 499, an inexpensive 
all-rubber socket—GE3013, a de luxe 
all-rubber socket. 

Two adjustable angle adapters which 
can be screwed into any lampholder 
surface outlet-—GE3286 with Textolite 
Shell, wide adjustment; GE3202 with 
porcelain shell, setscrew for wide, 
rigid adjustment. 

Multiple current tap, GE2698 

Twin current tap, GE2757 

Multiple lampholder plug, GE2695 

Extension cord, 6-ft, MC6 
For further information see the near- 
est G-E Merchandise Distributor or 
mail the coupon below. 





General Electric Company 
Section D-0452 5 
Appliance and Merchandise Department 
Bridgeport, Connecticut 

Sirs: Please send me information on wiring 
devices for Christmas lighting. 
Name 
Address 


City a State 


GENERAL ‘#; ELECTRIC 
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Cory Coffee Brewer 


“Step Saver” with electric unit in- 
corporated in the serving tray. The 
bottom of the special decanter (lower 








glass) nests into the heating element 
on one side, and into the built-in rest 
on the other. The brewer is brought 
to the table with the coffee in the upper 
glass and the water in the lower glass. 
Fig. 3 shows brewing action completed, 
and brewer shifted from heat to cool 
rest, where filtering takes place. Fig. 4 
shows the decanter full of. coffee, on 
low heat where it is kept at serving 
temperature. The “Step Saver” adds only 
one new piece of glass, the special 
lower, to replacement stock. Glass Cof- 
fee Brewer Corp., 325 N. Wells St., 
Chicago, Ill. 


Roll Paper Holder 


With this holder, it is only necessary 
to push the roll on the holder. Per- 
manently attached to a wire wall sup- 





free. All 
are bright cobalt nickel plated. Holders 
are packed 12 to a compact, colorful 


port, the roller runs parts 


display carton. The Washburn Co., 
Worcester, Mass., and Rockford, Ill. 


3-In-1 Garden Tool 


Is three-sided, one side pointed for 
digging holes for transplanting, etc.; 
the long, lower side sharpened for easy 
hoeing, and the other end with three 


— 


e. 
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sharpened prongs or teeth for cultivat- 
ing and weed puiling. Blade is six in. 
long by 2% in. wide and of hard, cold 
rolled steel, said not to bend. Handle 
is 9% in. long with red lacquered tip. 
Tool retails for 25 cents. The Atlas An- 
sonia Co., New Haven, Conn. 


Packaged Nuts, Bolts, Screws 
The Central Screw Co., 3501 Shields 
Ave., Chicago, Ill., is now merchandis- 
ing its nuts, bolts, and screws in new 
colorful and smartly designed packages 





to stand up under heaviest store traffic 
and stimulate repeat business. Box sizes 
have been reduced from nine to only 
six. 

“Detroit” Key Machine 


Maker states that with this machine, 
all types of paracentric keys can easily 





and quickly be made by code number 
or duplication. F. W. Stewart Mfg. 
Corp., 342 W. Huron St., Chicago, Ill. 


“Handy” Towel Bar 


Clamps on to apron of fixture. Made 
of all-brass, chrome finish. Made in 


“ 
‘ ’ ‘5 
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round or “modernistic” pattern. It is 
easily detached. Pioneer Mfg. Co., 102 
Merrimac St., Boston, Mass. 
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Can Opener Package 

The deluxe model “Smoothcut™ can 
opener is now packaged in a gift box, 
in which it rests on a platform, fin- 





ished in a rich, dull black. The plat- 
form serves as a display when the box 
is opened and keeps the opener rigid 
when in the container. Color of the 
box is a two-tone claret. Only the 
name of the product, the model and 
company name appears on the _ box. 
Regina Corp., Rahway, N. J. 


Katzinger Catalog 


The Edward Katzinger Co., 1949 N. 
Cicero Ave., Chicago, IIl., illustrates 
and describes with tabular specifica- 
tions, each item in the three lines pre- 
sented in this new volume. They are 
the “A & J” kitchen utensils, “Geneva 
Forge” cutlery, and Katzinger tinware. 
The book also presents the pyramid- 
style design in strainers. New items 
shown in the catalog are an ice pick 


V-Pulley Counter Display 
Duro Metal Products Co., 2649 N. 
Kildare Ave., Chicago, Ill., is supply- 
ing a complete assortment of popular 
size V-pulleys, couples, flange and crown 
pulleys, and also “V” belts in cartons 
to form an attractive two-color counter 


and wall sheath, a small portion egg 
beater, a small portion, non-spatter full 
vision beater and metal bowl set; a 
turbine disc egg beater and a new style 
wall can opener, as well as improved 
designs for standard kitchen utensils. 
Also shown is the “Hang-Up” kitchen 
tool assortment. In the tinware items, 
a new feature, “Coverall” rims is being 
introduced. The wire in the pan rims 
of oblong and square pans is now com- 
pletely hidden even at the pan corners. 
In the tinware line, a checkerboard 
cake pan is also new. 


Screw-Holding Driver 


Heat-treated, steel expanding bits are 
engaged within screw slot by pushing 
engagement with a light pressure. After 
use, bits are restored by pushing the 





release rod which extends beyond the 
knurled handle. Made in two sizes and 
varying lengths. H. J. J. Co., 1946 Oak- 
land, Calif. 


display. Display is shipped set up and 
dealer need only insert the back panel 
behind boxes. Back of each box car- 
ries a complete speed range listing of 
all desired speeds afforded by various 
combinations of driven and powered 
pulleys. 
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A LMOST all your customers can 
use Acme Tack-Point Corrugated Fasteners— 
but often they need a reminder. This attrac- 
tive display carton of Acme Fasteners will 
act as a check for their woodworking needs. 
Acme Corrugated Fasteners can be used for 
making screens, cabinets, other wooden arti- 
cles, and for repairing furniture. Give this 
handy item a chance to work for you—you'll 
find it a profitable source of extra sales. 

Stronger joints on all kinds of wooden 
products are made easier, faster, with Acme 
Tack-Point Corrugated Fasteners. Long bev- 
eled points, sharp cutting edges penetrate but 
do not crush the wood fibers. The two pieces 
of wood are drawn closer together by the 
divergent feature. 


ACME TACK-POINT CORRUGATED 


FASTENERS 
PACKAGED IN 3 POPULAR SIZES 





In each a. 2 Sey are 50 fasteners of 
one size—%_x 4, 4% x 5, %& x 5—I12 boxes 
to a display carton. For larger demands, 
Acme Corrugated Fasteners are available in: 
standard cartons of 250, 500 and 1000 fasten- 
ers; 100 to a box, 10 boxes to a carton; and 
in 100-lb. kegs. 

A sample package will help you determine 
their sales possibilities for you. Send for one. 
IF YOUR JOBBER CAN’T SUPPLY 
YOU, WRITE US DIRECT. 


ACME STEEL COMPANY 


General C\fices: 2838 Archer Ave., Chicago, Ill. 
Branches and Sales Offices in Principal Cities 








MAIL THE COUPON 
FOR FREE SAMPLE BOX 











Acme Steel Company, 
2838 Archer Ave., 
Chicago, Il. 


Send me, without charge, a sample box of 
Acme Tack-Point Corrugated Fasteners. 
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FOR HOLIDAY SELLING 


dv. 





HOUSEHOLD 
CAN 
OPENERS 
Wall or Table 
Models 


$1.50 RETAIL 





Colorful 
CELLOPHANE 
HOLIDAY WRAP 
on each 
individual Carton 
if specified 











AT JOBBERS 
EVERYWHERE 


EDLUND CO.., Burlington, Vermont 


MODERN KITCHEN TOOLS 














Low Cost POWER TOOLS 


High quality tools at low cost.. 
tools that are scientifically designed 
for accurate workmanship and long, 
faithful service. 


See the price list below which includes 
only a part of the Arcade line... 
free catalog of all Bench Tools, 
Model Makers and Accessories sent 
promptly upon request. 

It’s a great line for action. . . big 
values that create quick sales. 


ARCADE MFG. CO. 
P 1201 Shawnee St., Freeport, Ill. 


Order from 
Your Jobber 


RETAIL PRICES 


Grinder Head 
Dise 
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eseeeeee 
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Bearings 16.50 
Shaper, with Ball Bearings. 20.50 


AKCADE 


HARDWARE & TOOLS 


» 
















MOST USEFUL TOOL ON THE MARKET! 
VISE-GRIP 


Adjustable Locking 


" eon 
Ton-Grip 
WRENCH 










World’s Greatest 
Hand Tool 


a Be the nent that mechanics are really ‘“‘going for’’ 
CH THAT DOES MORE THINGS THAN 
ANY OTHER TOOL! Famous for its “‘Double Lever’ 
Action which locks jaws down with TON PRESSURE! 
Unlimited market. Has hundreds of uses in homes, 
farms, garages, service stations, factories, printing plants 


7" — $1.65 
10" — 1.95 


—every place where tools are used! NOW NATIONALLY 
ADVERTISED to reach every potential user! 

Vise-Grip is actually a vise, clamp, super-plier, open- 
end wrench, locking wrench, pipe-wrench, toggle press 
-ALL IN ONE! Holds anything, any shape. Never 
slips. Works close quarters, any angle. Finest alloy 
steel Nickel finish. Light, trim, handsome. Two 
sizes, 7” and 10”. Guaranteed. 


UNIQUE COUNTER DEMONSTRATOR 


FREE! DISPLAY that makes sales easy! 


Given with first order of dozen or more Vise-Grips. 


Ask your TOOL SALESMAN or SUPPLY 
HOUSE for demonstration, or write us for 
Free Folder today! 


PETERSEN MFG. CO. dept. Ha-12 
SELL THE RIGHT LIGHT 


REACHING OVER 


DeWitt, 6,000,000 Readers 


Nebr. 





Low price, 
powerful light 
that penetrates 
fog and mist. 
Easily worn on 
cap or hat. 
Furnished with 
the7"or4’ reflec- 
tor. List prices 

: $1.30 to $2.10. 
Other models for night fishing and blacken- 
ing gun sights! 


ELECTRIC HEADLIGHTS 


Powerful 1,000 ft. beam. 
Light straps on head. 
Battery case clips to belt. 
Regular flashlight bat- 
teries. List prices $2.95 


NEW!! TWIN BULB 
ELECTRIC CAMP 
LANTERN 


Entirely new—different from 
every lantern on the market. 
Gives spotlight and floodlight. 
Large adjustable handle slips 
over arm easily. Lantern can be 
carried on arm, set on ground, 
or fastened in swinging holder 
(above) te throw a vertical 
spotlight or a powerful beam 
in any direction. 


Write Today For 
Complete Catalog Of Justrite 
Sportsmen’s Products 












JUSTRITE MFG. CO. 
2073 N. Southport Avenue 
CHICAGO, ILLINOIS 


JUSTRITE 


ELECTRIC ond CARBIDE 
HEADLIGHTS ano LANTERNS 
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AIR Exparss 
Divegios 





Air express packages being transferred from a Railway Express motor 

vehicle to one of the 265 airplanes in daily flights between 255 airport 

cities in the United States. Off-airline points are served through the 

Railway Express offices. Air express is extended to the West Indies, 

Central and South America, the Pacific Islands and the Orient by 
clipper planes. 


Hardware Can Travel by Air 


ONTRARY to the general belief 
that only light articles of an 
emergency nature are carried in air 
express, the last analytical study 
made in April, 1939, revealed ma- 
chinery, including hardware, as_the 
greatest revenue producer of any 
class making regular use of the ser- 
vice. In 1939, hardware shipments 
constituted 2.87 per cent of all ship- 
ments and supplied 3.13 per cent 
of all the revenue of the Railway Ex- 
press Agency’s Air Division, a $3,- 
000,000 a year business. And with 
air express shipments up this year 
to the point where for the first time 
in its history the Air Express divi- 
sion will achieve a million-shipments 
year, it can be assumed that hard- 
ware is finding its way into the air 
even more frequently than ever. 
While hardware wholesalers and 
retailers. whose shipments generally 
are localized, rely on rail express 
except in unusual cases, hardware 
manufacturers use air express in a 
more routine fashion especially for 
lighter articles such as hinges, han- 
dles, screw drivers, metal cabinets. 
kick plate, and others. The Parker 
Hdwe. Mfg. Co. reports the use of air 
express at least six times a week, 
shipments averaging about five 
pounds. Generally they go to spe- 
cial customers. The Russell & Erwin 
Mfg. Co., New Britain, is another 
that uses air express when time is a 
factor and both The Stanley Works, 
New Britain, Conn., and the Biddle 


DECEMBER 12, 1940 


Purchasing Co. use this air service, 
the former generally shipping sam- 
ples of tools to its salesmen in South 
America. 

There may also be a coordination 
of services, combining the 230,000 
miles of rail covered by the Railway 
Express Agency with the 42,000 
miles of airways covered by the 17 
major domestic airlines with which 
the Air Express division has con- 
tracts. In addition 23,000 Railway 
Express offices are brought into the 
air express orbit for delivery to off- 
airline cities. Thus air shipments 
dovetail with competitive businesses 
of large scale production that re- 
quire product distribution with a 
maximum of ia 


Real Town Picnic 
When Williams Bay, Wis.. mer- 


chants stage an annual community 
picnic, the whole town looks up 
and everyone goes to the picnic 
where community co-operation and 
loyalty are cultivated. The spot 
where all this gaiety takes place is 
Vision Hill, usually thought of as 
a place for quiet meditation and 
appreciation of the beauties of na- 
ture. The Williams Bay picnic is 
regarded as one of the finest of its 
kind in the country where mer- 
chants, townspeople and farmers 
can all mingle, have a good time 
and become better acquainted. 








WANTED 


the carpenters, electricians, 
is craftsmen, scouts, sports- 
men, and their wives: 


A dealer who SHOWS the 
Estwing “Unbreakable” tools in 
XMAS BOXES. 


PROOF 


They buy them faster now than 
any time in 16 years. 












Estwing 


12, 16 & 20 oz. 
head both curved 
claw and ripping 
claw. List $2.00 
each. 


Estwing 


Hunting and Scout Axe 
with sheath. List $2.00. 


Head and handle forged in ONE 
PIECE fine tool steel. Permanent, 
perfect balance Velvet, non-slip 
LEATHER GRIP. Whole tool highly 
polished and lacquered. 


DIFFERENT, NEAT, RICH looking. 
Ideal gift. Price $2.00 each. 


Order from 150 leading jobbers, or 
Estwing Mfg. Co. Rockford, Ill. 
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1941’s Best Sellers 


SOLID STEEL * 


RODS 


That Have Everything ) 
To Increase Sales— 


@ BALANCE 

@ STRENGTH 

@ SNAP 

@ EYE APPEAL 

@ POPULAR PRICE 


Twenty splendid numbers to retail 
from 25¢ to $1.50. Six favorite han- 
dles—high-carbon, oil-tempered steel 
blades with agatine guides. Bulletin 
No. 1 and prices will be sent imme- 
diately upon request — send for it 
today. 


BILLBOARD AIDS TOOL SALES 









The sale of handy “around the house” tools was increased sub- 
stantially by the Central Hardware Co., St. Louis, Mo., by means of an 
unusual outdoor advertising campaign conducted recently. The firm 
arranged for large billboards with the short illustrated message “Calling 
All Tinkerers to Central Hardware.” The unique effect lay in the method 

| Of spelling out “Tinkerers.”. Each letter in the word was composed of 

| some tool which the handy man uses around the house. Squares, levels, 
screw drivers. wrenches, hack saws and numerous other items spelled 
the word. 





| How’s the Hardware Business ? 











remax oducts 





4101 








HARDWARE 
Catalogs 


. . . the kind 
that are con- 
stantly in use 
because they 
are easy to 
WARDWARE”> SUPPLY C° ener ines 


ways carry the 
NORAMPRESG 
imprint. Con- 
CVTYRRRENNES SES 


(MN SONG 
e sult us about 


ycur require- 
ments. 

# 
728 N. 7th Street 


Highland Ave., Niagara Falls, N. Y. 





The WORTH AMERICAN Press 





LEE Ft a ay SEC MILWAUKEE, WIS. 
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(Continued from page 45) 


passing the previous peak output in 
1929 by more than 2,000,000 tons. 
£2 © 

The rubber situation—Rub- 
ber manufacturers consumed 56,477 
tons of crude rubber during Oc- 
tober, the second largest total for 
any month on record. Domestic 
stocks of rubber have been substan- 
tially built up under the plan for 
assembling reserves of strategic ma- 
terials. As of Nov. 1, total stocks 
were estimated by the association at 
259,140 tons. an increase of 117 per 
cent over the supply a year ago. 
Continuing large shipments from 
the far east have removed for the 
present any fear of a rubber famine. 
but the new synthetic rubber proc- 
esses are being rapidly developed 
as an extra safeguard. 

* * * 

China and _ pottery — Labo 
turnover is fast becoming a major 
problem for manufacturers, in these 
lines, and in glasswares, particularly 
in industrial centers where national 
defense contracts have been placed 
on a large scale. Offers of higher 
pay and overtime are tempting the 
skilled workmen away to plants busy 
with government work. China, glass 
and pottery concerns have _ with- 
drawn traveling salesmen from the 
field 30 to 60 days earlier this sea- 
son than usual, as a result of in- 


ability to accept additional orders 
prior to Jan. 1, 1941. 
* * * 

Other steel lines—Sheet steel 
producers are particularly rushed, 
and mill offices are generally refus- 
ing to promise delivery of any more 
sheet tonnage this year. This con- 
dition also applies to early 1941, 
with many steel companies now 
practically booked solid for Janu- 
ary or longer. Standard pipe book- 
ings are at the highest level in many 
years with emergency construction 
work supplying much of the im- 
petus. Also expansion and erection 
of new plants for turning out tanks, 
ammunition and guns has provided 
a huge demand for gas and water 
pipes, which makes a _ complete 
change from the usual slowing down 
in pipe demand at this time of year. 
There is a sustained demand in most 
other finished steel lines—in rods 
and wire, for example, in semi-fin- 
ished steel forms, in plates, shapes 
and in numerous other classifica- 
tions. But the chief urgency at pres- 
ent centers about flat sheets, which 
enter into the defense picture and 
the normal trade program at many 
important stages. 

* # # 

Toys—tThere is, at the pres- 
ent time, an acute shortage of toys. 
Late ordering, on the part of retail 
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_ROBERTON 


GASOLINE 
ELECTRIC 


POWER MOWE: RS 





& Specially designed by ex- 
clusive makers of home 
power mowers. Light, pow- 
erful, precision engineered. 
Finger-tip control for easy 
trimming. Shockproof and 
foolproof—even a youngster 
can operate it safely. 

Stock this remarkable gas- 
oline mower along with 
Roberton Electrics. Sell it— 
easily—to the homeowner who wants a power mower and prefers 
gasoline to electricity. 


Step out with the Roberton Gasoline Power Mower this spring 
..-and step up your sales for ’41. Send for complete information. 


ROBERTON MANUFACTURING CO., DEPT. HA 
MICHIGAN CITY, INDIANA 



































Mit 


you may be stopping throughout America, or 

in the old world for that matter, ask your 

hotel manager what is THE hotel in Philadel- 

phia. Without a moment's hesitation he'll say 

BELLEVUE-STRATFORD 
IN PHILADELPHIA 


One of the Few Famous Hotels in America 
CLAUDE H. BENNETT, General Manager 
REASONABLE RATES 
ERS SR SS = ARS 
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SURE SELLERS 


in the "DOG HOUSE" 


There is a group of merchandise items 
so reliable, so established, so sure of 
a steady profitable sale that they get 
little thought or consideration. They 
are stocked in the darkest corner, they 
get no benefit of salesmanship or dis- 
play — and yet they are the Sure Sel- 
lers. They don’t go out of style, they 
don’t depreciate, and they sell right 
through the year at a good honest profit. 
Of this group none more dependable than 

SAMSON SPOT SASH CORD 

PHOENIX SASH CORD 

WHALE CLOTHES LINE 

SAMSON MASON'S LINE 
and the wide variety of other braided cords which we 
moke, meeting all requirements for quality and price. 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 





id 
1 holes are clean, t 
spaced. Tough, strong, long wearing. 


— Write for information. — 
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"MEZURALL” 





The flexible-rigid 
tape, of highest 
grade steel can be 
withdrawn or re- 
turned to case 
smoothly. It will 
not spring back into 
case. Prominent 
markings. 











~ 


For taking inside, 
outside, height, and 
depth measurements 
with ease and ac- 
curacy. The case is 
sturdy, compact, 
and light in weight. 





The name Lufkin is 
well known all over 
the world. 
mediately suggests 
“quality” to your 
it helps 


customers. 


you make your sale! 


APES - RULES 


SAGINAW, MICHIGAN 


New York City 


4.5 


FEATURE THE 
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It im- 
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PRECISION TOOLS 








and wholesale concerns. coupled 
with a shortage of the necessary ma- 
terials, are important factors in this 
scarcity. 

* 7 * 

Washers, ironers — October 
shipments of electric washing ma- 
chines and electric ironers broke all 
records according to the American 
Washer & Ironer Manufacturers’ As- 
sociation, Chicago. October washer 
shipments were 18 per cent above 
the October, 1939, total. This year’s 
average price of all October units 
sold was $74.86 against $69.50 for 
the same month in 1939. Shipments 
for the first 10 months totaled 
1.359,405 washers. October ironer 
shipments, 23,282 units, topped by 
10.8 per cent an all-time high of 
21,007 in September, 1940. The 10- 
month total of ironers was 133,350, 
compared to 105,249 in the same 
period of 1939, an increase of 26.7 
per cent, and topped all of 1939, 
when the total was 115,224 units. 


Gibson refrigerators — Sales 
of Gibson electric refrigerators. 
made by Gibson Electric Refriger- 
ator Corp., Greenville, Mich., in- 
creased 41.7 per cent in units, and 
43.3 per cent in dollars, in 1940, ac- 
cording to F. E. Basler, general sales 
manager, who told about the com- 
pany’s increased volume, at the com- 
pany’s midwest regional convention. 

















“Red Arrow” Spray 


Now put up in five-gallon can, la- 
beled in red, yellow and black. Can is 
of re-use type with convenient handle, 
and pour spout in top. After contents 
have been used, whole top may be re- 
moved. It is also replaceable. McCor- 
mick & Co., Baltimore, Md. 





Electrical Supplies 


U. S. Electrical Supply Co., 55 War- 
ren St., New York City, has issued a 
new catalog of 110 pages presenting 
its complete line of electrical appli- 
ances, fluorescent fixtures, and lamps 
and supplies. 





Keyed Color System for Interior Painting 


HE O’Brien Varnish Co., South 
Bend, Ind., has announced a 
keyed color system which offers a 
simple approach to the problem of 
choosing paint colors for any type of 
interior. The system was developed 
from the idea that every room to be 
decorated has certain fixed and un- 
changeable colors in it—rug, furni- 
ture, draperies or other similar 
units—and that a successful deco- 
rating job can be obtained only 
when paint colors are used which 
harmonize well with these fixed 
colors. 
The system consists of two chief 





The O’Brien Color Wheel 





parts; first a palette of standard 
wall, ceiling and woodwork tints 
covering the entire range of visible 
hues and properly “keyed” in the 
color scale for harmony with each 
other. The second part, the O’Brien 
color wheel shows how to harmonize 
paint colors with each other and 
with the furnishing color in any 
room. The wheel contains chips 
which show how to identify the ba- 
sic color of any rug or furnishing 
and a mask which shows which 
paint colors may be used with the 
furnishing color, once it has been 


identified. 
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. CARLTON 


% STAINLESS STEEL 
a 


FINE FINISH 
ALL OVER 


STAYS 
BRIGHT 
ALWAYS 





Carlton’s splendid finish, inside and outside, wins 
sales on sight. Stays bright and lustrous always, 
cleans easier, wears forever. Positively cannot 
chip, peel, crack nor tarnish. Carlton Ware is of 
lovely design, with graceful bakelite handles. The 
most beautiful cooking utensils on the market. See 
your jobber. 


THE CARROLLTON METAL PRODUCTS CO. 


CARROLLTON, OHIO 











CRILELIE TS Me AL lta eee 


standard sizes. and lengths — hollow cable, 


seizing strand, 6-strand and 4-strand twisted 


and solid — cut lengths and on reels. 


GE WRIGHT vie co 


WORCESTER = MASS. 
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BOMMER 


SPRING HINCES 


EBEST 


The most useful and 
satisfactory spring 
hinges for general 
use. The location of 
the two springs of 








each hinge on oppo- 
site sides of the door 
reduces oscillation 
when closing. 








Double Action Standard 


Bey agp hoy They permit the door 


to be opened all the 
way back to the wall if suitably hung. 


Supplied with Button Tips when specified. 


Bommer Spring Hinge Co. — Brookiyn, N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 














For cutting smooth- walled, flat- bottomed holes, for scalloping, 
scroll and veneer work, pattern making, for boring at angles, 
through knots and twisted grain recommend FORSTNER AUGER 
BITS to your customers. Note how a circular rim, instead of 
a center spur, guides the bit— permits operation in any direct- 
ion with the entire cutting surface at work all the time. Forstner 
Bits are made from fine tool steel, tempered to hold a keen cut- 
ting edge. They operate freely 
and will not clog with chips. In- 
clude these handy, all-purpose 
boring tools in your line for pro- 
fitable selling. Order through 
your jobber. 
















Forstner Auger Bits are available in the 
following sizes: For machine boring, 
4%" to 142” by sixteenths; 112” to 3 
by eighths. For hand boring, 4” to 
114” by sixteenths. Sold singly or in 
sets of 9, 11 or 17 bits each. 


PROGRESSIVE MFG CO 


| G TON Ca Ne ee eee 
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You can see why they sell so fast. Newest 


Air Flow design, construction and combus- 
tion. Has everything. 


Now in 2 Sizes 


No. 2 Air Pilot * No. 1 Little Air Pilot 


Embury Mfg. Co.,Warsaw, N.Y. 












SpeedWay, for 30 years lead- 
ing manufacturers of industrial 
electric tools, now brings the 
hardware trade its first com- 
plete line of quality electric tools for 
the home workshop that: Is Priced te 
sell in volume in every community... 
ls widely advertised... carries a full 
profit margin . . . of which each tool 
is correctly designed, of correct speed, 
full capacity and powered by a specially 
wound high torque SpeedWay tool motor 
(110 v. universal). Streamlined and 
finished in 2-tone (blue and lacquered 
white metal) actually thousands in use. 


Neo. 68 Drill has %” capac- “Ss 
ity in steel, handle and gear 
housing die cast, operating 
speed 1000 R.P.M. 












29 Grinder operates at 20,000 
essential to 


Ne. 250 Kit consists of ee 69 Drill. 
No. 129 Grinder and 5 accessories in 
attractive steel display carrying case. 
Reuter Frame converts Grinder into 
free router or shaper. 

Drill Stand takes either Drill or 
@rinder. 








— oe ete with me- 
w is, rubber feet, carryin 
handle, cord and plu a 


= $$ —_ 





Cirenlars, displays, counter sheets 
furnished. Write for catalog sheets. 





52nd Ave., Cicero, Mil. | 








| SPEEDWAY MFG. CO. 
[ 1836 S. | 


After Hours! 


: i store has closed 


for the day and George Woods and 
Frank Olsen, partners in the retail 
hardware firm of Woods & Olsen, 
are walking home together. 

' WOODS: That was some foot- 
ball game I saw last Saturday. | 
tell you, Frank, football certainly 
catches the attention of the public 
these days. You should have seen 
that crowd. It jammed the sta- 
dium full from the rail to the rim. 
And that’s some stadium. 


OLSEN: Have they paid for it 


yet? 

WOODS: Don’t imagine they 
have as yet. 

OLSEN: Well, | guess we do 


things a bit better in our business. 
But speaking of new buildings, did 
you read that article in the Nov. 
28 issue of HARDWARE ACE about 
that new store in Connecticut? 
WOODS: Yes, I did. That place 
must be a dandy inside and out if 
the pictures were any criterion. 


They’ve done a thoroughly modern 


job in every respect. Plenty of 
space for the customers, no crowd- 
ing of stock and ample light in 
every part of the store. There 
was another interesting article on 
a new store in that issue, too. 
About the new Fairley store in 
Blanchester, Ohio. Talk about 
scientific layout! Every inch of 
floor space was used to advantage. 
They even used the space around 
the posts for departments. They 
have electrical merchandise around 
one of them and farm hardware 
and auto accessories around an- 
other. They even have a drinking 
fountain for the customers’ con- 
venience. That store must have 
people talking. 

OLSEN: It certainly is doing a 
job. Those two stories would have 
been worth the price of the issue 
but there was plenty more. There 
always is. Did you read the one 
about the need for a sound basis 
for trading-in used refrigerators? 

WOODS: Yes, and I think that 
the author said something. His 
idea that the hardware business 
should follow the lead of the type- 
writer business was a good one. 
If it was put into action there 


would be more profit and less 
grief. That model kitchen story 
was interesting too, wasn’t it? 

OLSEN: It sure was. Gosh, that 
firm not only sold complete kitchen 
installations but it used the kitch- 
ens to stimulate sales of electrical 
appliances. They must do a real 
job in that line too for they get 
about 60 per cent of the electrical 
appliance business in their entire 
section. 

WOODS: You know there was a 
lot of meat in that article on 
“Hardware Stores vs. Variety 
Chains.” It gave me quite a lift 
when I discovered that when one 
considers the actual costs involved 
in moving merchandise through a 
retail store that the hardware store 
is a more economical unit than the 
limited price variety chain store. 
Why in 1939 the hardware store 
went through all the steps from 
receiving the merchandise to the 
actual receipt of the cash for a 
total cost of 5.87 per cent less than 
the chain. I wouldn’t have believed 
it possible. 

OLSEN: 1 saw, however, that 
the hardware store doesn’t do as 
good a buying job as the chain. 
I’m going to study that article and 
by the time I’m finished with it 
may be there will be one hard- 
ware store that does a better buy- 
ing job. 

WOODS: Well when you've fin- 
ished reading that article ’'m going 
to read it over myself. You fre- 
quently miss something the first 
time you read an article. There 
were a lot of other interesting 
things in that issue. Window dis- 
plays, news, market reports, de- 
scriptions of new merchandise 
and an interesting story by Saun- 
der Norvell directed at the hard- 
ware clerk. But what’s the use of 
talking. Every issue is good. I’m 
going to see that our clerks each 
get a subscription in their Christ- 
mas envelopes. And, what’s more, 
I’m going to see that they read 
every issue. 

OLSEN: And if you don't, I 
will. Well, George, here’s where 
I turn off. Good night! 
—G.M.S. 
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HAT’S what every 

womas who has ever 
used The CHORE GIRL 
knows and every 
dealer who has ever fea- 
tured it. For The 
CHORE GIRL is a fast 
worker. She cleans dirty pots, pans and broilers in a 
jiffy. And there never has been anything made that 
will do the farmwife’s chores as quickly, safely and 
efficiently as this cheerful little helper. Display her 
in the handsome CHORE GIRL counter display car- 
ton! and watch those dimes come rolling in. For once 
a woman has used The CHORE GIRL ball shaped pot 
cleaner, knitted from a continuous ribbon of pure 
copper, that will not rust, shred or splinter, she’ll 
never use any other abrasive cleaner. 
The CHORE GIRL is sold only through legitimate 
channels, never through church, fraternal organiza- 
tions, or house to house canvassers. 


METAL TEXTILE CORPORATION Lone 
ORANGE NEW JERSEY % 





























WARNER'S Newer, 
Better TOOLS 


Warner Line Chalking Reel 


No. 133 An improved line chalker, 
easy to open to refill with chalk. Reel 
positively centered because shaft 
passes through both sides of case. 
Supplied with 50 feet of line, chalk in 
case, hook and pin point. 
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Floor Scraper 
with a 
Pee “Bite” 

0. 800 The curved blade is double edged and reversible, 
pred adjustable so that as wear takes place it can be moved 
forward by merely loosening the screw holding the reinforc- 


ing plate. It is a rigidly compact, non-skidding, fast-cutting 
tool with handles that provide a full comfortable grip. 


The WARNER 
Safety Razor 
BLADE SCRAPER 


=—Opens ina 
, fjesh / 









| 
| 
\o Le] 
| Carry it in your pocket 
H without danger. When 
| the blade is needed a 
light push with the 
wane, thumb instantly unlocks 
oss and puts it in working 





position. No screws or 
nuts to loosen or tighten. 
Blage may be replaced 
in a jiffy. 

















€ 
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WARNER MFG. CO. 





Minneapolis, Minn. 
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EVERY COFFEE 
mie co RY BREWER 


) 
Compile stely ~, S gui hed 






ker 
glass coffee mai , 
ym COR ve patented yg 
yy res. Mvcluded in the pr 
sive featu mor no 


si 
1—Streamline Dara Striping 









a tl Filter ROD (all 


e odels) ( spatter) 
Included with g—formed Pouring LP Gless by 
every CORY OW EORNING |. units (Hi-Low) 
Brewer is the 


11—2-heat Electr 
(i ih PRATIONS 
SENSATIONAL ae ‘@) RY ee 
\& 
>>. REG U S PAT OFF oY 


Glass Fitter ROD 








y A it — 


“best? Nocloth! No springs! 
No hooks! = No chains! 
seller 
, Marvelous coffee and tea 
at 50¢ Untouched by Metal! 
Write for latest catalog 











PURITAN 
SASH GORD 


PURITAN 
CORDAGE MILLS 


LOUISVILLE, KENTUCKY 


i es 
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National Defense Program 
Studied by Supplymen 


Preparedness problems discussed at 
meeting of National Supply and Ma- 
chinery Distributors Ass’n and American 
Supply and Machinery Manufacturers’ 
Ass’n at Philadelphia on November 15 





Left to right: A. R. Smith, The Boyer-Campbell Co., president, 
National Ass’n; H. K. Clark, Norton Co., president, American 
Ass’n, and H. H. Rinehart, secretary, National Ass’n. 


| HE National  De- 


fense Program and its effect upon 
the distribution of industrial sup- 
plies held the spotlight during the 
joint zone meeting of the National 
Supply and Machinery Distributors’ 
Association and the American Sup- 
ply and Machinery Manufacturers’ 
Association the afternoon and eve- 


ning of November 15. 1940. at the 
Penn Athletic Club. ,Philadelphia, 
Pa. More than 170 members and 
guests attended the meetings and 
dinner. H. K. Clark, Norton Co., 
Worcester, Mass., president of the 
manufacturers’ group, presided at 
the afternoon meeting. and A. R. 
Smith. The 


Boyer-Campbell Co.., 





Detroit, Mich., president of the dis- 
tributors’ group, presided at the 
evening session. 

R. D. Baldwin, Simonds Saw and 
Steel Co., Fitchburg, Mass., talked 
on “How Distributors Can Better 
Schedule Manufacturers’ Sales Pro- 
motion Literature.” He pointed out 
facts that manufacturers should 
consider in developing such litera- 
ture as, (1) the general use of the 
product in the distributor’s terri- 
tory; (2) the simplicity of reading 
matter and clarity of  illustra- 
tions; (3) attention catching de- 
signs, attractive colors, etc.; (4) 
educational value, technical data, 
etc.; (5) season for greatest pos- 
sible sales, and (6) a tie-up with 
dealer’s firm name, address, and tele- 
phone number. 

Mr. Baldwin emphasized that di- 
rect-mail_ promotions should be 
planned for a full year at a time. 
If this is done these messages will 
be more timely and therefore more 
effective. He urged distributors to 
keep salesmen advised on all mail- 
ing. This will give them an oppor- 
tunity to tie in with these efforts. 
He also suggested that distributors 
should advise suppliers of sched- 
uled promotions. Often they may 
have new material available, or can 
tie-in their advertising efforts with 
those of the distributor. 

Hartley Barclay, editor, Mill and 
Factory, told the group that serious 
shortages exist today in all local 





Left to right: S. Horace Disston, Henry Disston & Sons, Inc.; H. H. Kuhn, The Hardware & Supply Co.; 
R. S. Rauch, North Bros. Mfg. Co.; L. M. Knouse, Stanley Electric Tool Division, Stanley Works; Charles 
E. Allinger, The Chas. A. Strelinger Co., and D. W. Northrup, Henry G. Thompson & Sons Co. 
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THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 
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: WHY SWITCH TO SURE-FLUX ? 
or s 
0- 
. Your Customer 
d CAN OPEN ER Gets the Finest 
“i CORE SOLDER Made 
” COMBINATION Regardless of Price 
‘. 
g ATS | 
“ LS ——m (ZKeTF | SURE-FLUX costs you from 15% to 25% less than 
a T Ofna neues | other brands . . . yet retails for the 
) same price. That’s why every sale 
; means extra profit for you. It pays to 
‘ ask your jobber about SURE-FLUX. 
S- . J 
h Order No. 160-B.C. Vaughan’s Improved CAN OPENER . . 
" COMBINATION ... BOTTLE OPENER... CORK SCREW Get This Display Carton— 
r ... AND A NEW OPENER FOR ALL CANNED LIQUIDS! | a dozen 
The only complete Can Opener Combination on the market, | ayer ee ye 
i- at a popular price. Packed on individual display cards. One this attractive eee ey ee 
a dozen to the box. A fine seller. Send for prices. jabber can sup- b.. and 60 th. Specks. 
i Vaughan's | oo 
“ SAFETY ROLL JR. FI 
- cid an osin Core er 
lo CAN OPENER manufactured of 40% Virgin tin and 60% 
s : P | Virgin lead, according to A.S.T.M. Class A 
No. 170-W. The only can opener | specifications. 
- that cuts the top out of | We have been making core selder 
Ss. SQUARE, round, or oval cans | exclusively for 15 years. 
rs and leaves a safety rolled edge. | 
1. Best seller. More than fifty mil- ASK YOUR JOBBER! 
lion sold. Individually packed on | 
ty three-color display card. Two 
in dozen to the box. Order now. NEW YORK S LDER CO ; ite 
th . a 
VAUGHAN NOVELTY MFG. CO. INC. [BI5 Crosby Street, New York, N. Y. 
ud 3211-25 CARROLL AVE. CHICAGO, ILL. , 
us 
al 
oe e 
Want a Good Position? 
The quickest and surest way of securing a With Gardiner Quality 
good position is through the Classified Oppor- case kek ann: Ok te 
tunities Department of Hardware Age. eream of the big, profitable 
Hardware Age will put you in touch with | —- ~ — 
Hardware concerns who want help and look ectenaiiy fatians ae Ask 
for it in the Trade-paper that reaches the = . ole ya > an 
greatest number of readers. Household Package and 
leaders with 1, 5 and 20- 
Send your copy with remittance to pound spool buyers. 
HARDWARE AGE — 4) 
s = 
Classified Oportunities Dept. C: GAIGQm5ihCl —& 
3 100 East 42nd St.. New York City We METAL CO. 474 
- 4821 S. Campbell Ave., Chicago, Il. 
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' THE 
PRIZE 
GIFT 

for 
JUNIOR, 


tool of its 
type, the favorite in industry and today’s 


Feature Handee—the original 


leading hobby tool. More dees in 
use than all other makes combined, be- 
cause of precision performance, unequaled 
smoothness and safe speed. 


Our extensive national advertising sends 
buyers to you. This attractive Demon- 
strator on your counter will sell them a 
Handee and then you have year-around 
customers for accessories. 


Standard Model $10.75 with 3 Accessories. 
Luxe Model $18.50 with 7 Accessories. 
Ultra de Luxe Set (De Luxe Handee and 
45 most popular Accessories in metal carry- 
ing case) $25.00. 

Demonstrator requires only 2 sq. ft. of 
space. Send for yours today, also Special 
Deals and full information on Accessory 
Counter Case. 


CHICAGO WHEEL & MFG.CO. 
Makers of Quality Products for 40 Years 
1101 W. Monroe St. Dept. HA Chicago, Ili. 


ARMSTRONG § 


Chrome-Vanadium 











When “talking shop” on 
wrench quality it's always 
ARMSTRONG Chrome- 
Vanadium Wrenches that carry the 
100% stamp of approval. Wrench 
buyers and wrench users alike know 
that these are quality tools — the 
finest available today. Carrying a 
reliable manufacturers’ guarantee 
against spreading or breakage 
ARMSTRONG Wrenches are pri- 
marily designed for discriminating 
buyers men who know that 
strength has not been sacrificed for 
a longer, thinner and lighter wrench 
—a strength not based on bulk but 
on excellence of design and mate- 
rial. 
Write 
—standardize 
guarantee! 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse aud Sales: 199 Lafayette St., New York 


today for the C-39 Catalog 
with a line you can 
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stocks, deliveries are slowing up 
more and more and the problems of 
the distributor are increasing. He 
urged distributors to take industrial 
buyers into their confidence, and 
ask them to indicate approximate 
future requirements. This should be 
applied to stock items now. He 
suggested that manfacturers inves- 
tigate unusual orders before setting 
up production schedules to deter- 
mine if these orders are so unusual 
that they will not be repeated. Sup- 
pliers should also anticipate their 
requirements and inform manufac- 
turers. 

At the evening meeting, Mason 
Britton, of the Machine Tool Divi- 
sion, The Advisory Commission to 
the Council of National Defense, 
Washington, D. C., talked on “The 
National Defense Program and Its 
Relation to the Industrial Supply 
Industry.” He outlined some of the 
demands the defense program will 
require of manufacturers and dis- 
tributors, and stated that bottle- 
necks will be sure to develop. Even- 
tually all industry will be directed 
to some activity for national de- 
fense, he said, and cited instances 
where this had occurred. 

Mr. Britton emphasized the mag- 
nitude of the job now being under- 
taken and said that the people of 
the country would probably be 
vexed when they find early next 
year that we are not much better 
prepared than at the present. How- 
ever, this situation will change 
greatly as the year progresses. He 
told the group to keep in mind that 
the people of the United States are 
pioneering now for national defense 
and the distributor will also be 
called upon to serve the country. 

The first speaker expressing the 
viewpoint of the manufacturer as to 
the effects of the National Defense 
Program on the distribution of in- 
dustrial supplies was L. M. Knouse, 
general manager, Stanley Electric 
















Left to right: P. Ridings, Syracuse Supply Co.; Roy D. Baldwin, Simonds 
Saw & Steel Co.; Mason Britton, Advisory Commission, Council of Na- 
tional Defense, and Charles E. Curtis, The Western Iron Stores Co. 


Tool Division, The Stanley Works, 
New Britain, Conn. He stated that 
regular distributors will be supplied 
with merchandise first wherever pos- 
sible. However, companies are 
obliged to quote direct to many 
governmental agencies today, espe- 
cially the Navy. He urged distribu- 
tors not to pyramid orders and 
warned them that keen judgment 
must be used in building up inven- 
if frozen stocks are to be 
avoided. 

Mr. Knouse stated that when the 
war ends, the American manufac- 
turer, paying high wages and work- 
ing short hours, will have consider- 
able difficulty in competing with 
European manufacturers in world 
trade. However, American ingenu- 
ity and inventiveness may overcome 
these obstacles. 


tories 


S. Horace Disston’s Address 


S. Horace Disston, president, 
Henry Disston & Sons, Inc., Phila- 
delphia, Pa., told distributors that 
they should carry stock represent- 
ing at least a three-months’ supply 
at the present. Manufacturers are 
stepping up production to take care 
of both the government’s and dis- 
tributors’ needs. However, loss of 
trained personnel through the draft 
and shortage of raw materials may 
delay this program. Price trends 
will certainly not be downward, he 
said, neither should prices increase 
unless higher wages and raw mate- 
rials make this necessary. 

Mr. Disston also pointed out that 
new sales opportunities will be nu- 
merous not only from the defense 
industries but from companies serv- 
ing the defense industries. 

R. S. Rauch, president, North 
Bros. Manufacturing Co., Philadel- 
phia, Pa., suggested that distribu- 
tors round out stocks now so that 
they need not require immediate 
shipments on all orders. He said 
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that regular distributors of the 
company will be considered first, 
unless a patriotic duty causes other 
preferences to be necessary. The 
termination of the war in Europe 
might result in a downward busi- 
ness trend, he pointed out, and the 
desire to liquidate inventories would 
make for a period of unsettlement. 
Mr. Rauch indicated that higher 
prices are to be expected. This 
usually follows when demand _in- 
creases above supply. 


Industrial Supplies 


The first speaker outlining the 
viewpoint of the distributor as to 
the effects of the National Defense 
Program on the distribution of in- 
dustrial supplies was H. H. Kuhn, 
president, The Hardware & Supply 
Co., Akron, Ohio. He said his 
company planned to place orders 
as far ahead as possible and hopes 
to maintain adequate stocks. He, 
too, urged distributors not to pyra- 
mid orders. Distributors will re- 
ceive a lot of business, he said, and 
also must expect to’ pay higher 
taxes in the future. Mr. Kuhn said 
it was very important for every dis- 
tributor to keep their financial 
house in order and to try to dis- 
count the days of reckoning that 
are on the way. 

Charles FE. Curtis, president, 


Western Iron Stores Co., Milwau- 
kee, Wis., told distributors not to 
overlook the fact that they have an 
obligation to supply peacetime 
goods as well as defense needs. He 
urged manufacturers to give dis- 
tributors delivery dates on merchan- 
dise, and pointed out that even a 
general idea on this would be very 
helpful in satisfying customers. 

Charles E. Allinger, secretary- 
treasurer, The Chas. A. Strelinger 
Co., Detroit, Mich., told the group 
that he expected defense business to 
carry well into 1943. He said that 
he did not look for drastic price 
rises but that prices would increase 
to offset increased wages and taxes. 
He gave data showing that leading 
manufacturers in Detroit were pur- 
chasing requirements for longer pe- 
riods than ever before. Mr. Allinger 
warned distributors not to speculate 
but to try to keep merchandise flow- 
ing evenly from manufacturers 
through the distributor into the cus- 
tomer’s hands. 

D. W. Northrup, president, The 
Henry G. Thompson & Son Co., 
New Haven, Conn., chairman of the 
manufacturers’ committee on dis- 
tributor relations, and P. Ridings, 
Syracuse Supply Co., Syracuse, 
N. Y., chairman of the distributors’ 
committee on manufacturer rela- 
tions, reported on the activities of 
their committees. 


Two Thousand Years Ago 


WO thousand years ago, more 

or less, the world was oppressed 
and depressed by problems, both so- 
cial and economic, not unlike those 
of our present day. 

It’s interesting to note what the 
wise men of those times had to say. 

Plato (429-347 B.C.) : “Democracy 
contains no long-range force which 
will check the constant tendency to 
put more and more on the public 
payroll.” 

Plutarch (49-120 A.D.): “There 
is no doubt that the real destroyer 
of the liberty of any people is he 
who spreads among them bounties, 
donations and largesses.” 

Demosthenes (384-322 B.C.): 
“There is one safeguard known gen- 
erally to the wise, which is an ad- 
vantage and security to all, but 
especially to democracies as against 
despots. What is it? Distrust.” 

Sophocles (496-406 B.C.): “War 
loves to seek its victims in the 
young.” 
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Horace (65-8 B.C.) : “In peace, as 
a wise man, he should make suitable 
preparations for war.” 

Terence (185-159 B.C.): “It is 
the duty of all persons, when affairs 
are the most prosperous, then in 
especial to reflect within themselves 
in what way they are to endure ad- 
versity.” 

Thucydides (471-400 B.C.): “We 
enjoy a form of government which 
is not in rivalry with the institutions 
of our neighbors, nay, we ourselves 
are rather an example to many than 
imitators of others. By name, since 
the administration is not in the hands 
of few but of many, it is called a 
democracy.” 

And in such way is history made 
—a continuous cycle of social and 
economic acts, each with its own 
distinguishing stage setting. 


—E. B. TerHunNe, 
Boot and Shoe Recorder. 
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Output Distributed Through the Jobbing Trade Eaclusively. 
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| ‘wine’ Toggle Bolts 
| Step-Up Sales 
Of Related Items 


PLASTER 
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NATIONALLY ADVERTISED TO OVER 


400,000 TOGGLE BOLT USERS 
Every purchaser of PAINE Spring Wing Tog- 
gle Bolts is a prospect for a PAINE Toggle 
Bolt Clamp, Drill Points, Screw Drivers, Bath- 
room Fixtures, Electrical Equipment and 
many other extra-profit Hardware Specialties. 
In addition, the superior performance of 
PAINE Spring Wing Toggle Bolts builds good 
will and steady repeat business. They provide 
faster anchorage in all hollow materials—are 
Cadmium Plated to resist rust and corrosion 
and are easy to install. Available in 9 differ- 
ent head styles in standard lengths and diam- 
eters. 


FREE NEW PAINE TOGGLE BOLT CLAMP 
Cuts Toggle Bolt installation time one-half. 
Holds Toggle Bolt securely and permits use 
of a screw driver on each installation. Look 
for this Clamp in your next box of PAINE 
Toggle Bolts. 





Ask your Jobber TODAY for PAINE Spring Lee | 
Toggle Bolts and write for complete catalog 
Drilis and Anchoring Devices. 


THE PAINE CO. 


2963 CARROLL AVE. CHICAGO, ILL. 
NEW YORK WAREHOUSE & SALES: 48 Warren St. 
TUES AEH SORT TRE 





95 











The Wages and Hours Act 





and the Hardware Dealer 


Many dealers must reorganize 
their activities in order to 
be exempt from some of the 
provisions of this statute 


By HON. AUGUST C. 
FLAMMAN* 
Member, New York Bar 


\ \ ITH the Wages 


and Hours Act now in its third 
year of enforcement and creating 
new problems, caused by recent 
liberal interpretations of the Act 
by the United States Department 
of Labor, the retail hardware mer- 
chant has need to consider its ap- 
plication to his business. 

We are all familiar with the gen- 
eral provsions of the Act, as now 
controlling hardware employees 
engaged in “interstate commerce.” 
These outstanding provisions pro- 
vide for compensation to employ- 
ees of not less than 30 cents an 
hour (after October 25th, 1945— 
40 cents an hour) and of employ- 
ment based on a work week not 
longer than 40 hours, unless the 


employee receives compensation 


*Mr. Flamman, a prominent 
New York attorney, is a member 
of the firm of Mellen, Flamman & 
Simpson, 60 John St., New York 
City. He is counsel for practi- 
cally all of the metropolitan New 
York area hardware organizations 
and also represents locally the 
hardware mutual insurance com- 
panies. He has served in the New 
York State Assembly and is a 
recognized authority on legisla- 
tion affecting business. 
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for his excess employment, at one- 
and-one-half times the regular rate. 

Those engaged in the retail 
trade, accustomed to construe the 
meaning of the word “retail” as 
has long been defined as “a sale 
to the consumer, not for purposes 
of resale,” now learn that the es- 
tablished definition is antiquated 
and is not in keeping with the 
regulations of the United States 
Department of Labor. We had 
thought that our employees were 
exempt under Section 13(a) read- 
ing: “Any employee engaged in 
any retail or service establishment 
the greater part of whose selling or 
servicing is in intrastate com- 
merce.” Many dealers are, no 
doubt, exempt but some will not 
continue to be, unless they prompt- 
ly check or reorganize their activi- 
ties. However, the established 
definition of a “retail sale” must 
give way for the present and prob- 
ably for a long time, under present 
judicial tendencies, to the newer 
restrictions and definitions of a 
“retail” sale and the embracing 
definitions of “wholesale sales.” 
For if you sell in larger quantity 








HON. AUGUST C. FLAMMAN 


lots at a discount from the regular 
retail price, even for direct con- 
sumption and not for purposes of 
resale, such a sale is wholesale, ac- 
cording to the Labor Board defini- 
tion. And that is not all. Even 
if you sell in small quantity lots 
for industrial or business pur- 
poses, that type of sale is now 
under the embracing regulations 
of a “wholesale sale.” These are 
recent interpretations of the law, 
made by the Wages and Hours 
Division of the United States De- 
partment of Labor, to the estab- 
lished definition of “wholesale.” 
These new rulings may have been 
followed under N.R.A. but it is 
doubtful if they ever were support- 
ed by judicial interpretation here- 
tofore. 

What does this means to you? 
Well, many dealers have been 
doing what was considered a mill 
supply business. This is now 
clearly defined as a “wholesale 
business.” “Wholesale business” 
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Popular Mitre Kits 
Selling Like “Hot Cakes”! 


als sells 
ou’d be surprised how fast these low priced, quality Mitre Kits 
are moving off hardware counters. Home craftsmen examine them, 
observe that they can easily and accurately cut any angle with the on 
adjustable, locking angle index. This self-demonstration sells 


- <7 SS —_ Be a a saghone Kits. Display a couple and you're sure 
Scher MP Haiica MITRE . j= © move them in a few days’ time. Write us for wholesale prices. 
en TS S25 THE BAKER MeMILLEN CO., 351 Miller Ave., Akron, Ohio 
— “Oh Boy-dothey 
al SALLI 


ORDE = q\ Z 










































yj Whenever your 
@ door opens someone 
enters who needs both 


MOORE 


PUSH-PINS & PUSHLESS HANGERS 


Every customer has something to 
hang, pin or tack up. Each ts a 
Seapenioe: meee of = ay gen 
packets, and needs only to be re- 
HANGER minded. There's no better remind- 
WITH A_ er than the handsome, revolving 
Twist display cabinet which your 

jobber will supply FREE with 

your order for 72 assorted 
packets. Write him today. 


MOORE PUSH-PIN CO. 
113 Berkley Street 
Phila., Pa. 


























Everyone likes the  all-colored 
shock-proof top. Big repeats— 
profitable — nationally advertised. 
Color-banded cartons—7-color dis- 
play box FREE with eve 

your J 

















ry 50 fuses. 
for COLORTOP 


Advertised _ lobber $ 
Nationally 
TRICO FUSE MFG. CO., Milwaukee, Wis 


to Millions 












In Canada: IRVING SMITH LIMITED, Montreal 


’~ BECAUSE 


? BERNARD 
‘TOOLS 


are a part of the defense of OUR 
COUNTRY we ask you to place 
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PLIERS your orders well in advance so 
PUNCHES that we may not cause you too 
DeWITT OPERATED NIPPERS much delay in filling your cus- 


PRUNERS tomers’ orders. 
THE WM. SCHOLLHORN CO. 


414 CHAPEL ST., NEW HAVEN, CONN. 
a For Christmas 
izes 

Sell Syncro Saws 


Designed for making models, toys, 
games, furniture, puzzles, maps and 
household novelties. Inlay, scroll work 
and marquetry workers find Syncro Jig 
Saws ideal for following intricate pat- 
terns. Cut fast, with clean edges, never 
need oiling. Safe, Convenient 
and Inexpensive. Throat Clear- 
ances 16”, 13%” and 8”. 


Three Models $5.96, $10.95 and 

$12.50. Complete and ready to 

run, 

Send for Catalog J 40 describing Syncro Jig Saws, Miniature Motors, 
Racing Cars, Games, etc. Good profits for aggressive dealers. 


SYNCRO DEVICES, INC. 


743 Beaubien St. Detroit, Mich. 
N. Y. Sales Office: 200 Fifth Ave. : 





HOTELS 
In Cleveland WOTEL HOLLENDEN 
In Columbus THE NEIL HOUSE 
In Ahron THE MAYFLOWER 
In Corning, N.Y. BARON STEUBEN HOTEL 


In Jamestown, N.Y. THE JAMESTOWN 
and 


THE SAMUELS 





















R. F. Marsh 
Vice-President 


Theo.DeWitt 
President 














CROSS CUT 
SAWS 


FOR CONTINUOUS 
PERFORMANCE 











DECEMBER 12, 1940 97 











BELT LACING 







,, STEELGRI 





A stronger lacing for all types of 
belts. Put on with a hammer — 
easily Dp the hest belt. 
Clinches smoothly into belt, com- 
presses ends, prevents fraying, makes 
& permanent ‘“‘humpless’ joint. 
2-plece hinged rocker pins provided, 
8 sizes. In boxes, handy packages, 
cartons and long lengths. Recom- 
mended for conveyor belts and heavy 
drives — especially drives operating 
under outdoor conditions. 


WIREGRIP , 


BELT HOOKS 
























Preferred be- 
cause they are 
handled safely, 
and quickly. 
Patented blue 
aligning card 
holds hooks, even shortest ends in 
perfect alignment — every hoek is 
used, no card waste. Fit Wiregrip 
or any other standard ilacers 
Available in 6 sizes. 


S MENCERS P 
A necessity at harvest time. Keep 
binders running — repair binder 
slats easily and quickly right on 


the fleld. Get your share of this 
profitable market. 

















Write today for Catalog and Circulars 
ARMSTRONG - BRAY 
& CO 


“The Belt Lacing 
People” 





304 Loomis Ave., 
CHICAGO, U.S.A. 


SRS PSOE YES SES SE YES SES PSS YES PSS PS VSS VSS 


SHARE 


Your Christmas Giving 
With 
The Salvation Army 





WRITE 


The Salvation Army 
Into 
Your Will 


6 ESS SOS YES YES ESS YES YES USES PSS YES FSS LSS YS 
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infers the carrying on interstate 
commerce and hence if more than 
51 per cent of your business is 
wholesale, as defined herein, they 
come under the Wages and Hours 
Act. 

The “wholesaler” who sells 
wholly within his state, is now 
deemed engaged in interstate com- 
merce—probably on the basis that 
he acts as the agent in distribution 
of goods made out of his state, and 
completing a sale in interstate 
commerce. You should ascertain 
at once if more than 51 per cent 
(percentage fixed by the Labor 
Board) of your business is “whole- 
sale.” If not, you need not be 
concerned. Elimination of the 
word “wholesale” should be made 
from windows and stationery if 
feasible, if your volume of whole- 
sale business is less than 51 per 
cent. This may save much worry 
through department investigations 
and check-ups. Try to keep some 
sales record to show what sales are 


retail and what sales are whoie- 
sale. If you are doing 51 per cent 
or more wholesale business, create 
a wholesale department if possible. 
It may be that this wholesale busi- 
ness might wisely be done under a 
separate corporate unit. This is 
for you to determine. 

The Act, provides, however, that 
all employees engaged in a bona 
fide executive or administrative 
capacity and outside salesmen, are 
exempt from its provisions. The 
issue of the Harpware AcE for 
October 31st, 1940, on page 120, 
sets forth in detail, in its usual 
clear manner, these exemptions, as 
interpreted by the United States 
Department of Labor. 

If you come under the Act, be- 
gin to observe it and institute a 
40-hour work week at once. You 
are now probably complying with 
the wage provision of a minimum 
of 30 cents an hour. You will 
avoid many headaches if you do 
not neglect it. 


The Credit Aspects of Selling 


NLESS salespeople are prop- 

erly instructed, they will make 
little attempt to sell the credit terms 
you prefer. They will shy away with 
the slightest sales resistance. They 
should never be permitted to offer 
the easiest terms you will allow as 
an exception immediately. If this is 
done the poorer customer will ac- 
cept them, even though the cash for 
the down payment is in his wallet, 
and his mind is made-up to pay a 
larger amount each month. 

Always try to secure as large a 
down payment as the customer can 
make and always have a minimum 
down payment that you will accept. 
We know that the more equity a 
purchaser has in a commodity the 
greater will be his efforts to retain 
it. The longer the terms are ex- 
tended, the slower this equity is 
built up, with the further additional 
possibility of unemployment, sick- 
ness, and other factors influencing 
the final liquidation. 

More liberal credit terms will in 
all probability increase business for 
the concern now operating on a 


Editor’s Note:—From an address 
by G. K. Hubbard, Jr., vice-presi- 
dent and executive credit manager 
C.1.T. Corp., presented before the 
National Retail Credit Associa- 
tion, on June 18, 1940, in San 
Antonio, Texas. 


practically cash basis. Sales in- 
creases might be very slight in the 
case of a concern which has already 
been most liberal in the extension of 
credit. Liberalizing of credit terms 
to meet the standards employed by 
other sound competiters is unques- 
tionably a proper and constructive 
move. 

All applications for credit should 
be investigated carefully. Talk to 
the employer of the person asking 
for credit in an effort to determine 
the earnings of the applicant for 6 
and 12 months’ periods. Do not 
carry investigations to extremes for 
this is costly and unproductive. Do 
not put too much faith in informa- 
tion supplied by personal refer- 
ences of the individual. Use the 
services of a reputable agency spe- 
cializing in credit work and remem- 
ber that speed and price of the 
service is not as important as the 
quality of the service rendered. 

By all means select credit risks of 
good moral character. Collateral will 
never supplement character, or the 
need or desire for the commodity. 
The repossessibility of the article 
should act as insurance in the event 
its use is necessary due to your mis- 
take in original judgment, or as a 
means of inducing the willfully neg- 
ligent to fulfill their obligations. 
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FOR TOP SALABILITY 


“ASK YOUR SUPPLIER ABOUT 


AUTOYRE © 


OAKVILLE, CONNECTICUT WRITE 


ATHROOM & KITCHEN FIXTURES 
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R. MURPHY’S 3. KNIVES 


A profitable line to carry. Every knife guaranteed. 









/ Paper Hangers Knite Sloyd Knife 


Oil Cloth Knife 





Shoe Knife 


Clam Knife 





Shirt Cuttors and Pattern: Makers Handles snd. Blades 
Write for Catalog ete. Our 90t! 
ROBERT MURPHY'S SONS GO. AYER MASS. 
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HARDWARE SPECIALTIES 
Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 









Established 1879 


atso HAYING TOOLS anp 
BARN EQUIPMENT 


“Guaranteed to satisfy the user” 









THE NEY MFG. CO., CANTON, O 


BRANCH HOUSE - COUNCIL BLUFFS, IA 

















Good Profits—No Grief 


When you sell Hoppe’s No. $ Solvent to a shooter- 
customer it stays sold because Hoppe’s No. 9 does 
its job right and gets you a reputation for “know- 
ing your gun cleaners.” 


Hoppe's Gun Cleaning Products 


sincerely satisfy everybody and never give 
any one any grief because these world recog- 
nized preparations are made by men who 
know all the “ins and outs” ‘of gun cleaning. 
Write for our free booklet ‘“‘Gun Care” and 
our proven sales plan that will get you more 
customers. 





FRANK A. HOPPE, INC.., 
2314A North 8th St., Philadelphia, Pa. 
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gust buy 6 dozen 
ob Cross TACKS 
from your yobber 


CROSS 


EAST JAFFREY,N.H. 
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NO GRASS 


—grows under our feet when 
we receive your order 


FOR PROMPT SERVICE, REMEMBER... 


M. 5. BROOKS & SONS * Box B ‘* CHESTER, CONN. 








World’s Standard for Half a Century 


SAND’S 


e455) Se 2a 


SAND'S-STEVENS 


SURFACE AND LINE SAND’S LEVEL & TOOL CO. 





“FACTORY 











“Hobby” Customers Will 
Want This Torch 


“Hobby shop" customers want tools 
“better than average.” And C & L 
Torch 600A makes them take notice. 
















An exceptional valwe, No. 600A costs 
but a little more than C & L's lowest 
priced models. For looks and service, 
it's a Torch any home hobbyist will 
take pride in owning. See your jobber 
salesmen about C & L No. 600A and 
other models. 


CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich. 
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L. E V E L TILE SETTERS’ WOOD 


AND ALUMINUM 
8631 Gratiot Ave. Detroit, Mich. sissies 
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TROY—BEST 


File Handles 


= eal MWA Rigid 
PATENTEO- i quem ) Metal to 
: iF = e § al 
srip, 

(Patented), assures better workmanship 
and safety to user. A favorite for over 











40 years. 
TROY FILE WORKS 
Troy, Est. 1831. N. Y. 








E-Z CORN POPPER 
The Original Rotary Corn Popper 


The Popper That Puts 
The Pop in Pop Corn 








Stove Type 
or Electric 


Ask Your Jobber 





JV 
_WOOD JOINERS 


THEY PULL—CLINCH—HOLD 
a ee 


Ask Your Jobber 
SUPERIOR FASTENER CORPORATION 











5224 N. Clark St. Chicago, iil. 


STEEL BRICK HODS 


Have been used 











for years 
because of 
their streagth 
and lightness. 
Ne. 108 arnie All steel 
Brick x7” deep 


Prices Will Interest 
The Cleveland Wire Spring Co. 
E. 88th St. and Hamilton Ave. 
@ @ CLEVELAND,OHIO @ @ 











TATE Picture Hangers 





6 for 5c 








E. H. TATE CO., Boston, Mass., U.S.A. 


SAFETY HEEL PLATES 
(Detachable) 


Hardened 














points, 


for arctics, overshoes, 
or boots and shoes. 
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Alabama, Retail Hardware Associa- 
tion of, May 14-16, 1941, at Montgom- 
ery. Headquarters, Gay Teague Hotel. 
Exhibit at Auditorium. Secretary, J. H. 
Crowe, 41 N. 21st St., Birmingham. 


American Hardware Manufactur- 
ers’ Assn. meeting jointly with the 
Southern Hardware Jobbers’ Associa- 
tion, April 21-24, 1941, at the Peabody 
Hotel, Memphis, Tenn. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary of the manufacturers’ 
association, and T. W. McAllister, 1020 
Grant Bldg., Atlanta, Ga., is secretary of 
the jobbers’ association. 


American Hardware Supply Co., 
annual convention, Jan. 27-28, 1941, at 
the company’s headquarters, 41-43 Ter- 
minal Way, South Side, Pittsburgh, Pa. 
William M. Stout is general manager. 


Arkansas Retail Hardware Associa- 
tion, Feb. 10-12, 1941, at Little Rock. 
Sessions and exhibit at Marion Hotel. 
Secretary, George L. Turner, 322 E. 
Markham St., Little Rock, Ark. 


California Retail Hardware Assn., 
Feb. 18-20, 1941, at San Francisco. 
Convention and exhibits at the Western 
Merchandise Mart. LeRoy Smith, 417 
Market St., San Francisco, is secretary. 


Carolinas, Hardware Association of 
the, June 10-12, 1941, at Asheville, 
N. C. Hotel headquarters and sessions 
at the George Vanderbilt Hotel. Sec- 
retary C. B. Gladden, 407-11 Com- 
mercial Bank Bldg., Charlotte, N. C. 


Eastern Hardware Golf Associa- 
tion, annual tournament, May 22-24, 
1941, at the Buckwood Inn, Shawnee- 
on-the-Delaware, Pa. H. L. Gillian, 9 
Rockefeller Plaza, New York City, is 
secretary. 


Housewares Mfrs. Assn., annual 
housewares and major appliances ex- 
hibit, Jan. 5-10, 1941, at the Palmer 
House, Chicago, Il]. Association head- 
quarters Rooms 628, Palmer House, 
Chicago. 


Illinois Retail Hardware Association, 
Feb. 25-27, 1941, at Chicago. Sessions 
and exhibit at Sherman Hotel. Secre- 
tary, C. G. Gilbert, 1155 Merchandise 
Mart, Chicago. 


Indiana Retail Hardware Assn., Jan. 
28-31, 1941, at Indianapolis. Sessions 
and exhibit at Murat Temple. Manag- 


Coming 


ing director, G. F. Sheely, 333 N. 
Pennsylvania St., Indianapolis, Ind. 


Intermountain Association, Jan. 15- 
17, 1941, at Boise, Idaho. Sessions at 
Boise Hotel, Boise. Secretary, Frank L. 
Winzler, Chamber of Commerce Bldg., 
Boise. 


Iowa Retail Hardware Assn., Feb. 
11-14, 1941, at Des Moines, Iowa. Head- 
quarters and sessions, Hotel Savery; ex- 
hibit, Coliseum. Secretary, Philip R. 
Jacobson, Mason City, Iowa. 


Kentucky Hardware & Implement 
Assn., Jan. 21-23, 1941, at Louisville. 
Hotel headquarters, sessions, and ex- 


hibit at Seelbach Hotel. Secretary, 
J. M. Stone, 1009 Seelbach Hotel, 
Louisville. 


Marshall-Wells Co., Associate Con- 
gress at Duluth, Minn., Jan. 27-29, 1941. 
Clerks’ school, Feb. 3-5, 1941; at Port- 
land, Ore., Feb. 10-12, 1941, and at 
Spokane, Wash., and Billings, Mont., 
Feb. 17-19, 1941. The latter two meet- 
ings may be combined. George S. Mc- 
Quade, Duluth, is sales manager. 


Michigan Retail Hardware Assn., 
Feb. 11-14, 1941, at Grand Rapids, 
Mich. Headquarters and sessions at 
Pantland Hotel; exhibit at Auditorium. 
Secretary, H. A. Daschner, 1112 Olds 
Tower Bldg., Lansing. 


Minnesota Retail Hardware Assn., 
Feb. 18-21, 1941, at St. Paul. Hotel 
headquarters, Lowry Hotel; sessions 
and exhibit, Municipal Auditorium. 
C. J. Christopher, Nicollet at 24th St., 
Minneapolis, is secretary. 


Missouri Retail Hardware Assn., 
Feb. 25-27, 1941, at St. Louis. Sessions 
and exhibit at Municipal Auditorium. 
Louis C. Kreh, 323-324 Wainwright 
Bldg., St. Louis, is secretary. 


Mountain States Hardware and Im- 
plement Assn., Jan. 13-15, 1941, at Den- 
ver, Colo. Sessions at Cosmopolitan 
Hotel. Secretary, John T. Bartlett, 637 
Pine St., Denver. 


National Retail Hardware Asso- 
ciation, 42nd annual Congress, July 
14-17, 1941, at the Roosevelt Hotel, New 
Orleans, La. Rivers Peterson, 333 N. 
Pennsylvania St., Indianapolis, Ind., is 
managing director. 


Nebraska Retail Hardware Assn., 
Feb. 4-6, 1941, at Omaha, Neb. Hotel 
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Conventions 


and Events 


headquarters and sessions, Rome Hotel. 
Exhibit, Municipal Auditoriuin. Sec- 
retary, Edward C. Hermanson, 325 In- 
surance Bldg., Lincoln. 


New England Hardware Dealers’ 
Assn., Feb. 25-27, 1941, at Boston, Mass. 
Hotel headquarters, sessions and exhib- 
it at Hotel Statler. Secretary, Russell 
R. Mueller, 189 Dartmouth St., Boston. 


New York State Retail Hardware 
Association, annual convention, Feb. 
11-14, 1941, at Seneca Hotel, Rochester, 
N. Y. Exhibit at Convention Hall. Sec- 
retary N. H. Kiley, 508 Hills Bldg., 


Syracuse. 


North Coast Hardware and Imple- 
ment Dealers Association, Jan. 22-24, 
1941, at Seattle, Wash. Secretary, D. D. 
Stewart, American Bank Bldg., Seattle. 


North Dakota Retail Hardware 
Association, annual convention, March 
4-6, 1941, in Fargo, N. D. Headquar- 
ters, Gardner Hotel. Exhibits at Audi- 
torium. Secretary Louis J. Thompson, 


21 Clifford Bldg., Grand Forks. 


Ohio Hardware Association, annual 
convention and exhibit, Feb. 18-21, 
1941, at Cleveland, Ohio. Sessions at 
Hotel Statler, exhibit at Auditorium. 
Secretary, John B. Conklin, 175 S. High 
St., Columbus. 


Oklahoma Hardware & Implement 
Assn., Feb. 4-6, 1941, at Oklahoma City, 
Okla. Headquarters, sessions, and ex- 
hibit at Municipal Auditorium. Secre- 
tary, Charles F. Nelson, 301 Key Bldg., 
Oklahoma City. 


Panhandle Hardware and Implement 
Association, Jan. 27-28, 1941, at Ama- 
rillo, Texas. Sessions at Herring Hotel. 
Secretary, C. L. Thompson, Canyon, 
Texas. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., Jan. 28-31, 1941, 
at Pittsburgh, Pa. Headquarters, ses- 
sions, and exhibit at William Penn 
Hotel. Secretary, W. Glenn Pearce, 400 
N. Broad St., Philadelphia. 


Southern California Retail Hard- 
ware Assn., Feb. 25-27, 1941, at Long 
Beach. Hotel headquarters, Hilton 
Hotel. Sessions and exhibit, Municipal 
Auditorium. Secretary, J. V. Guilfoyle, 
626 Rives Strong Bldg., Los Angeles. 


South Dakota Retail Hardware 
Assn., Jan. 28-30, 1941, at Sioux Falls. 
Hotel headquarters, Cataract Hotel; ses- 


sions and exhibit at Coliseum. Earl 
Erlanusoa, Cottonwood, is secretary. 


Southern Hardware Jobbers’ 
Assn., meeting jointly with the Ameri- 
can Hardware Manufacturers’ Associa- 
tion, April 21-24, 1941, at the Peabody 
Hotel, Memphis, Tenn. T. W. McAllis- 
ter, 1020 Grant Bldg., Atlanta, Ga., is 
secretary of the jobbers’ association, and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary of the 
manufacturers’ association. 


Texas Hardware & Implement Assn., 
Jan. 21-23, 1941, at Dallas. Hotel head- 
quarters, sessions, and exhibit at Hotel 
Adolphus. J. D. Martin, Jr., P. O. Box 
1193, Bryan, is secretary. 


Tennessee Retail Hardware Associa- 
tion, Feb. 4-5, 1941, at Nashville. Sec- 
retary, Robert Boswell, Box 68, Chatta- 
nooga. 


Triple Mill Supply Convention, 
May 5-7, 1941, at the Palmer House, 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ Assn., 
secretary, Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va.; National 
Supply & Machinery Distributors’ Assn., 
secretary, H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa., and the American 
Supply & Machinery Manufacturers’ 
Assn., secretary, R. Kennedy Hanson, 
1108 Clark Bldg., Pittsburgh, Pa. The 
convention may possibly be carried over 
an extra day. 


Virginia Retail Hardware Assn., 
Feb. 18-19, 1941, at Danville, Va. Sec- 
retary, G. T. Omohundro, Jr., Scotts- 
ville, Va. 


Western Retail Implement and 
Hardware Dealers Assn., 52nd annual 
convention and exhibit, Jan. 21-23, 1941, 
in the Municipal Auditorium, Kansas 
City, Mo. Frank H. Spink, 322 Scarritt 
Bldg., Kansas City, Mo., is secretary- 
treasurer. James A. Gorman is show 
manager. 


West Virginia Hardware Associa- 
tion, Feb. 24-25, 1941, at Parkersburg. 
Sessions at Chancellor Hotel. Secre- 


tary, H. B. Clower, Oak Hill. 


Wisconsin Retail Hardware Assn., 
Feb. 4-7, 1941, at Milwaukee, Wis. 
Headquarters, Hotel Schroeder;  ses- 
sions and exhibit, Auditorium. Secre- 
tary, H. A. Lewis, Stevens Point. 
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RED DEVIL PLATED GLASS CUTTERS 
New standard handles on all modern-line models 
pertect finger rest. Heavily plated — cutter terally 
glide along the rule. Long-life wheel, hard bronze 
axle. Pregreased. Rust proof 


DIAMOND 
POINT DRIVER 


Automatic. Drives points 
at machine gun speed 
inte hardest — 
angle. Holds clip of 
100 Diemend points. 
Makes glazing easy. 




















DIAMOND POINTS 
100 te a sticks Will not 
corrode. be driven in- 












TRIANGLE POINTS 


Made of pure zinc and zinc 
coated in 6 sizes. Handy 
‘packages of 2 oz. to 1 tb. 
with free driving tool. 


WALL SCRAPERS 
PUTTY KNIVES 
WOOD SCRAPERS 


Best in performance be- 
cause they are best in 
quality. 







Send for Catalog 
LANDON P. SMITH, inc 


IRVINGTON, N. J 


DENISTON 


Triple Lock 


“Lead Seal” NAILS 


Drive Screw Shank gives powerful 

Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 


by “bump”... Send for samples. 
4840 South 


The DENISTON Co. s:ten23° 
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SUPER VALUE 
NAIL CLIPPER 


New member of Gem c 
Nail Clipper family. 
Hardened jaws, nail 
file, cleaner. Heavily 
nickeled. Doz. on colorful card 
at jobbers’. Send for details. 
THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 









Kew Daisy Waterers 
for HOGS and POULTRY 
ALSO SHAW and DAISY 


CALF WEANERS 
BEST FOR 25 YEARS 


+ FREE Cireular 
QUINN WIRE & IRON WORKS 
t “i LIMA tA 


Write f Mfrd By 
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Classihied Opporviumilien Section... 








Use thi section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





|  Chanrified Adwentining Ratea | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 
Positions Wanted 
(Special Rate) set solid, maximum, 
Oe rer eee $1.00 
Each additional word...........+.+- -05 


Allow Seven Words for Kewed Address or Your Address 


BOXED DISPLAY RATES 


One inch 
Each additional inch.........- 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
—-e-— 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remail- 
ine. 














HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

—e-— 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











[Positions Wanted | 


|Sales Representatives Wanted | 


[Sales Representatives Wanted | 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers ior New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York Ciry 


EXPERIENCED HARDWARE DEALER 
German Jew, English speaking is looking for a 








field of activity anywhere in any capactiy, pref- 
erably as sales agent in economically developing 
districts. Address— Fred Baum, 720 Riverside 
Drive, Apt. 6-H, N. Y. City 

SALESMAN NOW SELLING TO THE 


HARDWARE, paint and mill supply trade in 
the New England territory is seeking a new con- 
nection. Strong following among wholesalers, 
chains, major dealers. Interested in represent- 
ing one manufacturer only, on a salary and ex- 
pense basis. Excellent sales record and best of 
references. Address Box E-216, care of Harp- 
ware Ace, 100 E. 42nd St., N. Y. City. 





HARDWARE MAN THOROUGHLY ExX- 
PERIENCED IN Retail and Wholesale hardware, 
paints, sporting goods and kindred lines, desires a 
position with responsible retail firm. References. 
Capable of buying, bookkeeping and store manage- 
ment. In early fifties and good health. Free to 
go anywhere. Middle West or South preferred. 
Salary secondary. Address Box E-90, care of 
Harpware Ace, 100 E. 42nd St., New York City. 


EXPERIENCED HARDWARE SALESMAN 
DESIRES TO represent reputable Manufacturer 
in West Pennsylvania, West Virginia and Eastern 
Ohio, Fifteen years traveling experience, 44 years 
of age, college graduate. Established trade with 
hardware jobbers, hardware dealers, department 
store and supply trade. Unquestionable references. 
Address Box E-188, care of Harpware AcE, 
100 E. 42nd St., N. Y. City. 








YOUNG MAN, THOROUGHLY TRAINED 
IN sales work, with a_ substantial following 
among hardware jobbers, large retailers, and de- 
partment stores throughout New England and 
New Jersey, would like a position with a first- 
class manufacturer desiring real representation 


by a salesman with a successful sales record. Ad- 





om Box ~~ % care of Harpware Ace, 100 
. 42nd St., Y. City. 
MANUFACTURER’S REPRESENTATIVE 


WHO HAS ESTABLISHED trade with hard- 
ware jobbers and dealers in Philadelphia, Eastern 
Pennsylvania, Central and Southern New Jersey, 
desires to represent reliable manufacturer in this 
territory. Carry samples and work territory in 
auto. Married, excellent reference, not in draft. 
Address Box E-222, care of Harpware Acer, 100 
FE. 42nd St., N. Y. City. 
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Salesmen Wanted 


An unusual selling opportunity is offered 
to salesmen in several territories. 


This opportunity will interest the suc- 
cessful salesman who knows the paint and 
hardware dealer in his territory; who is 
looking for a broader opportunity in a 
good territory with an opportunity to in- 
crease his earnings consistently. 


We have been manufacturing quality 
paints for 52 years and enjoy an ever in- 
creasing demand for our exclusive agency 
proposition. Our proposition enables your 
trade to meet today's merchandising con- 
ditions and competition with first quality 
products. 


Our expansion in the trade sales field 
makes openings for a number of addi- 
tional paint salesmen of experience to call 
on dealer trade in Atlantic Seaboard 
States. If you have a good continuous 
employment record as a producer, we 
have an opportunity for you. 


Compensation—salary and bonus. 


Write us completely about yourself and 
what you have done. Your letter will be 
held in complete confidence. No refer- 
ences will be used without your permission. 
Please write fully as no interview will be 
granted unless complete business history 
is submitted in first letter. 


VITA-VAR CORPORATION 
Newark, N. J. 











EXPERIENCED HARDWARE, INDUS 
TRIAL SUPPLY and transmission salesman, 
New York City or New Jersey. Old established 
house with exclusive transmission lines. Do not 
apply unless you have up-to-date following. Ad- 
dress Box E-204, care of Harpware Ace, 100 E. 
42nd St., N. Y. City. 


MANUFACTURER OF HIGH QUALITY 
taps and dies, expanding operations, requires rep- 
resentatives calling on the hardware and mill 
supply trade. Exceptional proposition with steady 








repeats. Advise territory and lines carried. Con- 
fidential. Address Box E-219, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 





OLD RELIABLE CORPORATION OFFERS 
WONDERFUL opportunity to sideline or full 
time salesmen. Selling furniture, hardware, de 
partment stores. Fast patented sellers. Small 
light sample case. Positively world’s finest. Call 
on only best concerns. Best selling season now. 








Address—Dustmaster Corporation, 5212 Produce 
Exchange Bldg., Minneapolis, Minnesota. 
PROTECTED TERRITORIES ALLOTTED 


TO SALESMEN who will establish dealers for 
us in every community. Attractive proposition 
to both dealer and salesman. Salesmen now cov- 
ering an allotted territory for other firms accept- 
able. For information write us what territory 
you now cover or territory desired. Address— 
Sterling Equipment Company, Danville, Tlinois. 





SALESMEN NOW CALLING ON WHOLE- 
SALE hardware dealers and lumber yards east 
of the Mississippi to sell the Strand Overhead 
Type Garage Door, recently placed on the market 
and going strong. State references, products 
being sold and territory traveled. This has never 
been offered before. Address—President, Strand 
Building Products Company, 452 So. Woodward, 
Birmingham, Mich. 





SALESMEN—ARE YOU LOOKING FOR 
an additional line on commission basis? Do you 
call on good hardware and housefurnishing dealers, 
hotel and restaurant suppliers or department 
stores? We manufacture quality enameledwares 
and many selling specialties for these and other 
outlets. Openings in Southwest, Midwest and 
North Central States. Write territory covered, 
lines now carrying and references in first letter. 
Address—The Bellaire Enamel Company, Bell- 
aire, Ohio. 




















VERMONT-NEW HAMPSHIRE 
“SALES BUILDER” AVAILABLE 


Resourceful salesman with producing rec- 
ord and draft exempt, offers persistent 
Dealer-Jobber coverage from strategic cen- 
tral location. Interest confined to estab- 
lished concerns featuring “Repeat items’’ 
suitable to this area. 

Prefer proposition capable of solid, long- 
pull development, with a financial arrange- 
ment contingent on results. 
References covering character, 
ability available to seriously 
executive. 

Address Box e 183, care of NAOS SARS AGE 

100 E. 42nd St., N. Y. City 


credit and 
interested 
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Accounts Wanted il] Accounts Wanted ||| Barsiness Opportunities | 
eee eS Eee — 
’ MANUFACTURERS’ REPRESENTATIVE VOLUME MOVING LINE WANTED BY 
Ss COVERING NORTHERN NEW JERSEY, | New England manufacturers’ sales representative, FOR RENT 
jobbing trade including hardware and automo- | with large warehouse having railroad siding. We 
tives, desires one or two additional lines, pref- | are set up to give a good line good representation 2 stores hardware strength. 
in erably spring poms. Cia ont, personality— | in New England. Address Box E-217, care of 25,000 and 6,500 square feet. 
accustomed to handling volume business. Ad- | Harpware Ace, 100 E. 42nd St., N. Y. City. Hy 
dress Box E-224, care of Harnware Ace, 100] y Prosperous community. Excellent 
E. 42nd St., N. Y. City. ARE La eS z . schools. 
- : MANUFACTURER'S REPRESENTATIVE RALPH L. LEWIS 
~~ | WITH 20 years’ experience in the automotive Address— ‘4 
ed WANTED—FOR SOUTHEASTERN | and hardware fields is interested in securing one GREENSBORO, N. C. 
“ee STATES—lock sets and builders’ hardware spe-| or two additional lines for California. Well 
ie cialties, padlocks and latches to the dealer | acquainted with both jobber and chain store out- —— soe piceiaic 
to trade hardware, — building supply and marine | lets. Address Box E-208, care of HARDWARE FOR SALE, GENERAL HARDWARE 
hardware and ship chandlers. We are established | Acre, 100 E. 42nd St., N. Y. City. STORE, inventory about $10,000, growing busi- 
“roe yee — mented on straight eomule ness, clean up to the minute stock, paints, gen- 
oe L — a YG of Harpware Aor, FIRM OF MANUFACTURERS’ AGENTS | eral hardware, stoves and gift a bg 
ee ee eee OPERATING IN Western Michigan, including | cated in central Wisconsin, Address Box 1-22), 
to ______ SS TF the manufacturing center of Grand Rapids, trav- | care of Harpware Ace, 100 E. 42nd St.. N. Y. 
ANNOUNCEMENT: MR. JOE SCHNEIDER: | cling three men, wants one more good line selling | City- 
MAN REPRESENTING the United 5¢ to $1.00 | to industrial accounts. We have fine references, RT 362 
stores of Canada Limited, Montreal, Canada, will | an exceptional sales record, and offer real repre- FOR SALE: GROWING, PROFITABLE, 
; be in Chicago, January 6th, 7th and 8th, 1941] sentation. Address Box E-215, care of HARDWARE general hardware business in best resort city in 
° to attend the house furnishing show and would | Ace, 100 E. 42nd St., N. Y. City. Florida. Population 25,000 and growing. Only 
Y welcome interviews with salesmen and firm rep- = | one other hardware store here. Unlimited possi- 
resentatives of any useful lines, on any of those bilities. Inventory about $15,000. Cash only. 
dates. Address—Mr. J. Schneiderman, Palmer No trades or terms considered. Address Box 
House, Chicago, Illinois. is eee E-220, care of Harpware Ace, 100 E. 42nd St., 
|] Barsiness Opportunities |] 8°) cis. 
MANUFACTURERS’ AGENT WITH EX- sitesi ” —— ———————= 
nied | Raees mag — connections in Chicago, Wis- 
nied, consin, and Minnesota, desires one more fast- MERCHANDISE WANTED—I BUY FOR 
selling line for 1941. Have the very best of | cash small or large lots of manufacturers’ close- Help Wanted | 
references and a real sales record. Companies | outs, jobbers’ surpluses and any discontinued 
)FFERS already represented know of this advertisement. | items in the hardware and harness line. Write 
a taal Address Box E-214, care of Harpware Ace, 100] me what you have to offer. Address Harry J. TWO YOUNG MEN WANTED BY WHOLE. 
ave. de E. 42nd St., N. Y. City. Epstein, 815 Central St., Kansas City, Mo. SALER. Two young men, preferably married, 
Small Ga : SRP TSAAEEe with buying or selling experience in the whole- 
st. Call ESTABLISHED MANUFACTURERS’ REP-| WELL ESTABLISHED GENERAL HARD. | sale hardware field are needed to round out a 
sash ae RESENTATIVE COVERING Kansas, Missouri, ] WARE STORE for past 29 years in a town | growing well-established wholesale hardware firm’s 
Produce and Oklahoma with two major lines to large hard- | over 5,000 and outside drawing 13,000 with va- | personnel. The right young men will find a real 
ware outlets, 20 years’ hardware and selling ex- | rious manufacturers, and in a wonderful farming | opportunity for expansion and growth, working 
oy perience desires connections with such lines, wire | country. Good clean stock. General hardware, | directly under the executive head of the com- 
; cloth, axes, wheel goods, bolts, files or rope, lines | housefurnishings, paints, stoves, etc. Reason for pany who needs two young men to prepare for 
OTTED that can be built into a volume account. Address selling—poor health. Located in Central Penn | executive positions. All correspondence confiden- 
alers for Box E-218, care of Harpware Ace, 100 E. 42nd | sylvania. Address Box E-197, care of Harpware | tial. Address Box E-193, care of Harpware Ac, 
-oposition St., N. Y. City. Ace, 100 E. 42nd St., N. Y. City. 100 E. 42nd St., N. Y. City 
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ADAMS PUMP LEATHERS 


An Adams Cup for every pumping pur- 
pose. From the shallow to the deepest 
wells. Selected hides, especially tanned 
and processed to suit exact requirements. 
Any size hole at no extra cost. Special 
attention to odd size cups. 


ALSO MANUFACTURING A COMPLETE LINE OF 
KAYO, TIP-TOP and ADAMS 


Steel hand tools, cold chisels, punches, etc. 


Ask your jobber or write 


C. F. ADAMS, Inc. 


Dept. H 420 So. Lake St. Fort Worth, Texas 








The NEW MASTERS 
HOME LAWN DISTRIBUTOR 


Now equipped with 10 inch wheels and 1 inch 
rubber fires. 

A sturdy practical machine that always gives satisfaction. 

Has patented revolving agitator and handle shut-off con- 

trol. Five plates provide adjustment for various amounts 

of fertilizer and grass seed distribution. The capacity 

of the Home Lawn is 30 pounds fertilizer (see illus- 












Masters Planter Co. 
4029 West Lake St., 
Chicago, Ill. 


commercial fer- 
tilizer, grass seed, 
dressing and other mate- 


rials. 









tration). The capacity of the ‘‘Baby Lawn"’ is 15 Covers 
pounds. Every Masters Distributor fully guar- ev 
anteed Prices quoted are list Discounts on inch of 
request ound 
Masters Home Lawn Dis- = 
tributor, 30 Ibs. ecap..... .50 
Masters ‘Baby Lawn’’ Dis- surplus. 
tributer, {5 Ibs. cap..... $3.30 Masters Distrib- 
Prices less discount FOB Chicago utors are unex- 4 
Dealers-Jobbers: write for folder celled for even 


distribution of 


top 











HA 


PRAYS, dips or brushes 

to a satin smooth fin- | 
ish. For exterior or interior 
use on wood, metal or 
brick. Will not lose its 
brilliance regardless of 
how long it stands on shelf. 
% pt. to 5 gal. cans. 


At America's Lowest 
Price for Such Quality! 


@@F And 22 Other Sheffield Fast Sellers WG 








SHEFFIELD BRONZE POWDER & STENCIL CO. 


Order from your jobber. Jobbers—write for details. 
an ai See one CLEVELAND 0OH|0 ZT samen 


Ger wiNETYOMES of SILENCE 
SLIDE SILENTLY  ecryora SMOOTHLY 


SAVE FURNI RNITURE 
OORS-CREATE QUIET 


Ask your Jobber of su ed write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 





| 








| 
| 





| Carborundum Co., 
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Acme Sheor Co. 
Acme Steel Company ... 
Adams, Inc., C. F. ........ 
Aladdin Industries, Inc. ... 
Allite Mfg. Co., Inc. . 
Alter Co., Harry 
Aluminum Goods Mfg. Co. 
American Chain & Cable 
Inc. 
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American Fork & Hoe Co., Th 
American Mfg. Co. 
American Pad & Textile Co. 
American Shearer Mfg. Co. 
American Steel & Wire Co. 
American Thermometer Co. 
American Thermos Bottle Co. 
American Turpentine Farmers As- 
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American Window Glass Co. .... 
Ames Baldwin Wyoming Co. 
Animal Trap Co. of America 
Arcade Mfg. 
Archer-Daniels-Midiand Co. 
Armstrong-Bray & Co. 
Armstrong Bros. Tool Co. 
Arvey Corp. 
Asbestos Textile Co., Inc. 
Atkins & Co., E. C. 
Atlas Asbestos Co. 
Automatic Products Co. 
Autoyre Co. # 
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Babcock Co., W. W. 
Baker McMillen Co. 
Ballonoff Metal Products Co. 
Barr Rubber — Co. 
Bartlett eS oe 
Bassick Co., 
Behr-Manning . = 
Berea Abrasives 
Bernz Co., Inc., Otto 
Bethlehem Steel Co. ... 
Bissell Carpet Sweeper Co. 
Blaisdell Pencil Co. ... 
Bommer Spring Hinge Co. 
Bond Electric Corp. 
Boston Varnish Co. 
Boston Woven Hose & 


Co. 
Briggs a Stratton Corp. 
Brooks & Sons, e Do. es 
Brown Corp., W. R. 
Brown Fence & Mfg. Ca, 
Brush-Nu Co. . Laisa 
Builders’ Hdwe. ‘Textbook ; 14 
SS See rrerrer rcs 
Burton Mat Co. 
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Calbar Paint & Varnish Co. 
Capewell Mfg. Co. ......... 
The 


Carnegie-Illinois Stee! Corp. . 
Carrollton Metal Products Co. 
‘Champion Hardware Co., The 
Cheney Hammer Corp., Henry 
Chicago Lock Co. ... 
Chicago Roller Skate Co. ....... 
Chicago Spring Hinge Co. ...... 
Chicago Wheel & Mfg. Co. 
Clayton & Lambert Mfg. Co. . 
Clemson Bros., Inc. 
Cleveland Chain 


& Mfg. Co., 
WD. cuss ncckserchaeceneageseneaed 
Clevelanc Wire Spring Co., 
Coburn Trolly Track Co. ... 
Collins Co., The 

Coleman Co., William H. .. 
Coleman Lamp & Stove Co.. 
Columbia Steel Co. ; 
Columbian Rope Co. . 
Columbian Vise & Mfg. Ce. 
Congoleum-Nairn Co. 
Connecticut Valley Mfg. Co. 
Continental Screen Co. 
Continental Steel Corp. 
Cook Co., H. C., The 
Crescent Tool Co. 

Cross, W. W. 

Cyclone Fence Co. 
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Daniel Co., Edw. W. 
Dazey Churn & Mfg. Co. 
Delco Appl. Div. 
Deniston Co., The 
DeWitt Operated Hotels 
Diamond Calk Horseshoe Co. 
Dickson Weatherproof Nail Co. 
Dietz Co., R. E. , 
Dixon Crucible Co., 


Joseph 


LISPISTITIITtli si 


123 


SII! 


3a 


Se eae SSz2ii 


LRISSSIII 








Domes of Silence, Inc. 
Draper-Maynard Co. 
Dremel Mfg. Co. 
du Pont de Nemours & Co., 


Inc., 


I. 
Durable Mat Co. 
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Eagle Rule Mfg. Co. ............ 
Sees 
OS 4 a ene or 
Elastic Tip Co., The ............. 


Embury Mfg. Co. 
Empire Level & Mfg. Co. 
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Estwing Mfg. 
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Farrell-Cheek Steel Co. 
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Florence Stove Co. .............-. 
Fox Shotguns 
Frankelite Co. 
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French & Hecht, Inc. 
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Gale Products . 
Gardiner Metal Co. 
General Electric Co. 
Clocks . ‘i 
Full Line siete 
Heating Devices ............... 
Lamp Div. 
Wiring Devices .. 
Geyer Mfg. Co. .... 
Gibson Electric Refrigerator Corp. 
Gibson Good Tools, Inc. 
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Goodyear Tire & Rubber Co., Inc 
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Greenfield Top & Die ‘Corp. 
Greenlee Tool Co. ... 
Griffin Mfg. Co. 
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Hamilton Beach Co. 
Hamlin Metal Prods. Co. 
Hanover Wire Cloth Co. 
Hanson Scale Co..... 
—s Hardware & eth Co., 


Howkins ‘Co., sti big 
Hazard Insulated Wire Works .. 
Heckethorn ~— & aeatndh Co.. 
Heller & Co., W. C. 
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Heller Bros. Co. 
Hilger Co., The 
Hoffman Co., H. : 
Hoppe, Inc., Frank A. 


Hotel Bellevue-Stratford 
Hotstream Heater Co. .. 
Housewares Manufacturers Assn. 
Hoyt & Worthen a eppcath 
Huenefeld Co. 


Imperial Bit & Snap Co. 

Imperial Molded Prods. veins 
Independent Lock Co. ' ‘ 
Indiana Steel & Wire Co. aia 
Div. 


Ingersoll Steel & Disc. 

Borg-Warner Corp. . oe 
Internatione! Harvester Co., Inc.. 
International Nickel Co., Inc. 
Irwin Auger Bit Co., The 
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Jackson Mfg. Co. 
Jennings Mfg. Co., 


The Russell 
Justrite Mfg. Co. . pas 
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Katzinger Co., Edward 
Keene Mch. Co., O. S. 


Keiser Mfg. Co. 

Kester Solder Co. 

Keuffel & Esser Co. 
Keystone Steel & Wire Co. 
Klein & Sons, ° 
Knapp- Monarch Co. 

Koch Sons, Inc., George 
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Murray Ohio Mfg. Co., The — | Stearns & Co., E. C. 
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Stewart Mfg. Co., F. W. 
N —- mgs Corp. ‘ 
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Ney Mfg. Co., The . 99 | Testor Cement Co. rr 
Nicholson File Co. ...... 5 | Thompson & Son Co., The Henry 
Noblitt-Sparks Industries, Inc. _ Ss. teil 
Norcross & Sons, C sve — Townsend, B. W. 
Norlund Co., Inc., So A... 100 | Trico Fuse Mfg. Co. 
North American Press, The 86 | Tripleware .. : 
Northwestern Steel & Wire Co — | Triplex Screw Co., The . 

Troy File Works .. a 
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Western Wire Prods. Co. 

R Westfield Mfg. Co. 
Westinghouse Electric & Mfg. 


Quinn Wire & Iron Works 
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trial Sales Div.) ... 38 Wickwire Brothers, Inc. 
Raybestos-Manhattan, Inc. (Ray- Winchester Repeating Arms Co. 
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PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS @ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBSERS 


SEND FOR CATALOG OF COMPLETE LINE 








NEW IRONS 
| for OLD 


For precise conditioning 
by wheel or stone, you 
can’t beat the handy new Millers Falls No. 240 Plane 
Iron and Chisel Sharpener. Strong, compact, deli- 
cately adjustable, it saves time and lengthens the life 
of the blade. It broadens your market, 
swells your profits. ONLY $1.25 
LIST. Ask your jobber. 


MILLERS FALLS COMPANY 
GREENFIELD..MASSACHUSETTS 













MILLERS FALLS 
TOOLS 











_._— 
Imperial Harness Hardware 


gives you 
and your customers 
Toughest of all is Imperial—a 
50-year old line built to last 


Bo. * longest under these conditions. It’s 


Harness hardware gets kicked 
around more by farmers than 
anything else they own. Sub- 
ject to dirt, abuse and every 
element of the weather, harness 
hardware has to be toug h. 


Snap heavy, rugged hardware, finished in 
a thoroughly workmanlike manner. Lead- 

ing dealers, everywhere, prefer it for these 
qualities. Specify this famous line from your 
Buckle jobber It costs no more 


mp3: Bit and Snap Co., Racine, Wisconsin 





New Business Opportunities. - 


THE TRUE TEMPER TAPER FORGED SHOVEL 
THE TRUE TEMPER DYNAMIC HAMMER 
THE TRUE TEMPER TOMMY AXE 

Have set new highs...in buyer preference 


_in sales... because of tremendously 
improved design ... utility... value. 





For your profit’s sake... be the first to display and promote 


TRUE TEMPER ProouctTs 
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Simplify Your Stock Jaking with the 


Harpware Ace Wuite Inventory SHEETS 


Actual size of sheets 9% by 12 inches over all; writing area 
8/2 by I1'/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 


You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 
leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11.200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventory Sheets because 
they found them simple, convenient and handy 


to use. The WHITE INVENTORY SHEETS are 





the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort 
was directed toward making your annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us vear in 
and vear out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
vour order. 


Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 
supply today. 


octetmnpadoncnaneonsnssoniannsitth SN CRO R cnnieusiaccnenccncninanicnnnviite 


HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 
Gentlemen: 
Here is my $ Please send me hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
Binders (50¢ each). Send these to me by return mail. 
FIRM NAME 


eeorere es 


HARDWARE AGE 

















The attractively-packaged line of Bethlehem Bolts does a double 
selling job for you. First of all, the colorful red-and-white labels 
call attention to the product, remind customers that they need 


bolts, sell themselves from the shelves. 





Bethlehem Bolts are 
packaged in 
paper cartons in the 
following sizes: 


Mochies ” Equally important is the customer satisfaction that comes with 
an g 
Carriage the use of these quality bolts. Threads are clean and accurate. 





4” upto| 5” long| 4” long Wrenches get a firm, snug grip on heads and nuts. Service is 


59 g°0 Z 'WAgd ‘ , . 
16” and $x” up to} 5/2 5/4” long first-rate. Every factor for steady repeat business is present. 
is”, 14” and 54” up to} 3 4” long 














Why not stock a representative assortment’ of colorful, salable 





Bethlehem Bolts today? Your distributor can give you prompt 
Some longer bolts are packaged in paper with 
the same attractive label. service on this really profitable line. 





BETHLEHEM STEEL COMPANY 
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..-and it’s YOUR BUSINESS 
we're talking about! 


Everyone says 1941 is going to be a great refrigeration 
year. We say it’s going to be a great Westinghouse year! 
That’s our business—but you can make it YOUR business 
as well. Read what Westinghouse is doing about it. Then 
do something about it yourself! Write, wire or call your 
Westinghouse Distributor. Keep posted on developments 
that are going to put Westinghouse Dealers over with a 


bang on the money side of the refrigerator business! 


NEW PRODUCTION CAPACITY! 


Westinghouse is increasing production capacity on 1941 
refrigerators through a $1,500,000 building program at 
Mansfield. This includes a new nictal-stamping plant and 
a new warehouse to release present warehouse space for 
production. YOU can share in the dividends this invest- 
ment is going to pay! 


RADICALLY NEW PRODUCT! 


Westinghouse design and laboratory engineers have been 
working for a solid year to give you the finest, most 
salable, most foolproof product ever offered to the public. 
When you see it, you’ll forget there ever was anything 
called an electric refrigerator before! And it’s YOURS to 
SELL at a REAL PROFIT! 


NEW, GREATER PROMOTIONS! WE’RE PRODUCING! 


Westinghouse sales promotion and advertising for 1941 


has been planned to hit a new high in force and convincing ° 
power! Every detail is designed to turn the spotlight on in the most popular line of 


Westinghouse and Westinghouse Dealers as never before! ELECTRIC REFRIGERATORS 


It not only delivers prospects—it helps you se// them— 


at a PROFIT! * WwW ” 6 1 
WESTINGHOUSE ELECTRIC & MANUFACTURING CO. in estinghouse History! 
MERCHANDISING DIVISION, DEPT. 263 MANSFIELD, OHIO 


WATCH WESTINGHOUSE IN 1941! & 
Westinghouse Refrigerators 


FROM THE Lecsiie Line OF ELECTRIC HOME APPLIANCES 
on ' = 





a 








